prom the makers of the pamous 
Slaymaker 800 and 900 Padlocks 


SLAYMAKER 


LOCK COMPANY 
LANCASTER, PA., U.S.A. 





We're bringing back 
the old-time 


Ai No time during this difficule 
period of shortages, has there been any 
slacking of vigilance in the making of 
Wooster Brushes. Now that more bristles 
are becoming available, you can look 
forward to furnishing your customers 
with their old-time favorites. Naturally, 
production will improve as materials 
become more plentiful. Check with your 


distributor for available items. 


WOOSTER SYMBOLS OF QUALITY ARE 
KNOWN THE WORLD OVER 





OOSTE 


FOSS-SET 


IN = SEY 
—T an cca SHASTA 


i cael cl Ree 


WoosTER 3x35} BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 





























































































Gilbert J. Le 
¢,'0 Irvington Hot 
Dallas (1), Texas 


Rideout Sales Agency 
268 S. State Street 
Salt Lake City (1), Utah 


F. C. Wolf and Son 
2102-06 Pacific Avenue 
Tacoma (1), Washington 


A. L. Johnson 
310 Hines Bidg. 
916 Fifth Avenue 
Huntington, West Va. 


Cc. Branum 
Wilcox Bidg. W. S. Dunlap 


7 i (12), Calif. 712 E Knapp Street 
Milwaukee (2), Wis 


reet at 10th Export Representatives 
incjgco (3), Calif. 
Colosso, Ltd. 


> 

roe sper 595 Broad Ave. 
Merchandise Mart Ridgefield, New Jersey 
CHicago (84), ey 


Canadian Representatives 


Cassidy's, Ltd. 


= ~~ Corner Davie and 
w> Hamilton Streets 
Rs. Street Vancouver, B.C. 


bide FS sas Cassidy's, Led. 
20-22 Front Street W 





Toronto, Ontario H. W. Becker 
Cassidy's, Ltd. 515 Kinloch Bidg. 

PO. Box 470 10th & Locust Street 

Place D'Armes St. Lous, Mo. 

Montreal, Quebec Walter Krenzien 
Cassidy's, Ltd. 3325 North 42nd Street 
168-170 Market St. E. Omaha (3), Nebraska 
Winnipeg, Canada Thomas G. Jones 

1107 Broadway 
Room 909 


New York (10), N.Y Gulf States Sales Agency 
Alex J. Qreyfus 
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RADIO- PHONOGRAPH IN 
WALNUT WOOD CABINET 
WITH AUTOMATIC RECORD 
CHANGER THAT'S REALLY 


Cnlijoog 












ok: 







Model 6RT43 


They're heading your way .. . right off the production lines . . . these on 
smartly styled Admiral combinations in beautiful walnut wood cab- - 
inets. “Childproof” record changer is built to “take it” . . . feather- j iis 
light tone arm may be moved at any time without damage to mech- 
anism. Plays up to 12 records automatically. Improved multi-tube 
superhet circuit with beam power output, bass compensation and 
automatic volume control gives console-like performance. P M dy- 
namic speaker with Alnico No. 5 magnet assures true, undistorted tone. 


Cbmiral / Chicago 47, Ill. © World's Largest Manufacturer of Radio-Phonographs with Automatic Record Changers F 
DUAL-TEMP REFRIGERATORS * * HOME FREEZERS * ~ ELECTRIC RANGES Z 
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WRITE FOR 
CATALOG 


TODAY 
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You can display this Shopmaster 
tool with pride, sell it with confidence. 
From base to blade guard it has 
been skillfully engineered for ease of 
operation and accurate workmanship. 


Made to satisfy the skilled crafts- 
man, this Shopmaster 8” tilting table 
bench saw is sturdily built of cast 
aluminum alloy. Among its many im- 
provements are a fast action lifting 
arbor and a belt tightening feature 
which includes an idler pulley giving 





IHOPMASTER 


LO 





“Master Model” 8-Inch Tilting Table Bench Saw 
A fast selling quality tool for the 
beginner or skilled craftsman 


equalized drive manipulation. All 
controls are easy to operate and 
precise in their adjustment. 


Attractive in appearance, this 
Shopmaster tool is designed to give 
its purchaser a quality saw at a 
reasonable price. It is sold complete 
with: Combination Blade, Mitre 
Gauge, Rip Fence and Saw Guard. 
For prices and complete information 
write: Shopmaster, Inc., 1214 3rd 
Street So., Minneapolis, Minnesota. 














Dado Head Max. Size....44 x 6 in. 
Bearings............Sealed for life 





Specifications 
DON OF GOs oc ocnessccsce 2% in DRG. o caneciveedseedeaean % in 
PRS Fis osccvcctivcs 14 x 18 in Recommended Speed....4,325 rpm. 


Write for information on our 12” Band Saw 


Recommended Motor... .Std. Y2 HP. 
Recommended V Pulley for Motor 5 in. 

















SHOPMASTER, INC. 


1214 3rd Street So. Minneapolis, Minnesota 
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Outstanding 


Features 
Sealed for Life Ball Bearing 
Arbor @ Double Locking 




















Table e Easily Accessible 
Operating Mechanism e 
Sturdy, Light Weight Con- 
struction ¢ Accurate Calibra- 
tions ¢ Belt Tightening Fea- 
ture ¢ Sawdust Blower @ At- 


tractive Appearance. 


SHOPMASTER INL. 


MINNEAPOLIS MINAS 





A MESSAGE TO THE HARDWARE INDUSTRY 


a“ 





BOULDER DAM 




















rado and Columbia Rivers, provide tremendous industrial 


weR Three great dams, harnessing the natural force of the Colo- 


power. 

ore Giants of the rails, the Union Pacific “Big Boy” locomotives 
provide freight transportation power over the Strategic Mid- 
dle Route. 


10 — Power, light, and efficient gene per ... combined with 
—— a wealth of raw materials and adequate “growing space” 
... Offer unusual opportunities for industry in the Union 


Pacific West. 


Ys r? be Specific - 
y say Union Pacific 


* Union Pacific will gladly furnish confidential in- 
formation regarding available industrial sites hav- 
ing trackage facilities in the territory it serves. 
Address Industrial Dept., Union Pacific Railroad, 
Omaha 2, Nebraska. 
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UNION PACIFIC RAILROAD 
The Strategie Middle Route 
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Write to us for our interesting proposition on the 
“Home” Kit and the other Hallowell Tool Kits: “Socket 
Wrench”, “Socket Screw” and the “Auto” Kit. 


{ 
S| 
q 
i 
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Kits: Patents Pending OVER 43 YEARS IN BUSINESS *Reg. U. S. Pat. Off 


JENKINTOWN, aero’ 736 bE BRANCHES: BOSTON + CHICAGO «+ DETROIT + INDIANAPOLIS «+ ST. LOUIS « SAN FRANCISCO 
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“HANDY SANDY” is the nickname we've 
given the cheerful little character who appears 
on the attractive display basket and much-in- 
demand assortment of Sand Paper and Emery 
Cloth by CARBORUNDUM. He’s a peppy 
little Scot and he catches those extra coins that 
mount into a substantial sum in an amazingly 
short time. Give him a “‘sales territory” 
on your paint and household counter 
and watch the money roll in. 


10 














‘Like thousands of retailers throughout the 


country, you will find “Handy Sandy” a swell 
reminder for an item nearly everyone needs 
and wants throughout the year. Backed by a 
nationally known brand name and called for by 
your trade, this display is a proved natural for 
moving sandpaper. Cash-in on the extra coins, 
starting today. Ask your jobber. The 
Carborundum Company, Niagara Falls, 
New York. 
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TRADE MARK 
“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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MERRY CHRISTMAS ano 
A Happy MArK-Ue / 





-.. WITH SINCERE WISHES FOR A PROFITABLE 
NEW YEAR TO ALL PYREX WARE DEALERS 
AND DISTRIBUTORS! 


HE makers of Pyrex ware thank every Pyrex ware 

dealer and distributor in the country for his help, 
cooperation, and understanding during 1946. We 
hope you and your store have a very profitable 
Christmas season, and we wish you and your families 
avery Merry Christmas. 
We've all had our problems during the year and we 
hope that 1947 will bring smoother sailing and fewer 
problems for everybody. There'll be new Pyrex ware 


items and more smashing promotions in 1947. With 
Pyrex ware’s protected profits we’ve got a hunch 
you'll get right behind the line and really push it 


' through the year. 


Get ready for that last minute Christmas rush and the 
early January business. Check your stock and reorder 
now. Don’t lose those extra sales by letting your stock 
get too low. Thanks again. And here’s to 1947.We’ll do 
everything we can to 
make Pyrex ware one 
ofthe most popular and 
profitable itemsin your 
store. 





CONSUMER PRODUCTS DIVISION 
Corning Glass Works, Corning, N.Y. 
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BECAUSE Samson SHOWBOXES are uni- 
form in color and design, prospects rapidly 
recognize that Samson offers not just one 
or two, but a complete line of quality elec- 
each a product of 





trical appliances .. . 
distinction at a popular price. Thus one 
sale leads to another. 

But Samson SHOWBOXES do more than 


Ml 
= 


CANES: 





SAMSON UNITED CORP. 
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SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 
Samson United of Canada, Limited, Toronto 


SAMSON ELECTRICAL APPLIANCES 


ae 


7 » 





COLOR AND DESIGN MEAN A RECOGNIZED LINE 





identify. They picture the appliance . . . 
describe its features .. . tell the advantages 
of owning it. And ‘whether placed singly 
or in groups, on your counters or in your 
show windows, every Samson SHOWBOX 
is a complete and compact merchandising 
display ... a “traffic stopper” that makes 
a buyer out of a shopper. 


TEMPO-FLEX 
TABLE RANGES 



















Es ELECTRIC 


7 = 
! win Model FSSPC. Has 16” 
‘ oven, three Kiloz-Koil - 
Stage me _  @t. “Side-Heet”’ cooker, 
ee ! three utensil storage draw- 

: ers. Smokeless, 
a a broiler pan. Signal light for 

= surface units — 


timer-notifier clock. Cook- 
ing top is 38'2"x22"x 36”. 
















mi | bat 


he 
Z 
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LN6J6. Has 16” oven with 
dable automatic control. 







First Choice of Good Cooks Regardless of your local fuel service or your 

for Three Generations customers’ preferences, this MONARCH twin line 
of gas and electric ranges fills either need. Both 
are equipped with fuel-saving features and prac- 





RANGES AND HEATERS 


tical conveniences, Full porcelain enamel heavy 
po steel parts encase the sturdy welded inner body 

construction. One-piece cooking tops, large capa- 
Sai wcion: wadiiar dala tom wists city ovens, and modern chrome trimmings add 
plus-quality to these ranges. Both lines are built 
to the same high standard of workmanship that 
MALLEABLE IRON RANGE COMPANY has identified MONARCH-PARAMOUNT mer- 
2426 Lake Street Beaver Dam, Wisconsin chandise for half a century. 
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Stock up for the 
Holiday Rush on these 


KINNEY 7Aick-Cast 















16” 

os . 

re Aluminutn leaders 
for 3 | 
me feature this Dues Oven) 
Be 















F& 
Kinney’s big, thick-cast Dutch 
Oven with high-domed, preci- 
sion-fit cover gives ample room 
for family size roasts. Budget- 
wise homemakers know that it 
makes economy cuts of meat 
more deliciously 
eatable. List $7.75 


ee 




















> 
‘i Holiday Time is Time to 
Push Chicken Fryers! 
* pA +e 

Don’t fail to attract holiday- 
happy housewives with this 
11-inch Chicken Fryer, 3 inches 
deep, with cover: And a hint 
to husbands too, of what this 
Kinney Fryer does for chicken 
will build your holiday 
sales. List $7.95 
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You Can Get 
/mmediate Shipment 
on All KINNEY 

Aluminutn Ware! 


mi 
a 
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THE KINNEY LINE ALSO INCLUDES 
THESE OTHER FAMOUS 
THICK-CAST ALUMINUM UTENSILS: 


* 
Aap, pyh,* 

















2-qt. saucepon with cover . ea. $3.95 
3-qt. saucepan with cover .ea. 4.95 
your 4-qt. saucepan with cover .eo. 5.95 SO COOD. oe “—7°S 
th 9-inch skillet. 2.2... 4.95 ’ 
n line GUARANTEED FOREVER’ 
Both | 
~ iKINNEY 
heavy 
body J rHicn cas 
Look for this 
capa- colorful oo] ALUMINUM WARE 
| add 0 eee 
, een KINNEY ALUMINUM COMPANY 
built quality vtensif¥ 5900 South Boyle Avenue, los Magetes 11, Callferale 
that *Agains! detects in motored and workmanship. 
mere 
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DISPLAY IT THE 
YEAR-ROUND, IT MEANS 


INSECT-O-BLITZ YEAR-ROUND PERFORMANCE 











MEANS YEAR-ROUND PROFITS 


No matter what the season, INSECT-O-BLITZ fills flying insects and other pesky bugs. 
Our tests have shown that INSECT-O-BLITZ...that same powerful formula of DDT and 
pyrethrum used so successfully by our Armed Forces overseas...will destroy silver fish, 
cockroaches, water bugs, beetles, fleas and ants when used as directed. The increased 
moisture and dampness of winter weather often brings these unwelcome beasties...and 
housewives will be glad to be reminded of INSECT-O-BLITZ year-round performance. 
Keep INSECT-O-BLITZ on your counter. It means sales...no matter what the weather! 





* Contains 3% DDT Aerosol Grede + 2% Pyrethrum 
(.4% Pyrethrins) «+ Harmless to humans when used 
as directed @ Non-inflammable 


INSECTICIDE DIVISION 
INDUSTRIAL MANAGEMENT CORPORATION 


SALES OFFICES: 458 SOUTH SPRING STREET, LOS ANGELES 13, CALIFORNIA; 
38 S. DEARBORN ST., CHICAGO 3, ILLINOIS » FACTORY: VALPARAISO, INDIANA 
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OR FIVE LONG YEARS, you have 

been fighting a tough war. You 

have battled against shortages of 
men and materials . . . shortages of labor 
and a surplus of costs . . . inadequate 
supplies and over-abundant demand. 
And so have we. 


We haven't been able to give you 
the prompt, cheerful, efficient service 
around which this Company built so 
many friends among the trade during 
the past forty years. But you have been 
patient, understanding and co-operative. 
And we are grateful. 


Now the picture is changing. Scarce 
materials are slowly beginning to be- 
come available again. Products long 
absent from your shelves are gradually 
beginning to come back. Items for which 
your customers have been insistently 








chlueter 


MANUFACTURING 
COMPANY 


ST. LOUIS 
MISSOURI 


this time, 
let’s make it 


a Real Happy New Year 


clamoring will soon become available, 
we believe, in constantly rising quanti- 
ties. The months ahead thus look more 
cheerful to us . . . and equally bright, we 
hope, to you. 


Though we are still not completely 
out of the war-time woods, we are look- 
ing ahead with confidence and hope. 
Above and beyond the satisfaction of 
producing housewares you can sell with 
confidence ... and getting them to you 
promptly in the quantities you want... 
is our earnest determination to do every- 
thing we possibly can to make 1947 a 
year of peace, prosperity and plenty for 
those whose patronage has always meant 
so much to us. 


To you and to us, 1947 is the year of 
opportunity. Let’s work together to 
make it a real Happy New Year. 
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eit The OCEAN CITY “PLYMOUTH” Fly Reels 


_.« finest fly reels ever to come off a production line 
_offer all these features never before combined in a 
single action reel. 


ATTRACTIVE sTYLING—The bright gree anodized finish of the fine 
aluminum frame makes © pleasing combination with the natural 


aluminum spool and sure-g"iP handle. 

MINIMUM LINE WEAR—A new solid side plate design protects the 
line from weer 

SILENT ADJUSTABLE pRAG—A" Ocean City exclusive—permits easy 
ond rapid adjustment even while playing @ fish. 

spLiT-SECOND TAKE-APART—SecurelY locks the spool in the frame, 
thereby eliminating all side play °% well as permitting easy clean- 
ing and oiling. 

THREE 5izEs—Avoiloble in 60 and 100 yards and the Salmon reel in’ No. 76 60 yords — $5.50 
150 yards. No. 77 — 100 yords — $6.25 
No. 378 — 150 yards — $7.00 














SILENT ADJUSTABLE DRAG 


This exclusi 
a usive Ocean City feature 


spool to th : ’ 
ree-quarter Pde cae agree a drag 8 
. The chan rom 
ges in adj 
just- 


ment can b 
e made qui 
quickly and easily—even wh 
while playi 
ying a fish, 





SPLIT-SECOND TAKE-APART 


By sim 

, ply pushi 

instantly Ph es the locking devi 

When locked, th for oiling, egy the spool is 

’ e . 2 . 

thereby premtgee spool is firmly pe al Pre din 

ing side ed in th Z 
play. e frame, 




















Famous OCEAN city 405-306 Fly Reels 


«5 long been the largest 
selling fly reels in America. They 
are available now for your cus- 
tomers with these improved con- 
struction features — New side 
plate design which protects the 
line from wear.-°@ chromium 





e279 No. 306 — 100 yards — $3.00 
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THE NEW 
Still Further 1947 MODEL 


sien BILLY BOY 
PEDAL~CAR 


NEW! 


Swivel Steering 


NEW! 


| ini 
as dimirne Streamlining 


Three tone baked enamel N E W l 


finish—Red, Blue, Cream. Stamped Steering Post 

















See It On Display JOBBERS: 


National Sporting Goods Assn. Assure Early 1947 Profits 
16th Annual Convention 


Booth 31 Hotel New Yorker ORDER TO DAY | 


February Ist-7th 











WE SELL ONLY TO JOBBERS 





OAKLAND ENGINEERING COMPANY, INC. 


GENERAL OFFICES NEW YORK SHOWROOM 
800 - 100th Avenue Oakland 3, Calif. 331 Breslin Hotel 29th & Broadway 
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Here’s the biggest profit opportunity 

in major appliance history, backed by 
the soundest merchandising idea you can 
tie-into. Look at the market! 12,500,000 
homes in the United States and Canada—2 
out of 3 of your customers—have gas ranges 
more than 10 years old. 

Look what you have to sell them! Top 
flight brand name automatic gas ranges built 
for the consumer’s guidance to high ‘‘CP”’ 
standards. “CP” is the only buying guide 
of its kind in the major appliance field. ‘““CP”’ 
and these famous brand names are the 
strongest selling tools you can use to move 
high grade automatic gas ranges off your 
sales floor in volume. 


Get full details today from the manufacturers of the 
profit lines listed below or write Gas Appliance 
Manufacturers Association, 60 East 42nd Street, 
New York 17, New York. 

CASH IN ON THE “CP” PROGRAM 
WITH THESE FAMOUS BRAND NAMES 


A-B + CALORIC + DETROIT JEWEL 
ESTATE HEATROLA - GARLAND - GRAND 
GLENWOOD - HARDWICK - MAGIC CHEF 
O’KEEFE & MERRITT - QUALITY - ROPER 
SGE-ACORN - SGE-ORIOLE - UNIVERSAL 
TAPPAN - WEDGEWOOD - WESTERN-HOLLY 
In Canada 
CLARE BROS. - GURNEY - MOFFAT 


A ewe. 


‘ 
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WONDER FLAME FOR AUTOMATIC COOKING 
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AS st Booth 453-455 
EXH! 4 Atlantic City 
NS HOUSEWARES SHOW 


Yr JA 


ALL STEEL 
KITCHEN & BATHROOM 


__ CABINETS 
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RECESSED MEDICINE CABINETS 
SURFACE MEDICINE CABINETS 
KITCHEN UTILITY CABINETS 
KITCHEN WALL CABINETS 
BATHROOM SHELVES 
KITCHEN SHELVES 


Traditional with Lennox...to deliver the Best! 





Manufactured 
with the hidden 
care that means 

QUALITY 

and 

SERVICE 


f Heavy gauge cold 
rolled steel! 


y Twe paint coats! 


7 Two baking 
operations! 


¥ Army specification 
welding! 


f Brass pin hinges! 


-..and much more! 


@®eee72e#eees#e 


LENNOX METAL MANUFACTURING CO., INC. 


MASPETH. L. I., N. Y. 
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A Gill Fille — + 
for a good MackiZ 


HEAD 
Fine Tropical hard wood, 
steel clad. 





HANDLE 
Tooth grooved collars 
swaged into bow rod. Han- 
dle can't work loose. 





BRONZE BUSHING 
Minimizes wear and wob- 
ble of steel quill. End 
thrust smoothly carried 
against 14 ball bearings. 





NUT AND COTTER PIN 

Locks entire chuck in 

place — no part can be lost 
accidentally. 








ROD 
Extra heavy steel. 


BOX RATCHET 
Smooth-working—operated 
by a sleeve ring. 


CARPENTERS © ELECTRICIANS © INDUSTRIAL PLANTS ¢ 
SCHOOL SHOPS © PUBLIC UTILITIES © FARMERS * HOME 


OWNERS * HOBBYISTS © HANDY MEN | ; SHORTER CHUCK 
; With heavy duty steel 


... that’s just a brief summary of your broad market visas: shell, accurately machined 
+ $$ inside and out — bit turns 
for Stanley Bit Braces— broad, because everybody : true—machine cut threads. 
who uses tools finds repeated use for a good bit ; 
brace. Stanley Bit Braces have earned a leading 
place in the world of tools on a basis of quality 
materials, design excellence, top-notch performance 
and long service. Prospects need no urging — once 
you show them the Stanley line! ERS UNIVERSAL JAWS 
ef: ; Forged, coined to size and 
hardened to insure: per- 
fect centering of shank bits 
and drills, strength against 
hendi non-j ry 





4 ig an 
non-slip grip on bit and 
drill shanks. 


Trade Mark 


THE TOOL BOX OF THE WORLD 


HARDWARE 

















TRACER MARK 





itt DOMINION PRODUCTS MAKE FRIENDS 
all along the line 


The Dominion Line Includes: Fiat Irons, 
Watfle Irons, Curling Irons, Toasters, 
Sandwich Grills and Grid-A-Bouts, Table 
Stoves, Heaters, Poppers, Hair Driers, 
Mixers, Heating Pads, Infra-Red Lamps, 
Fans. 


Distributed through Reputable 
Jobbers across the Nation. 


DOMINION ELECTRICAL MFG. INC. 


MANSFIELD, OHIO 
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COVERED SAUCE POTS: Recessed 
rim retains moisture. Inside wa- 
ter gauges. Comes in four sizes, 


FRENCH-STYLE FRY PAN: Smooth 
rounded sides permit foods to slip 
from pan to plate easily. Bake- 


lite handles. Two sizes, 8” and 9”. 


COVERED CHICKEN FRYER: Beau- 
tifully balanced, extra heavy 
gauge. Moisture-seal cover. Bake- 
lite handle. 


4 qt., 6 qt., 8 qt., 10 qt. 


Pots, Pans...and Profits 


—new styles... new sizes 
that every woman wants 


DOUBLE BOILER: Broad well- 
balanced base. Double use... 
either as boiler or two separate 


The fast-selling Reynolds Lifetime Heavy Aluminum 
saucepans. 


Utensil line is more complete than ever before! 


Twelve striking new items have been added in a wide 
range of styles and sizes to suit each customer’s needs 
... all Reynolds-designed . . . easy to clean . . . easy to 
handle. Each utensil is made of heavy-gauge stamped 
Reynolds Lifetime Aluminum, quality-controlled every 
step of production from mine to finished utensil. 


For further information on the Reynolds Lifetime 
Heavy Aluminum Line, and the nationally advertised 
Reynolds Lifetime Triple-Thick Line, write Reynolds 
Metals Company, Housewares Division, 2008 South 
Ninth Street, Louisville 1, Kentucky. 


PUDDING PAN: For puddings, 
macaroni dishes, souffles, gelatins, 
or general storage. Three sizes, 
114 qt., 2 qt., 3 qt. 


OTHER LIFETIME FAST SELLERS 


Straight-side covered Saucepans, 2 qt. and 
8 qt.; Bake-Storage pan; Cooky sheet; Nest- 
ing Saucepans, with or without covers, 1 
qt., 114 qt., 2 qt., and 3 qt.; Fry pans, 7” 
and 10”. 
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Cleanliness is a sales point in all commercial units where Formica 
push and kick plates are used; owners realize the importance of 
good housekeeping. 


Formica plates make it easier. They are very simply and quickly 
cleaned with soap and water or other cleaning solutions, require 
no laborious polishing—and save a lot of cleaning labor. 


That is one of the reasons they were used on so many of the big 
contract jobs which the government put up during the war, and why 
individuals as well as architects and designers now want them. 


Formica push and kick plates have a ready sale—it is steadily 
growing better and better. You should have a stock of them. They 
are available in standard colors that will harmonize with most door 
finishes; standard sizes are packed in individual envelopes and 
they can be shipped promptly from stock. 


THE FORMICA INSULATION COMPANY 


4638 SPRING GROVE AVE., 
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COMPACT / 


Projects only 134” from door face 
. . « less than the door knob... 
Five spring capacities . . . One size 
case for all capacities. 


SUENT! 


Hydraulic dual valving . . . one 
controls door speed to 10° of clos- 
ing . . . other controls for firm, 
silent latching. 


FULL SWINE / 


Standard equipment arm for 90° 
or 180° door swing . . . Built-in, 
automatic hold-open device for 18 
different points between O and 
180°, 


PRECISION / 


Every part... rack, pinion, cylin- 
der, piston . . . machined with 
greatest precision. Ball bearing 
supported. Leakproof plus mini- 
mum friction for lifetime service. 


PREFERRED/ 


Widely used on modern, streamline 
trains and on steamships — instal- 
lations that ruin most door closers. 
Its ability to outperform other 
closers on heavy traffic doors in 
commercial buildings has made it 
the No. | closer for all doors. 








SINCE 1839 


DISTINCTIVE HARDWARE 


Only the Russwin 


"400" DOOR CLOSER’ 


has them! 


THE TOUGHEST OF TESTS PROVE 
THIS GREATEST OF DOOR CLOSERS ! 


In a continuous test dupli- 

cating service conditions, 

a “400” Door Closer was 
‘put through more than 12,280,000 consecutive 
opening and closing cycles without amy adjust- 
ment. Results equaled 558 years normal service 
on a corridor door — 80 years on a store door — 
further proof that no other door closer can 
approach the “400” in appearance, performance 
and range of applications. It’s the answer to 
trouble-free door control. Write for catalog. 
Russell & Erwin Division, The American 


Hardware Corp., New Britain, Conn. 
* Patented 


RusswiN dealers always have the edge 


HARDWARE AGE 
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Now You Cau Step Up Your Profits 


with a... 


NOT RAISED OUR PRICES!” 


nti LINCOLN ALUMINIZED STEEL | 


at $5.95 


ly Higher 
it of the Rockies 


Made of 
ARMCO 
Aluminized 
Steel 
and 
TESTED BY 
AMERICAN 
ROLLING 
MILL CO 
AGAINST 
CORROSION 


b 


\A 








MEET US AT... 
BOOTH 146-148 
Atlantic City 
HOUSEWARES 
SHOW 
JAN. 5th thru 10 








@ OUTSIDE CONTAINER 
ano INSERT CAN mane or 


25 GAUGE ARMCO ALUMINIZED STEEL 


@ ARMCO SALT SPRAY 


TESTS stow s 10 10 TIMES MORE 
CORROSION RESISTANCE THAN 
GALVANIZED STEEL 


@ INFRA RED BAKED 
ENAMEL FINISH 


WHITE—RED—BLUE—GREEN—IVORY 


7 2 @ POLISHED 


pac. 


ALUMINUM COVER 
© 17 QTCAPACITY 


@ INDIVIDUALLY 
CARTONED 


For the.Facts’and Figures 
call, Writé or Wire 


INCOLN METAL PRODUCTS CORPORATION 


136 CLIFTON PLACE, BROOKLYN 5, N. 


® Export Division: BLOCK INTERNATIONAL CORP., 101 WEST 31st STREET, NEW YORK 1, N. Y. 
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MERCHANDISE MART 
MARKET 


PANUARY 6 TO 18-1947 


These are a few of the many lines of housewares and major 
appliances on permanent display (14th and 11th floors) at 


Buying and Distribution 
CHICAGO’ 
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UNIVERSAL’S'47 — 
- TRADE ADVERTISING 

















Dunne the past several years, Universal has 
stressed “Leadership to Build Your Dealership.” 

’47 is the year when product-wise, convincing 

proof will demonstrate this leadership! A stupendous 
Universal Product Parade is about to start down the 
shopping streets of America. Stops are scheduled at 
every Universal dealer’s. Beautiful, new appliances 
and housewares crowned with the finest features will 
draw crowds of enthusiastic customers. 


Watch your leading trade papers for the Universal 
Product Parade. Don’t let it pass you by! Board the 
Universal “brandwagon” for the biggest show of all. 
The parade starts in January...a new product 
every month! 


UNIVERSAL ( 


LANDERS, FRARY & CLARK e NEW BRITAIN, CONN. e 
Universal Electrical Appliances distributed in Canada exclusively by Northern Electric Co., Ltd. 
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THIS 1S THE 


LAWN SPRINKLI 


BALL BEARING ACTION 
ADJUSTABLE MINIATURE NOZZLES 
RETAILS AT $3.97 


“LAWN SPRINKLER 





QMASTER . 
SQUARE 


FR HOSE COUPLING AND HOSE NOZZLE 


SPRAYS A SQUARE PATTERN...SAVES WATER 


If you handled this remarkable Rieger Roto- 
Master Square last season, you know the sensa- 
tion—and the profits—it created! Sprays a defi- 
nite square pattern... saves water, eliminates 
waste sprinkling of sidewalks, driveways, sides of 
house. Covers up to 2,500 square feet at average 
water pressure. Quality, lifetime construction, 
precision engineered, perfect balance. 


TO RETAIL FOR $3.49 


COVERS AN AREA OF 2800 SQUARE FEET 


For even, uninterrupted distribution of water, at 
minimum water pressure, and over a wide area— 
2,800 square feet—the Rieger Roto-Master Round 
is easily the most efficient sprinkler in its price 
class! Check its skillfully engineered features: 
indestructible steel base, solid brass assembly, 
oversize spindle. Recommend and sell it with 


complete confidence. 
TO RETAIL FOR $2.97 


THE ORIGINAL SPINNING TURBINE SPRINKLER 


The fastest-selling lawn sprinkler ever nfanu- 
factured! Because of its exceptionally low price, 
its obvious quality-on-sight appeal, its simple, 
fool-proof operation, thousands have been sold 
in.a single neighborhood—at substantial profits 
for dealers! Requires but a minimum of water 
pressure, spreads a fine, misty spray over an area 
up to 32 feet in diameter. Guaranteed. 


TO RETAIL FOR $1.69 


GUARANTEED TO OUT-PERFORM, 
OUTWEAR ANY OTHER MAKE! 


Machined of solid brass, and engineered to last 
a lifetime! Absolutely rust-proof, leak-proof, 
they'll outlast the toughest hose many times 
over! Without qualification, guaranteed superior 
to every other make, regardless of price. 


COUPLING TO RETAIL AT 49c NOZZLE: 59c 
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BASEMENTS, 
FURNACES, PIPES 








Yes ... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘“‘The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 

SPRAY OR BRUSH « SELF-LEVELING » resistance to heat, moisture, fumes, weather and cor- 

INTERIOR + EXTERIOR + QUICK-DRYING rosion. Its high hiding power and durability make it 

+ UP TO 800 SQ. FT. PER GALLON - the best protective coating for any interior or exterior 

1 COAT COVERS MOST SURFACES r surface. For complete details write for a free copy of 
RESISTS HEAT UP TO 600° F. “A Guide to Using Aluminum Paint’’. 


Manufactured by 


CRESCENT Bronze Powder Company 


116 West Illinois St., Chicago 10, Illinois « 1841 South Flower St., Los Angeles 15, California 
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Two new lawn tools—a 

hedge shear and a pruner 

~))) will increase your 

» wo Doo6-Klip sales! 

Both incorporate 

new improvements. 

They'll be widely 

advertised in leading con- 
sumer magazines. 


Dealers and jobbers now get 
plenty of DOo-Klip action 
thru Spring, Summer and Fall. 


The new Doo-Klip double-action pruner 
has soft metal replaceable anvil. Upper hard- 
ened steel blade slices forward as it cuts 
down. Has terrific cutting power.Price,$2.50. 


The new Doo-Klip hedge shear cuts faster, 
has better balance and feel. Rubber handles 
cushion cutting shock. Escalloped blades “= 
hold twigs firm, prevent bunching. Patented ' ADD THEM UP 
self-tensioning toggle stud assures smooth : , DSd-Klip | 
non-binding action! Price, $4.50. , 2 Raby wea, Po ested 
handle Grass Shear, 
LEWIS ENGINEERING & 1 y Standard Grass Shear, 
MANUFACTURING COMPANY a <a; Patna seal 
‘agy *. Hedge Shear, Pruner. 


ALLIANCE, OHIO 


¥ 


F cn 


a 


al 
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GIVE ME A 
HUDSON SPRAYER 
—THEY REALLY 








The Diamond-H Depended on by Millions as 


THE MARK OF THE BEST BUY 


Daal ~ 
for 7 Through the years (40 of them) the Hudson “Diamond-H” has 













A sways become one of America’s familiar trade-marks. It appears on every 

ALITY en tor O* on Hudson product to tell users: This equipment is correctly designed to 

finst xe uitenier® = ysivt tor 1" do the best possible job with the least work It is well made, to give 

be nN most protirool® ines longer service at lower cost. It means “accepted”’ by users as the best 

| ears tor UT es oF Lean profs buy. As a result, it assures steady demand every month of every year 

¢ weer oe we ysers— in every community — in your community. That makes the Hudson 

sash” assure FOP R ASIN ous _ line the profitable line for you to sell, starting right now. Ask your 
owe” nal jobber—or write us today. 













| gacticdd (ine H. D. HUDSON MANUFACTURING COMPANY 
to rel’ 589 East Illinois Street, Chicago 11, Illinois 
| © i946 4.0 4 ure. co Branches in the Principal Cities ofthe U.S 
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SPRAYERS JAND] OUSTERS 


HAY TIOOL AND 
BARN EQUIPMENT 





















LIVESTOCK EQUIPMENT 





FARM VENTILATION 


EQUUIPMEINT 
POULTRY | EQUIPMENT 
~~ 
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disc 
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j= as a skater must have perfect balance 
for smooth, easy skating, so must a garden 
cultivator have perfect balance for easy oper- 
ation. Scientifically engineered MAREMONT 
Garden Cultivators are designed for perfect 
balance which makes them remarkably easy 
to operate! 


MAREMONT Garden Cultivators are readily 
adjustable, attractively enameled, constructed 
of rugged steel... with rubber tires and handle 
grips, oil impregnated wood bearings, quick- 
change tool plates. They’re designed for lighter 
weight, easier operation and longer service. 





BUY 


-H” has 404D—Maremont's dual wheel 
moevery Ff Garden Cultivator. Works both 
igned to | sides of a row simultaneously. 14” 
, to give : disc wheels, complete with 4 duck f 
the best : feet and 2 hoes. * List Price $10.80. 
ery year 
Hudson 
sk your 


403C— Maremont's 1 wheel 
Garden Cultivator. 14" disc 
wheel, complete with 3 duck 
feet and 2 hoes. 


List Price $14.78. 


rc 


PANY MAREMONT AUTOMOTIVE PRODUCTS 
Dept. HA-12 
$. Ashland Ave. at 16th St. Chicago 8, Ill. 
ras since I want FREE information on Maremont 


GARDEN CULTIVATORS | 
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RUGATED FASTENERS 
‘le Household (<7 216 Need 


Fast and sure 
for furniture 
repair... strong 
holding power 


‘see TRIPLE CONSUMER 


APPEAL FOR YOU! 


In addition, you cash-in on magnified 


profit possibilities. Because Acme 


' Corrugated Fasteners are: 1. Self- 


selling, save your sales efforts; 2. 
Have Fast turnover for extra profits; 
3. Build traffic for bigger ticket items. 
Attention- getting, sales-making dis- 
play cartons of 12 boxes, 50 fasteners 
each. Three sizes, 3gx4, 1x5, 5x5. 


See your jobber now or write us. 


NEW YORK 7 ATLANTA 


Ideal for reinforcing 
woodsash screens... 
handy as nails 


CHICAGO & 


LOS ANGELES 11 


‘ 


iy, al 


Cleanly and 
easily hommer 
driven... 
sharp as tacks 


ACME STEEL COMPANY 
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Guaranteed 


 KAVTITE = 


MASONRY WATERPROOFING 


., America’s No. € 
° Guaranteed =" 
Je, Waterproofing |. | 


¢ , 
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bo Makes water 
i? roll off 


surfaces like 
water off a 


duck’s back! 











KAVIITE 


MASONRY 
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WATERPROOFING 


“easy as pie 
to apply 
to all 
masonry 
surfaces!”’ 





KAY-TITE IS DEPENDABLE WATERPROOFING 
for brick, stucco, cinder and cement block... 
just about any masonry surface. Just mix 
KAY-TITE with water to the thickness of paint 
and apply it with stiff fibre brush. 


HERE’S THE WAY KAY-TITE WORKS... 
trates into the pores, expands and hardens, 
sealing surfaces against water leakage. KAY- 
TITE is available in gleaming white and light 
grey, but the surface will take any paint per- 
fectly! Thrifty value, too, for the one gallon 
can covers 100 to 150 square feet. Complete 
instructions on label and in each package. 


WHERE CAN | GET KAY-TITE? Progressive hard- 
ware dealers are starting KAY-TITE Water- 
proofing Departments in their stores, so c’mon 
the profit’s fine! 


It pene- 


we 


Clip the coupon to bring you the 
$20.88 Deal or ask your local jobber. 


KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 

6 cans White — 6 cans Grey. My cost 
$20.88. Total Selling Price $34.80— 





NAME 
ADDRESS 
city 
JOBBER’S NAME 























FERRY CAP 






‘O hold parts rigidly in place—and to provide for quick, 
easy adjustment— makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 

















These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 
needs. 


“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 


Square head and headless—cup and oval point—case hardened 
—sizes 4” diameter and larger. Carried in stock for imme- 
diate shipment. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD, DEPT. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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“..an A-1 idea...long overdue” 


Another alert hardware dealer joins the thousands 
who are finding that Popular Mechanics sales promo- 
tion posters — FREE on request—help move quality 
merchandise FASTER! 


KARP’S HARDWARE : 
PPeinTs HOUSsBEURNISHINCS | 


a SS } 







Amow, 
rans 


The man in the photos is Harry Karp, owner of 
Karp’s Hardware in Stamford, Conn. One reason 
he’s smiling is the poster on his front door—and 
others strategically placed inside his fine store. 

These posters are furnished FREE to hardware 
dealers everywhere, and they’ll do the same sales- 
boosting job for you that they’re doing for Harry 
Karp (see letter). 

. Big (21 x 14-inch), colorful, eye-catching, they 
i put new punch behind your merchandising displays q 

‘ . . . remind every customer that you have what he May 

pe! needs in quality tools and hardware. 

so 

ned ANOTHER FREE SALES HELP! Wee Hele coupon and wot your FREE posters NOW! 
In every issue of Popular Mechanics we're running a full-page 
ad in color to tell our 3% MILLION readers — busy, creative 





es in 
nent 


Popular Mechanics Magazine HA-12 
200 East Ontario Street 











| | 
| | 
ned men who use lots of tools and hardware — that the HARDWARE | 
ae store is the QUALITY store in every neighborhood. | Chicago 11, Il. | 
| 
| want to boost sales in my store, too. Please send me, FREE, all 
sales pr tion posters availabi } 
aT Eee | 
Ye | | 
| STORE NAME | 
io | | 
| STREET &. HO____ | 
| | 
Al ALLOY See a ne __ZONE___STATE__ “a 
RN NUTS (DOS ea 4 ih oe ole 
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AUTOMATIC WATER SYSTEM 
for shallow wells 


Here IT 1s—the first successful, self-contained tankless water 
system, for shallow wells! 

Most sources of water on farms and other rural properties are 
shallow wells; not only that, but 75 to 80 per cent of them’have water 
supply needs that are covered by the amazing Balanced-Flow Jet. 

With one unit to cover so many of your potential sales, you get 
faster turnover, you have less investment in stock. Nearly every 
prospect with a shallow well will instantly prefer a Balanced-Flow Jet. 

Here is a ‘‘ packaged water system” ready for sale to hundreds of 
likely prospects in your own community—small farms, rural and sub- 
urban homes, summer camps, service stations, stores and many others. 

It serves as the main source of water supply or as auxiliary 
service for a great many supplementary uses such as supplying water 
for cooling milk, drawing water from cisterns and many 
other applications. Its capacities are up to 540 gallons per hour, 
depending upon suction lift. , 

Watch soon for Goulds advertising announcing the Balanced-Flow 
Jet in the great farm magazines. And write for folder telling 
about the many sales advantages of this greatest development in 


the water system field in years. 


GOULDS PUMPS Inc., Seneca Falls, N.Y. 








WATER SYSTEMS 








EVERY FARM AND HOME NEED 


oF AY 


ATANKLESS ~ 


stain Lace a a 


Woe a. ai Saeed 


Check these many sales features 


at add up to big volume. 


| — Self-adjusting Capacity 

Gives steady flow of fresh water when 
and where you want it, in just the 
quantity you desire 


2 — Complete System in Itself 

No storage tank required. A self-con- 
tained water system. Easily installed. 
Electrical and pipe connections simple 
to make. 


3 — Cannot Lose Prime 
Once initially primed, it is always 
primed. Handles air and vapor with- 
out becoming air-bound 


4 — Automatic Air Charging 

A special, patented, positive-action 
air pump always supplies the correct 
amount of air to maintain the neces- 
sary air cushion 


5 — Knob Adjusts Pressure 

You merely turn a knob to set the unit 
for most efficient operation in any 
installation. 


6 — Only One Moving Part 

The rotating element is the only mov- 
ing part in the pump. No belts, no 
pulleys, no gears. 


7 — Protected Against Foreign 
Matter 

Easily accessible strainer prevents en 

trance of leaves, twigs and other for- 

eign matter into the system 


8 — Safe — Foolproof 

No dangerous pressures can be built 
up. Hence, no relief valve is necessary 
No exposed moving parts to cause 
injury. 

9 — No Stuffing Box Leakage 
Mechanical seal on the shaft does away 
with the usual stuffing box and its at- 
tendant leakage. 

1O— Built-in Suction Check Valve 
Eliminates the need for separate check 
or foot valve. Its accessible location 
prevents pump from running dry. 


I] — Parts Readily Accessible 
Nozzle and diffuser are easy to reach 
for examination. Cqmplete rotating 
unit can be removed without disturb- 
ing pipe connections. 

12 — Quiet Operation 

Starts smoothly, runs smoothly, stops 
smoothly. No noise or vibration. 


13 — No Close Clearances 

Does not depend upon close running 
fits for efficient operation. Hence, no 
rapidly wearing parts to replace or 
repair. 

14 — High Quality Motor 
One-quarter horsepower, 110 volt, 60 
cycle, single phase, 1725 r.p.m., A.C. 
motor of national reputation. No radio 
interference. Built in overload protec- 
tion with automatic reset. 


15 — Economical to Operate 
Costs no more to rum than the conven- 
tional water system with storage tank. 
Just a few cents a day will give your 
customers complete water service. 








@ Few situations call for the measures of precaution 
required by a train’s unscheduled stop. Railroad men 
have to be sure. Chain buyers like to be sure, too. So 
they find it wise to ask for Hodell . . . the most reassur- 
ing name in chains. In every link of every chain in the ag 


157 Hodell varieties there is unexcelled dependability SELL HODELL 
.---to be SURE! 


To be certain of maximum chain 


chains are used—the same better, swrer job Hodell chains sales display Hodell chains 
prominently. There's a type to 


have been doing in homes, on farms and in industry, the _# every chain need. And their 
reputation and popular accep- 


. Staying power that assures a better job wherever 


country over, for sixty years. tance will identify your store to 
your customers as a buying 


Heavy current demand for our products prevents us from assuring immediate ape quality merchandise. 
~ . . ; , o sell Hodell for their sake 
delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- and for yours! 

tive literature on the complete line, with a promise to fill your orders as ke (Repciate ter the asking, 
fast as conditions permit. Use yourown letterhead } 


JACK - SASH + SAFETY - LADDER - PUMP - LIBERTY MACHINE + PROOF COIL - STEEL LOADING 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON - FLAT LINK { REGISTER » DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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HARDWARE 


. « « just to 


wish you 


Happy 


New Year 


Next year should see an end to the 
“Reconversion Blues”... a grow- 
ing improvement in deliveries... 
a return to salesmanship. You'll be 
selling harder and so will we— 


and we'll both enjoy it! 


BY st#tco 











e Stringent times of supply scar- 
cities have demonstrated that 
there is no substitute for quality. 


This fact will be remembered. 


“Quality”, long a word with 
but abstract meaning for many, 
once again is clear to all. It means 


that substitute products, whether 


high or low in price, whether they 


be tires, cigarettes or clothing, do 
not deliver full value. They do 


not give the lasting satisfaction 








inherent in established, trade- 


marked, high quality goods. 


Everyone will benefit from this 
awakened consciousness that 
quality is the yardstick by which 
all goods and services should be 
measured. And rest assured that 
high quality craftsmanship and 
materials — always traditional 
with P. & F. Corbin — will pro- 
duce quality builders hardware 


to meet every demand. 
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Tools that Stand the Test 
of SERVICE and SALES 





This unique double- 
purpose Koroseal 
kit with transpar- 
ent pockets permits 
ready selection of 
right size wrench... 
and makes an effec- 
tive selling display. 


COMBINATION BOX AND 
OPEN END WRENCH SETS 


More mechanics every day are discovering the out- 
standing, shop-proven efficiency in Barcalo Tools 
..@ preference that means more sales and higher 
production when you recommend Barcalo! 

The Barcaloy wrenches shown above are precision- 
formed of nickel-chrome-molybdenum steel. Their 
tough, thin ends (box and open) fit into smaller 
quarters, yet grip nuts more securely for accurate, 
fast work. Barcaloy combination wrenches are 
now supplied in bright nickel finish in a size range 
of %” to 1%6”. 

For all details and prices, write Dept. HA. 


oi, - 1946 


) 


(Se oa " N ANNIVERSARY 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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Because i: is made by the Crescent Tool 
Company. 


Because the name Crescent* which is 

forged into the handle is a registered trade 

mark of the Crescent Tool Company and the rights to 
its exclusive use have been upheld by the courts. 


Because for forty years it has been the /eader of 

adjustable wrenches. 

And it leads now in every respect. Better steel, more 

accurate machining, uniform hardening, superior , 
strength and toughness. 


See that your store sells Crescent* Wrenches. Your 
customers will thank you...and make your establish- 
ment their headquarters for values. 


CRESCENT TOOL CO. 


JAMESTOWN, N. Y. 


*"CRESCENT”’— a trade name registered in U. S. and Foreign Countries. 


‘CRESCENT TOOLS ) 





% 
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INCREASE YOUR PROFITS! 
Stock Bull Dog Friction Tape! 


NEW- Sales Promoting Package 


Watch your sales and profits increase when you 
stock plenty of Bull Dog Friction Tape. There’s 
wide demand for this quality tape, because its 
high tensile strength, great adhesion, and long 
aging characteristics have made it a dependable 
favorite in every industry where tape is used. 

That's why you'll find Bull Dog Friction Tape 
a fast seller...and a big repeat seller, too. 
Call your local distributor for a supply today. 


!Or, _ 


Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 
WORKS: CAMBRIDGE, MASS., U.S.A. ° P.O. BOX 1071, BOSTON 3, MASS. 
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Each Utensil 


informative lV 


labeled 


| 
| 
; 
| 
| 
| 


{ 


| 


| 


~y # ee . to clean, MEMCO Porcelai 
Dis ric ive oe bn Risled Wiees (epoca white witht 


Hractive contrasting black bottoms, 


lack Botto - Covers, handles and trim) promises low 
a. cost impulse buying accompanied by 
a — repeat match-up sales. 
% Preferred consumer acceptance 
lya - and steadily expanding sales volume 
C Nn Vi will be assured by the easy to identify 
a N 4 MEMCO trade mark permanently 
; : burned on the bottom of each utensil. 

4 Greatly exceeds U. S. Bureau of 
Standards for resistance to damage 
from abuse and rough handling, re- 
sistance to food stains of all kinds, and 
resistance to damage from sudden tem- 

perature changes. 





perm 





This is NOT an offer! 


Our apologies, but until past caer ieceived orders for MEMCO 
Porcelain Enameled Ware are filled new business just | 
cannot be accepted. | 


ie MOORE 


ENAMELING & MANUFACTURING COMPANY 
WEST LAFAYETTE, OHIO 
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CUTICLE SCISSOR—3” . .. Needle-sharp point for ac- 
curate, professional = Matched blades, fitted bows. 
Plated and Polished. Forged steel..... $18.00 doz. net. 
CUTICLE NIPPER—37/,” .. . Precision built. Sharp cut- 
ting nipper jaws meet with micrometer exactness. 
Forged steel, plated and polished......$36.00 doz. net. 
NAIL SCISSOR —31/7," ... Curved blades, keen 
edge. Stubby, sturdy professional model. Fine forged 
steel, plated and polished..................$15.00 doz. net. 


— Cutlery Divison — 
GENERAL PAINTS Inc. 


45 Vesey Street 7 New York 7, N. Y. 
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NOW'S THE TIME TO SELL 
FIREPLACE 
ACCESSORIES 


ELECTRIC 


| ' 


and PINS 
IMMEDIATE 


DELIVERIES 


Write Tedey for Catalog and Prices 


Westchester 2rickote Products Co., Inc. 


1528 WILLIAMSBRIDGE RD., NEW YORK 61, N. Y. 








) | 


Prompt Shipments of 


Quality Ironing Board Covers 
Popularly Priced 
Elastic Ironing Board Covers 
Drawstring Ironing Board Covers 
Ironing Board Pads and Sets 
to fit standard 54” boards. 
ALSO—Shoe Bags—Laundry Bags. 
Clothes Pin Bags—Pastry Cleths— 
Dish Cloths. 


See our unburnable 
FIBERGLASS 
Ironing Board Covers 


What are your requirements? 


Mention your jobber’s name. 


JOBBERS—Please send for our 
printed price list catalog. 
Geer” wes ee 


\ era 
oe Atlantic City 
ny "HOUSEWARES on08 


GIBRALTAR HOUSEHOLD PRODUCTS co., Inc. 


660 First Ave., New York 16, N. Y. 








@ Junior Chair 
@® Handy Stool 
@ Stool with Foot Rest 
A Product of Keen Equipment Co., inc., Vineland, N. J. 
HIS modern step stool fills every wo- 
man’s kitchen need. Take advantage of 
this consumer demand created by NAT- 
IONAL ADVERTISING ... your guarantee 
of rising sales. Write for our Mat Service. 





Equipment Company | 
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casco Genuine Wetproof, 30 Fixed-Heat, 
DeLuxe Nite-Lite ELECTRIC HEATING PAD 


More exclusive features than any other pad: 


@ Genuine 100% Wetproof Vulcanized Castex Body: safe with 
wet dressings 

No. H5000! ; 

® Choice of 30 Fixed-Heats: they stay constant to re! 
$7.7 # 

® Nite-Lite Switch: select exact desired heat in the dark pius 416 to” 
@ Luxurious Washable Outet Cover with Slide Fastener 
® Newly Styled Buy-Appeal Package in Full Process Color 


®@ Underwriters’ Listed and Approved 


Other Casco Peds from $4.90 te $9.80 (pivs tex) 
including Professional Medel Electric Fementation Heefing Pee 
end Sinus end Muscle Ped. 


THIS SALES-MAKING DISPLAY 


Yours Practically Free! 


This is your Casco Electric Heating Pad Department, a proven 
sales-making device that doubles sales at the very least! Takes 
only 13% sq. in. of floor space, does not obstruct eye-level vision 
throughout the store, comes with poster cards that encourage 
trade-up, point up advantages. Pays off handsomely in extra 
sales you otherwise will not make! And it’s yours for immediate 


results—practically free. 
’ 


THE FIRST MERCHANDISING PLANS ‘Gay — 
BOOK IN HEATING PAD HISTORY | <x, MAIL COUPON TODAY! 


Bridgeport 2, Conn. 


Mail Coupon for Your Free Co hai ale 
PY Gentlemen: Please see that I receive details about your 
Display offer and Merchandising Plans Book. 





The display stand sets you up for extra profits, and this sensational 
book—the first ever offered in the field by any manufacturer—shows 
you how, in a simple, highly practical way, to sell more heating 


pads, get more profit from heating pads, all the year ‘round! AbbRESS 


Special Sales Persons Instruction Book also yours FREE! Helps RE eee 
your personnel step up sales through a better understanding of the My WHo-Fsazer Is 
important Casco features. 


Store NAME = - : | 


CASCO PRODUCTS CORPORATION, BRIDGEPORT 2, CONN. [bi cx mee mm om om ee oe oe oe es ee oe ee es 
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SQUEEZ-EZY 
Self-Wringing Mops 


They wring “Dry” without soiling the 
hands, appealing to housewives because 
they are sanitary, clean and inexpensive. 


A line of “Self - Wringing 
Mops” that brings quick 
Profits and Repeat Sales. 


Sqguces-l Beauty’ Mop 
Illustrated 


RENEWAL HEADS 


Customers return 
again and again for 
New Heads. The 
strong, sturdy handle 
gives lasting service. 


VISIT OUR BOOTH 


No. 232 


Showing Complete Line 


THE HOUSEWARES SHOW 


ATLANTIC CITY 


AUDITORIUM 


Jan. 5 Thru Jan. 10, 1947 
SQUEEZ-EZY MOP SELLING CORP'N 


New Orleans (18) 


Louisiana 

















verall Width 48 inches. 
Assembled on 2% inch 
diameter steel pole. Siz 
feet nigh, after being set 3 
feet in concrete. Three 65 
feet strands of six wire, 
steel cable wound on 
stamped steel. 
All aluminum castings. 
Disengaging handie at 4 
height for easy rewinding. 


= REEL-LINE 


With more new homes under construction and 
more new washing machines on order than ever 
before in American history, the revolutionary 
Reel-Line Disappearing Clothesline opens a tre- 
mendous new market . . . representing a natural 
companion item. Our intensive research, 
recently conducted with pilot models, revealed 
9 out of 10 housewives to be “‘live’’ prospects. 
Get the real facts about the Reel-Line Dis- 
appearing Clothesline; the line that eases 
wash-day drudgery; keeps backyards clear of 
unsightly obstructions. Get set to sell Reel-Line 
Disappearing Clotheslines. 








THE REEL-LINE CORPORATION 





THE MODERN WAY 
to Dispose of 
GARBAGE 
and R EFUSE 


Majestic 
Fuel-less 
Home Incinerator 


ee Ms DNB go 


NO ODORS ESCAPE 


For complete utility and con- 

venience in both new and modernized homes, plan 
to include this odorless, safe, and sanitary unit for 
reducing wet-or-dry rubbish and garbage to ashes. 
Compact and smartly styled, this ruggedly built 
Majestic Portable Home Incinerator gives lasting, 
carefree service. Costs nothing to operate. Uses 
only waste as fuel. Connects to any 8-inch furnace 
flue without draft interference. Unique downdraft 
through refuse speeds drying. Mayestic’s built-in 
type incinerator of similar design fits flush with 
wall in chimney recess of basement or utility room. 
Write today for details! 

The Majestic Co- 

130 ERIE STREET 
HUNTINGTON, IND. formed steel pane " 





Majestic-built units of heavy-gauge 
advantage 
ous for wartime nee 
Majestic Building Necessities 


struction is now adapted to many 


Nationally Known and Advertised f 


r4O Years 


kkk kk KhAk *& 


STARS 


for thousands of dealers and in mil- 
lions of kitchens— ; 


MODERN 
KITCHEN TOOLS 


Edlund Junior can 
opener, below, built 
right, priced = right, 
sells on sight. 


EDLUND CO., Burlington, Vt. 
kweweKweeKweeO KK kK 
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aragon 
ee TABLE-TOP 


GT TARA LAY 
in Amenca ! 


TAN OR BLUE LINEN; MOTHER-OF-PEARL 
DECORATIVE FULL-COLOR TOPS 


9666-2 


4 


oe YY 


oy Sam oh 00 0 UE @xo) Co) am Me). 


Exclusive 
folding covers over two 18x2 
idersink « 


ebbeter=) 
verall. Steel u 


sinks; swing clear when not in u 
undersink cabinet 6f 
NATIONAL OPA RETAIL PRICE $2099° IONAL OPA RETAIL PRICE $26450 

THEM ON DISPLAY AT THE NATIONAL SHOWS: CHICAGO MERCHANDISE MART, SPACE 1044 

SAN FRANCISCO EXCHANGE, SPACE 565 


B N. Y. FURNITURE EXCHANGE, SPACE 1613 e 
OR WRITE FOR NEW 1947 CATALOG 


50 VAN DAM STREET, BROOKLYN 22, N. Y. 


Paragon Utilities Corp. 
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A 
NEW 
Tone- Right 
BUZZER' 


List $1.00 each 
No. 46 


List 
$.40 each 
No. 10 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Ir 
cases. Operates on 
. 3¥2" =z 1%" = 1%" deep. This no-contact 


buzzer Is fully 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


— 1%" x 1%" x %" high. Name picte model Ne. 11 hes 
Scicaiilip ealel enatanemk 3%" 2 1%" x Ve” high. 





ATLANTA: L. 





DALLAS: 7 

Better Co. © 2 . 

Wermowed: nestor Witte See SRATTLE: Keeler, White 
axport 


DIVISION—Recke laternetione! Corporation, 13 


Merdock Representatives 
Inc. 


Electrica! LEVELAND: Ce. © CHICAGO: 
Andersen ‘essim’ & Co © Los ANGEtEs: Kesler, White Ce. oa 

n . ; eek . © UTICA: F. Welter Laver. 
Street, New York 16, New York 








WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 





Retail Value 
$] 575 
Your Cost 595 


Your Profit 
$980 


od 


= 
VACUUM CLEANER| (=) > 
be ot A v 

Vacuum Cleaner Belts of tough, resilient, 
long-lasting tree-rubber . . . packaged in a 

compact, attractive Counter Display all ready 

to meet a demand greater than anyone can 

estimate! A complete merchandising unit of 76 

belts which fit 95% of all vacuum cleaners in use. A prof- 


it margin of nearly three times your original investment. 


Sold in Leading Stores Everywhere if 


—or write direct te us. 
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ELKINS-EWALL COMPANY 
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gener" 


124 Market St. + Phila. 6, Pa. 
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1047 DEALERS cashed in on these rapid selling chefs! 


The Sunday Nite Chef Senior caught housewives’ 
attention because of its larger cooking surface, its 
versatile cooking uses—and its attractive package 
caught their eye as a gift suggestion. The Chef is 
@ cooking utensil the housewife can fry, pan broil 
or bake larger amounts of food on at one time. 
She had always wanted just that—it sold itselfi 
Sunday Nite Chef Senior (2-burner) 
. O.P.A. Ceiling Price, $3.90. 
Your customers have seen the Chefs advertised in the Saturday 
Evening Post and Better Homes and Gardens. 
IMMEDIATELY AVAILABLE—Remember the Christmas Gift Angle. 


Write or Wire Now 


SPECIALTY PRODUCTS DIVISION 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 


























HIGH SPEED HEADING — 11,220 pieces an hour is the rate of this THREADING ACCURACY — RB&W cold forms threads in the widest size 
%"' header. range — for maximum strength and precision. 


> . 
RB c.W The complete quality line 
The most modern machinery, the NW, — 
use of cold-forming methods for 
rig : 4 


" heading and threading, the finest 
equipped laboratories for analysis iy 
of raw materials, and a quality con- | 
trol system that involves continu- 
ous inspection at the machines 

assure highest quality and perfect 
uniformity of RB&W Machine 
Bolts. These are characteristics 
which you, as the user, can trans- 
late into faster assembly, greater 
holding power and better appear- 
ance. 


Whatever your requirements may be 
in bolts, nuts, screws, rivets and 
special fasteners, RB&W is your 
logical source of supply . . . offering 
the advantages of a 101-year old ex- 
perience and unsurpassed research 
and production facilities to provide 
you with engineered fasteners of max- 
imum strength and accuracy and 
finest finish. 


101 YEARS 


LIP KDE COV oS LECT F 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 





Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. 
Distributors from coast to coast. By ordering through your distributor you can get prompt service for your normal needs from his stocks. 
Also, the industry’s most complete, easiest-to-use catalog. 
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MACHINE BOLTS by RBeW 


a line of practically unlimited variety 
... but just one standard of quality 


ANY LENGTHS — With the development of the Rod Header, RB&W cold 
heads the smaller diameters of machine bolts in the longest lengths. 


This advertisement is one of a series which RB&W 


T ENGINEERIA 
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SOLID DIE — This big machine which cold heads in solid dies — insuring 
maximum accuracy and soundness — indicates scope of RB&W equipment. 


FACTORY, MILL & FACTORY, PURCHASING, MACHINE 
Y and FARM IMPLEMENT NEWS 
ted to the RB&W distributor 
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CUTTING TIP... 
HARD, STRONG 
ENNAMETAL * 





© TAKES HOLD QUICK! 
© CUTS CLEAN! 
© DRILLS FAST! 
© CAN'T STALL! 
© STAYS SHARP! 


The Kennadrill fills a long-felt need for a rotary 
drill bit that cuts fast and true, and keeps its edge 
under the heat and abrasion of drilling in non- 
metallic construction materials. This new bit saves 
time and labor drilling holes in al] types of 
masonry—brick, stone, sewer pipe, cement, etc. 
One contractor using Kennadrills reports: ‘Drilled 
50 holes, 14" deep, in glazed tile before resharp- 
ening Kennadrill. Time—40 seconds per hole.” 

Kennadrills take hold quickly (no starting punch 
meee. do not chip or crack glazed. surfaces, 
and drill through in a hurry, because their cutting 
edge is Kennametal—the tool metal that is far 
harder and more durable than hardened steel. 

Kennadrills have Kennametal tips in heat-treated 
steel shanks. They fit any standard rotary electric 
drill, and are designed so that chips are ejected 
freely and smoothly—no binding, stalling, or 
danger of overloading drill motor. Available in 
following cutting diameters—j"", 54", 3%", 14", 
544", 4%", 14", and 1". Ask your jobber about 
Kennadrills, or write for Folder 46-5. 


—— 
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Distributors Wanted ! 
*Kennadrills have cut- Write for particulars, tell- 
ting tips of the “magic ing us territory you cover. 
metal’’ of the war—ce- 
mented hard carbides 
oe el sameemetey, 
at he erica’s 
metal-cutting industry to N NAM ETAL 
multiply its output at a 
fraction of previouscosts. 


PERIOR CEMENTED CARBIDES 


KENNAMETAL Dee., catroee, ra. 
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down on the farm, in the a in the 
factory—wherever hinges are used 


National Strap Hinges or “T” Hinges will assure a smoother opera- 

eA tion of the swinging door because of their design and mechanical 
exactness. They have just the proper amount of tension to assure 
rigidity—just the right amount of play to allow for free and easy 
operation—open or closed—noiseless — frictionless and conse- 
quently providing a much longer service life. 


The basic materials in the fine assortment of sizes and styles of hinges em- 

braced in the National line are of the best, and the proper weight material 
is allotted for the specific size and style of hinge. The heavy job 
can be supplied with a hinge that incorporates superstrength to 
withstand heavier loads and more strenuous service. Several popu- 
lar National Strap and “T” Hinges are here illustrated. 


Light “T”’ Hinge Hardware comes securely and neatly packed, including all neces- 
sary screws to facilitate a first-class installation. 


Full information on the complete National line upon request 


© TE PRC 


Heavy Strap Hinge Light Strap Hinge 


NATIONAL MANUFACTURING COMPANY 
i ae ce Mes | lo) ee 
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ene NOTHING OF IT if you didn’t guess that this Rubberset Nylon 
Brush painted more than 800,000 square feet. Who would? 


In a bristle wear test (conducted by an in- 

dependent laboratory) this brush and a 

top-quality hog bristle brush were simultane- 

ously passed over the same painting surface. 

After 1 million strokes (covering approximately 

840,000 sq. ft.), precise measurements were made 

of the length of the bristles. Result: Hog bristles had 

worn 11/16 of an inch . . . Rubberset Nylon only 2/16 
of an inch. That’s 5% times less wear . . . 5% times more 
service! 


Picks up and delivers more paint! Thanks to its exclusive permanent wave development, Rubberset 
Nylon is the brush that not only carries the biggest paint load... but paints more surface per dip... 
9.5% more than finest hog bristle brushes, as shown in indepen- 
dent laboratory tests. Think what this means in terms of time, 
effort and money saved! 





Lays down smoother film! At far right you see the ridges 
and furrows made by top-quality hog bristle brush. 
Contrast the smooth texture laid down by Rubberset 
Nylon Brush at left. The explanation? Rubberset’s 
exclusive autogrind process tapers filament to a 

soft, fine tip...results in smoother, more uniform 

film! Now, do you see why we still can’t catch 

up with the demand for Rubberset Nylon? 


Rubberset Company—56 Ferry Street, Newark 5, N. J.—Established 1873 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada « Branches: Los Angeles, Cal., St. Lowis, Ma 
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NYLON 


The brush* with the permanent wave 


*Patent Applied For 


Famous for hog bristle brushes, too. Not only nylon brushes, but world-renowned hog bristle brushes are produced by the Rubberset 
Company. Since 1873, in fact, our famous trade mark name Rubberset has meant “The finest in brushes”’. 
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Beautiful and efficient TOP LINE 
electrical appliances make the 
year’s best Christmas presents. Time- 
saving and comfort-giving, they’re on 
everybody’s Christmas list. We only 
wish that we had enough to go around 
now. But they’ll be coming out in 
ever increasing quantities soon! 


ALSO AVAILABLE IN LIMITED QUANTITIES 


All Aluminum 
Super-size 
Lightweight 
Automotic 
Electric Iron 


All-Metal 
Attic Fan 


Improved 
1947 Model 
Electric 
Churn 


New 
30-Gallon 
All-White 

Electric 
Water Heoter 





ToR® @)LINE 


APPLIANCES 


TeRMaees VALLEY 
MARKETERS, INC. 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 








Wew PERMANENT 


CLOTHESLINE 


+ selling 
as packed 


x f 
oa profit 
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FOR CLOTHE oop “ee 


MANY 
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will not rot 


FITS ALL CLOTHESPINS—9 ga. (.148”) 
ALUMINUM WIRE 


National advertising of this new NICHOLS solid alum- 
inum wire for clotheslines is now starting to create a 
heavy demand for this most popular of all modern clothes- 
line materials. 

Here is an item that meets the demand of housewives 
everywhere. It is the type of clothesline that women have 
wished for year after year. Once installed it need never 
be taken down again. Because of its permanent nature it ve 
is mot a seasonable item as it can be sold and used in ; 

winter and summer, in sunshine, snow or rain. If you 
have not already stocked and displayed this revolutionary 
clothesline wire, you are missing a bet on good profits 
from merchandise that is now available for immediate 
delivery and that sells on sight. 


For Yard, Basement or Aftic 


Nichols Aluminum Clothesline Wire can be sold anytime 
during the year. It can be installed in any convenient 
place where washing is hung to dry. Ideal for basements 
and attics in snow and rainy weather. 

Sells for less than either sash cord or plastic line. Packed 
four 300 ft. coils per carton—marked every 50 ft. for 
convenience in cutting. B | 


ORDER TODAY FROM YOUR FAVORITE JOBBER 





OTH ER Builders pore hig > Thee in ¢ 
NICHOLS Ridge Roll Sonductor Pipe 
Roll Valley Eaves Trough 
PRODUCTS Flashing Shingles, etc. 
WIRE STFEEL THERE 
aie 2 Ss FOR | 
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Be °UAKER'S Gr 


TM SURE TICKLED WITH MY 


QUAKER HEATER... 
IT NEVER NEEDS A BIT OF FIXING!” 


The secret 7. That amazing, fuel-saving, trouble- 
killing feature ... . QUAKERTROL ... which makes 
QUAKER heaters an engineering triumph in efficiency! And 
remember, while sales-clinching QUAKERTROL is still held 
up by. production, it’s your surprise package for tomorrow . . . 
your assurance that your store will be “Heating Headquarters” 
“for your neighborhood when the going gets rough! In the 
meantime, QUAKER “Challengers” are rolling off the pro- 


duction lines and on their way to you for this year’s business. 


Be ‘Heating Headquarters” with 


QUAKERTROL 


THE Bow OF THE CHIMNEY 


Only QUAKERTROL automatically produces and 

synchronizes a regulated flow of air wigh the flow 

of oil at every flame setting. Only QUAKERTROL 

automatically provides the right draft for maximum 

combustion regardless of chimney condition or 

weather. 25% fuel saving over any natural draft 
The QUAKERTROL Unit heater guaranteed! A 


Patented and manufactured 
QUAKER MANUFACTURING COMPANY 


exclusively by QUAKER, 
223 W. Erie Street, Chicago 10, Iilinois 


QUAKER 


The FIRST name cx ol heaters 
The LAST WORD cx efficiency / 


EXHIBITING IN SPACE 5168 FURNITURE MART JANUARY 6-18 


2 ’ fe reny ia . E &i 


“ 
odel 2006 Mode! 2008 an 
H Model 
: ERE'S A QUAKER BURNO/L HEATER — Medel 2013 
OR EVERY SIZE SPACE HEATING JOB 


DECEMBER 19, 1946 





Remember: 
POL MERIKS 


CHOICE, CAREFULLY SELECTED FLAX- EX TR A VA L UE 


SEED FROM AMERICAN FARMS. 1 c 
at no Extra Cost 








@ Pol-Mer-Ik linseed oil has many values— 


SHAKER SCREENS CLEAN SEED ° 
OF DIRT, WEEDS, ETC. — more ‘‘body’’, better flow, improved level- 





ing, easier brushing. It produces a better 
exes Getss Gane cane. looking, and more durable film. It delivers 
extra value at no extra cost. 


Due to conditions beyond our control 





COOKERS HEAT GROUND TO OPEN 3 
Oll CELLS AND REDUCE MOISTURE. } the manufacture and the distribution 


of Pol-Mer-Ik is restricted. Until it is 
im available, we suggest the use of A.D.M. 








SCREW PRESSES EXPEL Oil AY | Replacement Oil. 





CANVAS AND PAPER FILTERS REMOVE 
FOOTS AND Ali FOREIGN MATTER. 





>> 


Ok AGING TANKS. 


i 
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PLUS VALUES FOR PAINT 
10% OF HEAT TREATED OR POLYMERIZED 


THAT EXTRA STEP 8 OIL IS MIXED WITH REGULAR LINSEED OIL. 


HEAT TREATING 
OR POLYMERIZATION » 
OF PURE a 
LINSEED Olt : 9 SECOND FILTERING 








€ 
ee ne one 
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FACTORY-SEALED CANS INSURE CLEAN, 
PURE, EXTRA-VALUE POL-MER-IK OIL. 10 





Creating NEW VALUES from America’s Harvests 
HARDWARE AGE 
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= ‘ PAINT dries to % Or ofs, windmille, 
warat for maximum ee at masonry 4 
reflecting Sie. 1 fences, siding, met# od priming: 


implement* "Follow directions 


takes care . ; 





a bard, durable, heat- 


for cleaning ® 


Surfaces 
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control MORE ALUMINUM PAINT SALES! 
at SOUND ALUMINUM PAINT PROFITS! 
. . . s 
il it is 
As paint manufacturers swing into produc- 
tion of “3 for 3”—three kinds of aluminum 
paint for three uses—dealers everywhere 
will make more aluminum paint sales, 
sounder aluminum paint profits. 
ip formulated [oF Of ing for outdoor Immediate sales, from millions of domi- 
wom wouse PAM weather-resistant ely . An : vst er 
provide # flexible. wot: T., wooden silot 4 oil paint. nant national Advertising messages in lead- 
to tbut 4 . : . 
wood. F yo cllow by two conte © ing home, farm, and painter magazines. 
¢ home . ~ 
ideal b A . Repeat sales, to customers who find that 
ative Jobs the correct aluminum paint, made with 
"Then the Decor highest quality Alcoa Albron pigment 
by highly decorative, A ° ° f. . ‘ 
. i s g g 
emavides 0 quick r7iE> TE tore, laundry means painting satisfaction. 
Leen for interior WoOdwers  milkhouse wale Your paint supplier may not be able to 
RIZED chrome-like ‘“ Sanitary 2 non coders, tac “ * 999 -4 
D OlL cube, furniture. Sanit) Siting too, for ime offer “3 for’ 3” now. He faces serious 
. - . ea i] 3 . . 
and equipment. ‘et water tanks ane PIP" ” material shortage problems. But if you 
cre : furnaces, * 3 for 
x iT RIGHT <s with a like the “*3 for 3” idea, tell him so. Let 
GHT PAINT «sing jobs, leading en ° ’ : . . 
PAINT iT BRI a. -aeal for all farm painting Jy paints that him know your store will be headquarters 
RING Because no one sluminusn paint is ide three epee, remember anes on for correct aluminum paints as soon as he 
ffering “ y ou “ aint» P . 
pee ec manufacturers np follow directions. We and reputation = rege gu" Gulf is ready. ALUMINUM COMPANY OF 
. w i u kage, 5 Gu 4 . “Da: ° 
Cre a dual assurance of Tires shield on IME Depart OF rey in America, 1984 Gulf Building, Pitts- 
facturers oe a iaum pigment. ALUMI’ <Aies offices in Pre burgh 19, Pennsylvania. 
lity in nsylvania- ° . 
quality setsburgh 19. Pen 
D..ilding, Pittsburé 
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ALUMINUM METAL & MASONRY PAINT—for use everywhere 
excep! exterior wood or heated surfaces. ALUMINUM HOUSE 
PAINT—specially formulated, flexible coating for weather-exposed 
wood. Ideal primer for homes, followed by two coats of good oil 
paint. ALUMINUM ENAMEL—highly decorative, chrome-like, for 
interiors. Heat resisting, too, for all hot surfaces. 
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+z BEAUTIFULLY 
STYLED 


~z RUGGEDLY 
BUILT 


<z PACKED 
WITH 
FEATURES 


Yes, you’!l be proud to show Monroe—because 

the entire Monroe line is beautifully designed 
in the modern manner, ruggedly built of quality 
materials and packed with the kind of automatic, 
deluxe features today’s quality-conscious prospects 
are looking for. And you'll be glad to sell Monroe, 
too, because Monroe features make your selling 
easier, your turnover faster and your profits 


bigger. 


Monroe Cncnica fined bere of 
| GAS HEATERS 


MONROE STOVE COMPANY * 3256 Milwaukee Avenue * Chicago 18, Illinois 
SALES OFFICE: DALLAS, TEX. 
WAREHOUSES IN COLUMBUS, SAN FRANCISCO, NEWARK, OMAHA and LOS ANGELES 
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Remind your customers about this 
much needed household item .. . 
and ring up extra sales! EZY-TACH 
is a complete toilet seat repair kit, 
containing two long, white rubber, 
nail-imbedded bumpers and two 
white rubber tack bumpers. For fast 
counter- action, order EZY-TACH 


from your Jobber today. 


24 individual boxes 
packed in the 
“help-yourself’’ 
counter display. 
Shipping weight 2 lbs. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 


HARDWARE AGE 





LINGS 
WRENCIE 


** * ORDER FROM 
YOUR WHOLESALER 


THE BILLINGS & SPENCER CO., HARTFORD 1, CONN. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 


@ Here are five big favorites from the obit, 


com plete line of Dobbins Superbilt Sprayers 
and Dusters . . . favorites with the con- = - 
sumer because of their dependability and {om — eae 
their easy-to-use features... favorites BY TH IA, ER Vr WP) 
with dealers because of their consumer eye : 

acceptance and demand, resulting in fast 
turnover and more profits. If you don’t 
already stock and sell Dobbins Superbilt . . . 
see your jobber today for the Complete Line! 


DOBBINS MANUFACTURING COMPANY , 


DEPT. 1201, ELKHART, INDIANA Se ¢ Choin Link Wire F will be available in various 
heights and weights with or without barbed wire overhang. 
























































Stoop Railings are 
used extensivelyby 
builders of 
homes. Made in 
various designs. 
























































Ne. 132 Pressure 
Dust Gun 











THE STEWART IRON WORKS CO., INC. 
1337 Stewart Block Cincinnati 1, Ohio 
Bxpertsin Metal Fabrications Since 1886 
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FIDEL-X TERMITE KILL is a Pre- 


POTENCY 5 


MONEY BACK Send for This Profit Making 
GUARANTEE Fidel-X Termite Kill Offer, 


Write NOW for our FIDEL-X Termite 32 Al 











Kill deal. This gives a highly profit- $ 
able, quick selling item for your store. 
We send you a Counter Display Card, Illus- 
‘ trated Folders and Mats for newspaper ad- 
vertising. 


? 
8 Fidelity System iInc., Mfg. Chemists 


PLAC E YOUR ORDERS NOW [}2 caters 3s... 


g mite Kill offer as follows: 
1 Case of Quarts 1 Case of Half Gallons 


IMMEDIATE OR FUTURE DELIVERY | {0:22 ramen 








eseeeeesssaneneees 





Fidelity Systems, Inc., Manufacturing Chemists, 
27 Washington St., Newark 2, N. J. 
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KEEPS LIVE BAIT | 


LIVELY LONGER 
, San) 0 A 


| 






































Wa’ 
car 
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“Best-Seller” 
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Live Bait Cage F 


Here's a “must” for every fisherman's kit. The 

sturdy, light-weight Trenton Cage features 

open, steel-mesh sidewalls which let in light 

and air, keeps live bait lively longer. Rounded 


corners, hinged snap-lid and built-in belt | 
straps for complete convenience. D | AM O N D TOO L S 
AND HERE ARE THE NEWEST, ; 

Strong ... dependable. Drop forged 
LIVELIEST, ARTIFICIAL BAITS of tool steel or special alloy steel. 


Trenton Wham ! Doodler Carefully hardened and tempered. Ad- 
Sensation of the season! Hooked the big- justable auto and monkey wrenches, 
gest Great Northern of 1946. Fast, lifelike Ay combination pliers, side cutters, line- 
action. Made like fine jewelry in stainless ; ’ * : 

steel, polished copper, and an assortment Sg men’s and long nose pliers, nippers, 
of colors. /j crate-openers and utility tools. Every 


codl tool carefully tested. Thin, light and 
Teenten Surface 4 convenient to handle. Withstand se- 


verest strains. 


Diamond No. W-10 Store Display 24” x 58” 





s=0 


Write for Catalog! 


a weR «6hf]«€=DIAMOND CALK 
aineran sion, Thereaghly ‘wand nd OUOUOS HORSESHOE CO. 


proved successful. Rugged construction, from your 
true craftsman quality. Available in a jobber. 4622 Grand Ave. Duluth 7, Minn. 


variety of brilliant color combinations. 


TRENTON MFG. CO., COVINGTON, KY. 1“ A 
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Actionrod 
willl He adltoe of sine Bantee/ 








Mildrum steel guides 
copper-wound and 
chrome-plated for 
extra durability. 











Waterproof and flameproof 
carrying case furnished 
with slotted wood protector. 


Lightweight Tenite handle is 
serrated and grooved for 
comfortable, non-slip grip. 





One quick turn locks rod 
securely in handie—keeps it 
there while you fish. 





Wedge-type reel lock keeps 
constant pressure on reel. 


No danger of slipping. 








Blade lock insures 
perfect alignment of 
guides and handle. 


Rod is multiple- 
plated to insure 
against corrosion, 
and has beautiful 
chrome finish. 


Built-in thumbnut operates 
reel lock easily, perfectly... 
without projections. 


Nine big features make Actionrod the cast- 
ing rod every fisherman wants. 

New tempering and drawing processes, 
perfected after 16 years of experience and 
research, give Actionrod the ruggedness of 
steel plus the action of fine bamboo. 
a ee wee Round and square models are available 
plate disc. in 4’-7” and 5’-1” lengths. Fully guaranteed 

, under normal fishing conditions. Chicago 
Display Room: 201 N. Wells St., Room 922. 








2020 SHERWOOD AVENUE 


MICHIGAN 
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Since 1857 
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‘i know theyre Good... 
they? KLEINS’ 


Talk to any man who knows good tools, he’ll tell you his preference is 
for Kleins. 

To linemen and electricians, radio repairmen and mechanics, good 
workmen in every field, quality tools are important because this quality 
is reflected in the work they do. Drop forged from find alloy steel by 
handcraftsmanship methods, each pair of Kleins has the proper balance 
. . « just the right spring to the handles to minimize hand fatigue...a 
fited hinge that keeps t the jaws perfectly aligned . . . carefully matched 
cutting knives that stay keen for years of service. 

You'll want to stock Klein pliers for your best customers—the men 
who know good tools. The demand for these fine tools still exceeds the 

supply. If your jobber cannot make immediate delivery, 
keep Kleins on your want list ... your order will be 
filled as soon as possible. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 


A copy of the Klein Pocket Tool Guide, showing the Klein line 
and containing useful tool information, will be sent on request. 


WETICE LE IN sm & Sons 


200 BELMONT AVENUE Os On ene) 
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HOBBIES are BIG BUSINESS 
at"The Garden”... and in 


MECHANIX ILLUSTRATED 


play their wares in this fashion to eager, 
milling crowds at “The Garden.“ 


Above is no “fistic classic of the century” — 
no “exotic extravaganza of the histrionic 
art.” No indeed! 

Just an exhibition of hobby merchandise 
... sponsored by MECHANIX ILLUSTRATED. 

Yet literally thousands of New Yorkers 
journeyed to “The Garden” and paid admis- 
sion to see the latest in their hobby line—to 
decide what next to buy. 


Only once a yeor can manufacturers dis- 


But every month they can do so in the 
pages of MECHANIX ILLUSTRATED — for 
every month is show time in “M1.” 


Every month over 600,000 men, with 
the same enthusiasm, lay cash on the line at 
the newsstands of America to see the 
“show” between the covers of MECHANIX 
ILLUSTRATED —fto decide what next to buy! 


Your product will go places 
tn the magazine that’s on tld wax 


MECHANIX ILLUSTRATED 


Fawcett Publications, Inc., 295 Madison Ave., New York 17, N. Y. 
World’s largest publisher of monthly magazines 
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NATIONALLY KNOWN 
NATIONALLY ACCEPTED 











NATURALLY EASIER TO SELL 


The STUART CLOSED BACK SHOVEL 


The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly woxed. 


The WILSON OPEN BACK SHOVEL 


A Genuine Leader Item—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. | Grade Handles, smoothly 
sanded and thoroughly waxed. 


2 GREAT HARDWARE 
LINES—MEETING EVERY 
NEED OF QUALITY, 
CONSTRUCTION, PRICE 


A Notional Organization Specializing Exclusively tn 


GHOVELS GPADEF SCOOFF 








Time To Sell SCOOPS! 


Scoop selling season is here again, 
because now is the time when there’s 
grain to be handled, coal to be car- 
ried and cold weather storing to be 


done. 


Hardware merchants who sell the 
famous brands made by The Wood 
Shovel and Tool Company have 
scoops available in the following pat- 
terns and sizes:— 


Eastern Pattern Scoops 
Sizes 2-4-6 


Western Pattern Scoops 
Sizes 8-10-12-14 


Light Weight Grain Scoops 
Sizes 8-10-12-14 


Coal Yard Scoops...... .Size 8 


Wood makes these patterns and sizes 
in types and grades which meet every 
possible need of construction, quality 
and price. Regardless of the need, 
Wood has the scoop to meet it. 


And merchants, remember that shov- 
els, spades and scoops are volume 
profit items, easy to handle and 
re-ship, cheap to store, not subject to 
shrinkage, breakage and other losses 
which so frequently eat up hardware 
profits. Get on top of the shovel busi- 
ness in your community with Wood's 
nationally known brands. 


Watch this column appearing monthly 
in the advertisements of The Wood 
Shovel and Tool Company. In it, we 
will keep you reminded month by 
month, of the shovel items which you 
can and should be buying and selling. 


Get acquainted with Wood Shovels, 
Spades, and Scoops through your 
jobber, who has available for you the 
Wood designed and manufactured 
shovels, spades and scoops which— 


Sell More Easily— 
Satisfy More Completely— 
Repeat Again and Again— 


Advertisement 
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VD SRO 
CUPERIO 


ALUMINUM TRIM 





CAP MOULD 
No. 551 for % 


OUTSIDE CORNER 
No. 552 for %” Material 


Fall is the time of pumpkins, football and frost, and it’s also the 
beginning of the interior remodeling season. This time of year, out- 
side repair and remodeling practically come to a standstill in most 
parts of the country, and the men who do this work have to move 
indoors. 

So it’s up to the dealer to sell the public on interior remodeling 
and repair work...on brightening up those kitchens, bathrooms 
and game rooms with metal trim. And when you talk about trim, 
be sure to mention SUPERIOR—that sparkling, decorative Alumi- 
num Trim made by the pioneer company of the metal trim indus- 
try. Write today for literature and prices. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. PROSPECT ST. - YOUNGSTOWN, OHIO 





Dept. 4 


Company - 
Your Name 


Address Re Te ee et et Ua 
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Informal Editorial Comments... 


Just Among Ourselves 
... By Charle J. Heale 


A. 








The Coal Strike is Over 
But Its Effects Are Not:— 


LTHOUGH the soft coal 
strike has been termi- 
nated and the miners are 

back at work, the impact of 
this major calamity will be felt 
for some time, especially in 
the hardware business which 
will suffer further delays in ob- 
taining needed merchandise. 


Estimates vary, but it is gen- 
erally believed that all busi- 
ness has suffered the equiva- 
lent of from 30 to 60 days’ loss 
or delay because of shut 
downs and slow downs, di- 
rectly due to short rations on 
soft coal, and the feared pros- 
pect of no coal. 

During the year 1946 the 
miners themselves lost an av- 
erage of $682 in wages which 
means buying power. Work- 
ers in thousands of other fields 


have also faced similar losses 
due to the coal strike, automo- 
tive strike, steel strike, etc. 

The tremendous loss of re- 
tail business due to the stop- 
page of work during 1946 can- 
not be accurately estimated nor 
can that lost trade be regained 
later—it is lost buying power 
that has gone forever. 

Many wholesalers and re- 
tailers have expressed some 
disinterest in labor-manage- 
ment fights, on the theory that 
such disturbances were pri- 
marily production problems 
and quite removed from their 
own horizons. 

The truth of the matter is 
that such major labor disturb- 
ances as the recently ended 
soft coal strike should be con- 
sidered of vital interest to 


every American, for its con- 
tinuance would have seriously 
affected the health and well 
being of all of us. 

As matters stand, this par- 
ticular strike has ended but in 
a sense it has not ended but has 
been postponed for a later 
showdown, next spring. 

In the meantime, Congress 
will have met and should, be- 
fore the new coal strike dead- 
line, correct existing weakness 
and inequalities in our legisla- 
tion dealing with labor prob- 
lems and privileges. It is cer- 
tainly clear that either our 
laws or those who administer 
and adjudicate them face a 
marked degree of inadequacy 
to protect our 142,000,000 
population against powerful 
whims of certain labor leaders. 








DECEMBER 19, 1946 

















Christmas Gift Business 
And the New Year:— 


AS this issue goes to press, it 

would appear that Christmas 
gift volume may hit expected new 
high levels with many shortages 
in all kinds of gift merchandise 
apparent fairly early. 

In a few days this holiday vol- 
ume will be history and hardware 
wholesalers and retailers will be 
looking toward 1947, wondering 
and planning for the new year. 
They will be wondering how much 


and how soon deliveries will show 


drastic improvements and will be 
planning promotions. 

When they check over their 
1946 volume and take inventory 
they will, in most cases, be quite 
surprised at the amount of mer- 
chandise handled. The fact that 
demand ran constantly ahead of 
supply caused many to feel that 
they had not enjoyed their full 
share—yet all during the recent 
Atlantic City convention it was 
quite clear that most distributors 


ROR 


did relatively well—better than 
they themselves readily realized. 

The new year holds plenty of 
promise for continued good vol- 
ume and improved deliveries, pro- 
viding we do not face too many 
and too frequent work stoppages 
that affect our entire economic 
structure. Had it not been for the 
many major strikes in 1946 we 
would have had more goods and 
more business in this year which 
is coming to a close. Even so it 
was a great business year. 


Peace on Earth ty Men of Good Will 


Merry Christmas and a Happy New Year! 


Te entire HARDWARE AGE organization extends to all hardware folks and 
their families a hearty Merry Christmas greeting with the sincere wish that the . 
New Year will be a happy one, with good health and prosperity for all. 
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Merry Critters’ 


While we did our utmost to serve you in 1946, we are not 
the least bit satisfied with the results. 
1947 will see better deliveries of Lockwood Builders’ 


® 
Hardware with quality and features you can sell in a com- 


petitive market. 


Here’s wishing you a Merry Christmas 


and a Happy New Year 


LOCKWOOD HARDWARE MANUFACTURING COMPANY . FITCHBURG, MASSACHUSETTS . 


Division of Independent Lock Company 


PATRICIAN POLYFLEX MORTISE LOCK BOR-LOC UNIFAST CAPE COD BALL BEARING CLOSER 


DECEMBER 19, 1946 














Looking from the front toward the rear, we see the tackle section in the approximate 
_center. Deep leather trim with nail heads around upper walls conceals the lighting. 


Warners Sports floor Hits \ 








The gift section 
is in island form with 
the central part showing dec- 
orative items. At the rear is a dog 


section where all dog owners gravitate. 
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\ Bs Hardware 


Co., Minneapolis, Minn., long 
known for its excellent sporting 
goods department, has recently re- 
modeled its loop store at 13 South 
Sixth St., to give it one of the 
most striking sporting goods de- 
partments in the country. 

One entire floor, comprising 
6000 sq. ft., is given over to this 
strongly sectionalized department. 
Each section is a complete unit 
filled with a quantity of merchan- 
dise which permits excellent selec- 
tions. 

The white oak fixtures with 
brown leather trim are flexible so 
that a variety in arrangement car 
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Here is the wheel goods section with lines on the floor leading to the displays. 
The footwear section is at the left and chairs for customers are in front of cases. 


be quickly and easily achieved. 
Seasonal merchandise can be dis- 
played in fixtures with extension 
features. Racks set up in aisles 
hold 20 golf bags each. These 
have sliding extensions which hold 
ski displays in winter. Wall racks 
have adjustable shelves excellent 
for displaying seasonal merchan- 
dise. Shelves not in use are stored 
in the tops of the cases where 
they are quickly available when 
needed. Racks for sports gar- 


The colorful “Sportsfloor” ‘entrance 
serves as an introduction to what 
is to come. Part of the publica- 
tions corner is seen at the right. 
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Remodeled 6,000 sq. ft. section is modern 
in appearance, completely stocked and is 
designed to supply customer’s every need 








We pass on to a portion of the clothing section. Note the enlarged 
photograph upon the wall as well as the hat case shown in front. 


ments are also adjustable to the 
length of the garment displayed. 
Such fine attention to detail gives 
an over-all appearance to the store 
which adds greatly to its distinc- 
tion and sense of merchandising 
efficiency. 

For easier maintenance, edges 
of all fixtures are rounded, work 
tables and wrapping desks have 
inlaid covering, and moulding is 
used effectively for drawer pulls. 


Gun Vault a Feature 


The lighted cases have double 
drawers directly under the open 
displays where stock is kept for 
ease in refilling displays or get- 
ting extra merchandise quickly. 
There is much storage space 
throughout the floor conveniently 
located near sections. A gun vault 
placed back of the gun section 
carries valuable fireams. 


Wheel goods, which practically 


every large hardware store sells, 
occupy a section at the rear of 
the Warner store. Stock ranges 
from the smallest of tricycles for 
little folk to bicycles for adults. 
Wagons of many types from the 
simple coaster to the large farm- 
type “express” are featured. Each 
type of merchandise is ranged 


down long lines making an im- 
pressive display. Floor space as 
well as ledges and raised floor 
platforms along the side of the 
department is filled with wheel 
goods. 


Section for Archers 


One entire section is devoted to 
archery, displaying items ranging 
from sets for the smallest archer 
to the heavy equipment for the 
big game hunter. Large targets 
are set against rear walls in the 
section. Above the section nail- 
head figures of targets and arrows 
are made on the leather finish 
trim which encircles the room. 
Similar decoration is carried out 
in each department with figures 
designating the merchandise of 
the section. 

Toward the front of the “Sports- 
floor” is a gift section with mer- 
chandise selected especially for 
the sports lover. There are card 
games with their accessovies, 
poker chips, and many other 
types of table games. There are, 
also, figurines of animals and 
plaques suitable for the sports- 
man’s office or home room. 

“In stocking our ‘Sportsfloor,’ ” 


This gives a close-up of the racks used for featuring seasonal items. 
Expansion racks pulled into position provide places for ski displays. 
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says Martin Olson, advertising 
manager, “we drew from stock all 
over the store so that no sports- 
man shopping in the ‘Sportsfloor’ 
will need to leave it to fill every 
need.” Backing up this statement, 
Mr. Olson pointed out cutlery and 
fine quality blankets on the floor. 

The latter are placed near the 
very large sports clothing section 
which shows both men’s and 
women’s garments for every sports 
need. A special display cotner 
shows hats and caps, types of 
which vary according to the sea- 
son. There are fitting rooms for 
women and men at the rear of 
the garment section. Broad, low 
cases show garments arranged on 
the tops and in the lighted glassed 
sections beneath. 


Complete in All Details 


Guns fill 40 ft. of wall cases. 
There are also sliding pistol trays. 
The golf section holds over 500 
clubs. The fishing tackle depart- 
ment which in the Minnesota lake 
country is of great interest is d:- 
vided into two complete sections— 
one for fly fishing, the other for 
bait casting attracts all anglers. 

There is even an extensive dis- 
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play of children’s playground and 
camping equipment. 


“Coaches Crying Room” 


A “Coaches’ Crying Room” is 
set up for the use of coaches who 
visit the city. The decoration is 
semi-surrealistic with fresco mu- 
rals against vividly colored walls 
depicting coaches in distorted 
shapes and poses as they review 
with agony the season’s prospects 
and results. The room is divided 
in two sections. One is a club 
room, equipped with easy chairs, 
desks, radio with diagrams of 
sports fields and enlarged photos 
of the University of Minnesota 
stadium decorating the walls, 
while the second section holds 
samples of athletic equipment 
which the store features strongly. 
Merchandise is arranged for full 
and easy selection. 

Another interesting spot on the 
‘Sportsfloor’ is the publication 
corner near the entrance, where 
can be found books about every 
sport. Bins hold books in upright 
position for ease in reading titles. 

Display niches hold manikins. 
Enlarged colored photographs of 


We come now to a section of the “Coaches’ Crying Room” in which sample 
merchandise is displayed. The club room is located at the other end. 


outdoor and sports scenes, care- 
fully arranged to correlate with 
the particular sports merchandise 
with which they are shown, dec- 
orate the ‘Sportsfloor’ throughout. 

The floor patterh is one of lines 
which lead the store visitor from 
the front entrance to the display 
islands. 


Information for Tourists 


As a service to customers, the 
store maintains a tourist informa- 
tion booth at the front. Naturally, 
Minnesota and Canadian vacation 
spots are most strongly featured. 
Brackets hold pafnphlets and 
other literature. This is where 
hunting and fishing licenses are 
sold. In winter, a complete ski 
bulletin with weather conditions 
is maintained. 

The ‘Sportsfloor’ also has a com- 
plete footwear section which stocks 
both summer and winter sports 
footwear as well as athletic shoes. 
Customers’ chairs are placed along 
one side of the section. Cases at 
the front afford customers privacy 
in fitting. 

Warner’s reports that its new 
‘Sportsfloor’ is drawing attention 
from all parts of the country. 
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Name It and You Can Sell It! 


Everyone isn’t a mechanic and everyone doesn't know 
the names of tools and the purposes for which they 
are used. Why not let your displays give the answers? 


L, the eyes are the win- 
dows of the soul, as the poet says, 
then your store-windows are the 
eyes of the sale! 

Retailers are agreed that, if no 
other form of advertising were 
open to them, their window or 
windows are the one best method 
of attracting customers. A well- 
dressed window will flag the most 
lethargic passer-by, cause him to 
pause, look, and maybe step in- 
side the store. It is traditional 
that few windows hold more in- 
interest for the general public than 
those of a progressive hardware 
store. 

Everybody loves good tools, 
whether or not he knows how to 
use them. Americans by nature 
are gadgeteers. But you might be 
surprised to know how few of the 
public at large know the names 
of tools and precisely what they 
are to be used for. 


Educate the Boys 


Then, too, there is always a 
new generation of mechanically-in- 
clined boys on the way up. Why 
not educate them as to the names 
and primary uses of the tools you 
have in the window? Even their 
fathers may not know these things, 
especially if they don’t happen to 
be artisans. They may be too em- 
barrassed to come inside and 
merely point, or, lacking the spe- 
cific name of the article, reluctant 
to ask for “that gimmick in the 
window.” 

You and your salespeople, of 
course, know the names and uses 
of just about everything you have 
in stock. If in doubt, the manu- 
facturer’s catalog will supply the 


Oo o Oo 


details. Speaking of catalogs, can 
you imagine one that merely 
showed the article and gave the 
price. No. It would name the 
item, tell its uses, and perhaps 
describe’ its quality and special 


virtues. 


Extra Effort Will Pay 


Therefore, it seems that a little 
extra effort on your part will pay- 
off in passing along some of this 
useful information to the man in 
the street who passes your window 
several times a day or evening. 
You can do it with home-made 
display-cards or tickets, lettered 
with a crayon or small artist’s 
brush. 

For instance, instead of put- 
ting an expansive bit in the win- 
dow, naked and unashamed, letter 
a ticket or card reading: 


EXPANSIVE Bit 

(with 2 cutters) 
For boring holes in wood 
from 7%” to 3” diameter 

Patternmakers, carpenters and 
cabinetmakers wouldn’t need any 
such card, but how about the man 
or boy with whom woodworking 
is a hobby after hours in the 
cellar? 

The layman or amateur gets a 
little mixed on tools for drilling. 
He is never quite sure whether 
they are auger-bits or twist-drills, 
or whether the twist-drills are for 
boring holes in wood or are the 
high-tempered kind machinists 
and electricians use for boring 
metal. Tell him on a little dis- 
play card. 

Nearly every man knows what 
a plane is, in general terms. But 
how many know that there are 
fore planes, jack planes, block 





planes, rabbet planes, special 
planes for making quarter-round, 
special planes for making core- 
boxes, not to mention adjust- 
able routers? When you put such 
tools in the window, label them 
with a card. Don’t assume that, 
because you know all the answers 
on tools and gadgets, that your 
customers do too. 

In other words, let your win- 
dows bring the catalog to life, so 
to speak, including such details 
as prices. 

When nails in general are no 
longer “in short supply,” as the 
economists: like to say, there is 
much educating to be done in that 
category. To the layman, a nail 
is a nail, either large or small. 
But a brief ticket or card can 
make it clear just which are 8- 
penny finish nails and which are 
10-penny common nails. And 
there is room for some education 
on those little corrugated fasten- 
ers we know as “wiggle nails.” 
Two small blocks of wood joined 
by a “wiggle nail” placed near a 
handful of these useful bits of 
metal will save many words of 
explanation. 


Customer Appreciation 


It is one thing to take the man- 
ufacturer’s display-rack of ham- 
mers nicely fanned out, and an- 
other to make it clear to window- 
shoppers that this is a claw-ham- 
mer, this a ball pein hammer, 
and this a riveting hammer. Your 
customers and prospective cus- 
tomers will appreciate your little 
explanatory cards which contain 
something besides the mere sell- 
ing-price. 

Advertising men have had a 

(Continued on page 156) 
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Although rustic in appearance, the cabin is deceptive in that it 
houses gifts calculated to appeal to a discriminating clientele. 


The Doorway of the “Cabin of Gifts” 
Invites Customers—the Rest Is Easy 


S OUTH in Texas, in 
the town of Raymondville, the firm 
of Baldridge-Duncan Co. owns and 
operates a full-sized, built-to-scale 
log cabin, complete to its antler- 
decked doorway and rock-hearthed 
fireplace, and occupying space rep- 
resenting 20 by 35 ft. of the main 
store’s street floor. And even the 
roof of the cabin is literally “be- 
low ceiling.” 

Today, this indoor cabin is an 
up-and-coming gift shop with an 
approximate $12,000 stock keeping 
the department’s cash register 
playing a profitable staccato of 
daily sales. Mrs. Esther S. Orton 
is its manager and the “Cabin of 
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Store within a store carries a 
$12,000 stock and is a result- 
getter for Baldridge-Duncan Co. 


Gifts,” dedicated to the idea that 
it is more blessed to give beautiful 
gifts, is her own dream come true. 


Sporting Goods and Gifts 


The cabin itself was originally 
built with the plan of providing a 
novel display medium for sporting 
goods as well as gifts. However, 
both of these departments de- 
veloped surprising Jack-and-the- 
beanstalk tendencies so the firm 


decided something had to be done 
about it. 

Mrs. Orton, armed with con- 
vincing facts and figures in favor 
of her gift department, won the 
decision and the store owners 
obligingly moved the sporting 
goods section into larger quarters. 
Says Mrs. Orton, “In a country 
where fishing and hunting are as 
much part and parcel of a man’s 
indispensable requirements as his 
cowboy boots and daily cornbread, 
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their equipment really needs the 
wide open spaces that its pur- 
chasers love. Women, now, tend 
more toward ‘coziness’ and the 
‘different’ idea.” 

With that thought in mind, Mrs, 
Orton has made of her gift cabin 
a very inviting place which draws 
well-merited patronage from a 
rapidly growing and keenly ap- 
preciative clientele. Few customers 
entering the Baldridge - Duncan 
store can resist the cabin’s eye- 
catching exterior and the hospit- 
ably open doorway invites closer 
investigation. From there on the 
rest is easy! 


Lend Eye-Appea!l 


Wide plate glass windows pro- 
vide light and lend eye-appeal to 
merchandise displayed therein. 
Here it was necessary to take a bit 
of license with log cabin architec- 
ture, Mrs. Orton admits “but,” she 
says, “as someone might have ob- 
served at some time or other, ‘No 
see, no sell’!” Inside the cabin, an 
attractive linoleum block floor adds 
another practical modern note for 
comfort and convenience. Broad 
shelves line the interior walls and 
carry clean stock, well spaced for 
ease in handling. There is less 
danger of accidents and breakage 
that way and customers feel freer 
to “handle with care.” Under the 
table-height lowest shelves, at- 
tractive homespun curtains pro- 
tect the reserve stock which repre- 
sents a well-balanced assortment 
and variety of merchandise care- 
fully selected to insure quick turn- 
over. Display tables are of various 
shapes and sizes to lend individu- 
ality to displays but all are the 
same height to insure uniformity 
of pattern. 

One special table features gifts 
for the calendar holiday or cur- 
rent gift occasion. A desk near 
the entrance holds late magazines 
and authentic books on interior 
decorating inviting customers to 
browse through for inspirational 
ideas of their own. Novel book- 
marks call attention to some of the 
illustrated items which the cabin 
carries in stock: “Imported vases 
similar to these.may be found on 
Table 4” or “ask to see our new 
place mats for similar table set- 
ting suggestions.” These markers 





are changed often in order to pro- 
vide fresh interest. 

The fireplace makes a_back- 
ground for pleasing mantel ar- 
rangements and an attractive as- 
sortment of hearthside gifts. 

Suitable display areas are de- 
voted to gifts for men, for children 
and for special groups. Mindful 
of the tourist trade, the cabin 
offers typical Texana items for 
gifts to be sent to the folks back 
home. Here are to be found a 
pattern of magnolia blossom glass- 
ware, china, novelties of native 
Texas woods, pottery, practical 
leather goods, table linens and 
other selections. The usual run 
of curio and dime-store offerings 
are taboo as Mrs. Orton wisely 
feels this would cheapen and spoil 
the effect she is seeking to present 
to her customer clientele. 

The customary files of brides’ 


showers, weddings, significant an- 
niversaries, birthdays and so on 
are kept up to date. Greeting cards 
are available and are suited to any 
occasion or mood. A personalized 
gift wrap service is furnished free 
of charge regardless of the pur- 
chase price of the gift. This court- 
esy pays dividends in contented 
purchasers as well as delighted 
recipients who in turn often be- 
come regular customers. 


For Forgetful Husbands 


The “Cabin of Gifts” is even 
contemplating a sort of secret ser- 
vice reminder system for forgetful 
husbands! What could be more 
effective as “anti-doghouse insur- 
ance” for these busy gentlemen 
whose otherwise good intentions 
occasionally and unwittingly help 
the proverbial street-paving pro- 
gram in certain areas? 


Unusual Ad Salutes 50th Wedding 
Anniversary of Long- Time Customers 


The illustration 
at the right was 
part of a recent 
advertisement of 
Cason, Monk & 
Co., Nacogdoches, 
Tex. The original 
ad occupieda 
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paper on Nov. 5 /é* 
and was in the y wo 
nature of a salute } “2 ALi (Dice t Gt : 
to two fellow {7 oe 3 
townspeople, Mr. < Atari 5, 
and Mrs. Lewi bv cae 4 Mee 


Martin, in honor 
of their 50th wed- 
ding anniversary. 

The picture is a 
reproduction of the 
original bill sub- 
mitted by the firm. 
then Cason, Rich- 
ardson & Co., 50 
years ago to Mr. 
Martin for mer- 
chandise pur- 
chased at the 
store. Prices have 
certainly changed 
in the past half 
century. Pictures 
of Mr. and Mrs. 
Martin were also 
reproduced in the 
ad as was that of 





J. E. Gaston, president of Cason, Monk & Co. That and the name of the firm 

were the only direct advertising touches for the company. Perhaps the most 

significant advertisement was a quotation of a recent conversation between 

Mr. Martin and Mr. Gaston in which the former said, “Mr. Gaston, I bought 

my first bill from you and I have been trading with your good firm ever 
since, and I do not expect to change.” 
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Motorists Can Stop and Shop Here 






Located on a highway 
to Seattle, Wash.., 
away from the 
city’s confusion, 
the Fulton Hardware 
compels the attention 
of all upon the road 














It's hard to speed by and not shop at the Fulton Hardware whose 
front acts as a “Stop and Look” sign—and many follow that impulse. 





A LOCATION away 


from busy traffic centers but yet a 
hardware store incorporating mer- 
chandising layout features that 
make for customer convenience is 
the combination that enables 
George and Clarence Fulton, father 
and son, to operate a high-effici- 
ency hardware store on a low over- 
head. Situated in Lynwood, Wash., 
the main highway that leads to 
Seattle, the Fultons could just sit 
and watch the cars go by and col- 
lect statistics that are far from 
vital to sales graphs. 

But the Fulton Hardware is in- 
terested in stopping the cars and 
attracting the type of customers Inside as well as out, this store by virtue of its appearance 
that are vital to business. It does induces customers to stop and shop away from city confusion. 
this by having its 40 by 60-ft store 
as completely modern, inside and 
out, as possible. 

The large plate glass and brown 
facade not only add personality to 
the appearance of the building and 
afford clear observation of mer- 
chandise but also act as a stop 
trafic sign. In the building, the 
convenience and comfort of the 
public was given maximum con- 
sideration in the modern system 
of powerful but indirect lighting 
over all merchandise and the low- 
self-service shelving and open gon- 
dolas that enable customers to 
(Continued on page 118) 








































Ivory and cream with black trim, 
open displays. wide aisles, neat 
merchandise arrangements provide 
reasons for the motorist to stop. 
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Ain Independent Hardware Store | R 





“ 
\ (ae can the 


chains teach an independent mer- 
chant that can be helpful in his 
business?” was the sizable $64 
question R. D. Duncanson asked 
himself when he decided to be- 
come an independent hardware 
dealer in Rockford, Ill. Believ- 
ing his years as a chain store 
manager had given him sufficient 
knowledge and experience of 
chain store merchandising, he 
translated them into independent 
hardware store operation in his 
hardware and appliance store, 
the R. D. Duncanson Co. 
Strolling along North Church 
St. in Rockford one would be 
instantly attracted by the colorful 
new hardware and appliance store 


bearing the name R. D. Duncan- 


son Co. The building is 22 ft. 
wide and 135 ft. in depth and 
the Duncanson store occupies both 
the ground floor and basement. 

The color scheme of the first 
floor is blue and yellow, a strik- 
ing combination of coolness and 
warmth. Coincidentally, the color 
combination is particularly ap- 
propriate for Rockford with its 
large percentage of people of 
Swedish ancestry, blue and yellow 
being the colors of the flag of 
Sweden. 


The First Floor 


The first floor sales floor is 
“bound” with a band with dark 
stripe in the center, extending the 
depth of the store high above the 
counter displays. Hidden behind 
this band is a continuous row of 
fluorescent lights, illuminating the 
merchandise but invisible itself. 
The dark stripe is deep blue but 
the edges of the band are in yel- 
low. The band obscuring the 
lights serves as a color separa- 
tion unit for the sidewall treat- 
ment. The walls are painted yel- 


low above the band and blue be- 
low. The ceiling is white. 

Many hardware’ merchants 
make a mistake, Mr. Duncanson 
believes, in retaining uncovered 
wood floors in their stores. These 
invariably become dingy from 
store traffic and a dark floor 
causes a loss of one-half the value 
of a store’s lighting. If a wood 
floor is properly cared for, the 
constant expense of refinishing 
over a period of time will amount 
to as much or more than the cost 
of floor covering. 

A tan and brown marbled pat- 
tern in inlaid linoleum covers the 
street floor of the Duncanson 
store. This type of design does 
not soil readily and the highly 
polished surface and light color of 
the floor covering reflect light, 
instead of absorbing it. Thus, 
Mr. Duncanson has adapted in his 
new store three things upon which 
the average chain organization 
places much emphasis — better 
lighting, good color schemes and 
attractive floors. 

The merchandise arrangement 
on the first floor is to put major 





The street floor shows appliances and lamps up front as a customer lure. The dark strip is a panel project- 


ing from the wall concealing fluorescent lighting. 


A branch post office in the rear is a traffic builder. 
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pre | Run on Chain Store Methods 









































ie be- items (electric refrigerators, 5 a Oa 
stoves, radios, etc.) near the en- 
hants trance — the eg 0% Exact stock control, distinctive price 
anson items, suc as kitchen utensiis . 7 P - 
nena and household needs, in the cen- marking, elimination of slow items, an 
[These ter and rear. pot a rear incentive system coupled with better 
from of the store is a branch post office . e . 
floor doing as much business as a small lighting, attractive floors and a good 
value town post office. People who come color scheme keep R. D. Duncanson Co. 
wood to buy money orders and postage in the race with chain store competition 
the stamps have to walk past tempt- 
hing ing merchandise displays the full 
ount length of the store to fulfill their G5 .coOlCU 
cost wants. The general office is also 
in the back of the store. 
pat- 
the The Basement Salesroom 
ison Prominently featured on the 
Joes first floor is the inviting entrance 
ghly to the basement salesroom. A 
r of portion of the downstairs mer- 
ght, chandise displays greet the store 
hus, visitor through the opening where 
his the basement stairs is located. 
lich Sidewalls of the basement sales- 
‘ion room are of combed plywood laid 
tter alternately to form an attractive 
and checkerboard background for the 
hardware displays. ; 
ent The sales section devoted to Here is the Duncanson basement as it looked before imagination 
jor paints and varnishes is back of converted it into a modern hardware sales floor as shown above. 






Dressed up and ready for sales, the reconverted basement is now a modern hardware department. ; Squares 
of combed plywood, laid alternately, cover the sidewalls. Floor is asphalt tile. Fluorescents illuminate all. 
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the stairs toward the street. Tools 
and general hardware are on the 
left side of the room and on the 
right side are heating stoves, fur- 
naces, water softeners, pumps, etc. 
The display tables down the center 
of the basement are filled with 
seasonal and fast moving mer- 
chandise. It is easier to re- 
merchandise the tables than to 
revamp a wall or counter section. 
All reserve stock is behind slid- 
ing doors, removing from the 
customer’s right all cartons and 
other unsightly arrangements that 
detract from table stock. The 
basement floor covering is dark 
mottled pattern asphalt tile. 


Layout Easily Changed 

The fixtures in the Duncanson 
store, although they have the util- 
ity and appearance of costly fix- 
tures built of solid woods, are 
inexpensively constructed of ply- 
wood. This makes it possible to 
revamp the store layout without 
severe expense. “Fixtures should 
be flexible, too, so they may be 
rearranged according to the 
changing seasons,” Mr. Duncan- 
son says. “Our store was designed 
by a professional store planner. 
in order that all space would be 
utilized to best advantage. Not 
one person in 100 is capable of 
making a store layout by him- 
self.” 

Another thing that Mr. Dun- 
canson’s chain store training im- 
pressed upon him was the impor- 
tance of displaying merchandise 
properly. “Goods well displayed 
are two-thirds sold,” he says. He 
set out to achieve this in his own 
store. He believes in “open dis- 
play fixtures,” in contrast to the 
older methods of keeping stock 
hidden in drawers and back of 
counters. Hardware items in his 
store are openly displayed where 
they may make a direct appeal to 
the customer. “Have goods where 
they may be inspected by custom- 
ers” is his motto. 

In addition to a stock arrange- 
ment convenient for customer in- 
spection, the open displays are 
helpful to those responsible for 
merchandising the store. Stock 
may be easily counted by those 
in charge of stock control records. 
Stock records enable a merchant 
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to keep his inventory in balance 
and to eliminate the frequent “out 
of stock” complaints that arise in 
stores that do not have efficient 
methods of determining when sup- 
plies of certain merchandise are 
getting low. “The chain store 
taught me the importance of ac- 
curate stock control,” Mr. Dun- 
canson says. 

“Good storekeeping involves 
the proper marking of merchan- 
dise, too. All merchandise in our 
stock is plainly marked so the 
customer may see for himself what 
the price of an article is without 
asking a salesperson. Marking 
merchandise in code is bad psy- 
chology. The customer is sus- 
picious that the store may have 
two or three prices. Clearly mark- 
ed merchandise assures the cus- 
tomer that the store is dealing 
above board; that everyone re- 
ceives the same price.” This sum- 
marizes Mr. Duncanson’s ideas on 
the subject. 

To obviate the necessity of put- 
ting a price mark on each item, 
everything under $1 is priced by 
bin tickets or signs. All merchan- 
dise over $1 bears individual price 
tags. Each piece of merchandise 
carries a season letter on the price 
ticket or bin card. The letter in- 


dicates whether it is the spring or 
fall season. For obvious reasons, 
letters other than “S” and “F” are 
used. The designation might be 
“L6” and “06.” The numeral 
designates the year. The figure 
“6” for 1946 and “7” for 1947, 
accompanying the season letter. 


Old Stock Doesn't Stay 


Wines may acquire value with 
age but many hardware and house- 
hold items travel in the opposite 
direction. Mr. Duncanson’s the- 
ory is that if a piece of merchan- 
dise has remained in stock an 
entire season without being sold, 
the time has come to get rid of 
it and replace it with new mer- 
chandise. At inventory time, all 
items in stock over six months 
are entered on a separate sheet by 
lines of merchandise and classified 
as old merchandise.” The letter 
and number combination on the 
price tag betray the age of the 
goods. Items on hand are counted 
on these work sheets every 30 
days. Thus if any piece of mer- 
chandise is not selling, this is 
quickly detected. 

When an item shows up on the 
sheet as “slow,” Mr. Duncanson 
assumes a Sherlock Holmes role 


(Continued on page 116) 





Taxing the Co-ops 


667P"HE report (of the House 

Small Business Committee, 
on cooperative tax-free competition ) 
states that the tax advantages of co- 
operatives are relatively small and 
that they in no way give cooperatives 
an undue advantage over private 
business. 

“How can this statement be sup- 
ported? Did the Committee attempt 
to examine certain cooperatives to 
determine whether their ability to 
accumulate tax-free capital has been 
a major factor in their rapid 
growth? 

“Within my own knowledge, I 
know of at least two cooperative cor- 
porations which have enjoyed an 
amazing growth due almost entirely 
to the fact that they have been able, 
year after year, to reinvest their ac- 
tual net earnings without taxation. 
The argument advanced, therefore, 
seems to me to be entirely unsup- 
ported by any factual evidence. 





“In view of the foregoing, I have 
made up my mind that the report, 
as it now stands, is completely mis- 
leading and deceptive and has done 
great damage to the interests of pri- 
vate business. 

“It constitutes, in effect, a com- 
plete whitewash of cooperatives 
from the standpoint of tax ex- 
emption. 

“The Committee did not have suf- 
ficient evidence to ome to such con- 
clusion, and in default of such 
evidence, it was very unfair*for the 
report to come to such conclusion. 

“Personally, I do not think that 
the tax exemption privileges of co- 
operatives can be justified.” 


Congressman Walter C. Ploeser, 
of Missouri, a minority member 
of the House Small Business 
Committee, to Congressman 
Wright Patman, of Texas, chair- 
man of the Committee. 
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The Human Problems in Getting 
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* An address at the annual sales con- 
ference of the Chicago Sales Executive 
Club, Chicago, Ill.. Nov. 21, 1946. 
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South America. and more in the City 
of New York than in all of Asia. 





a trained, polished and skillful 
modern salesman.” 
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“We must sift and search and en- 
tice men of the caliber we need.” 


alists visiting this country called on 
him. They asked him to arrange for 
them to make detailed inspections 
of some of America’s leading refrig- 
erator factories. They wanted to 
learn the American secret of build- 
ing dependable, efficient refrigera- 
tors at the low prices for which 


American manufacturers are able to 
sell them. 

This publisher’s answer to the 
Englishmen was that such a study 


would be a complete waste of time. 
Amazed at this answer they de- 
manded his reason for the statement. 
He said, “What good would it do 
you to learn to make refrigerators 
as we do? What good would it do 
you to duplicate our efficient facto- 
ries in your country? What would 
you do with the refrigerators you 
made? You have completely over- 
looked the basic reason for Ameri- 
can refrigerator production. You 
haven’t taught your people to want 
refrigerators, and until you do, effi- 
cient mass production means noth- 
ing. We have sold the idea of re- 
frigerators to our people, and we 
have mass production simply be- 
cause we have mass demand.” 


A Dignified Profession 


The part that salesmanship has 
played in building today’s America 
is recognized by all who stop to 
think. But, this hard-won recogni- 
tion of salesmanship is too seldom 
put into words. 

One of the most immediate human 
problems before us is that of selling 
the salesman on the importance and 
the dignity of his profession. We 
must see that he goes out equipped 
with the self respect and confidence 
which makes him a worthy repre- 
sentative of American business. We 
must keep him aware always of the 
importance of his work—of the ma- 
jor part he plays in the progress of 
industry; the development of the 
country, and the raising of Ameri- 
can standards. 
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But we cannot stand on yester- 
day’s accomplishments either in the 
recognition won by salesmanship or 
in the tasks salesmanship has per- 
formed. Whether we like it or not, 
things always change. They either 
get better or they get worse. We 
can’t stand still. How soon things 
will get better or worse I cannot 
predict and you cannot guess. But 
we dare not think that future sales 
success depends only on the return 
to the successful patterns of the 
past. 

If industry is to accomplish the 
job which has been mapped out for 
it, in terms of production and em- 
ployment, we collectively must move, 
and continue to move, a volume far 
beyond that ever handled in the past. 
And we had better not fail. For 
14 years American business has been 
damned by radical propagandists for 
every sin in the book. Now that 
our business system has the chance 
to prove itself, it is up to us to make 
good on the task ahead. 





“Do your men have to lug a kit 
of samples or can they do a job 
with very little equipment?” 


We know that if production can 
free itself of shortages and strikes, 
then industry can easily produce all 
that this country can consume, and 
can, at the same time, satisfy a huge 
export demand. This puts the bur- 
den squarely on the sales execu- 
tives and salesmen of this country. 
And in the setting up and guiding 
of the necessary sales activities, the 
human problems involved are among 
the most important of all. 

To begin with, we must realize 
that what’s left of our pre-war pool 
of salesmen will fall far short of 
filling tomorrow’s needed sales 
ranks. Management faces not only 
the problem of rehiring, but of re- 
cruiting a “tremendous number of 
additional men with no past sales 
experience. We must proceed with 
that hiring and recruiting—not un- 
der future conditions, when perhaps 
men will be more eager for jobs 
than today. But, under today’s con- 
ditions when we must compete, and 








compete vigorously, against many 
other bids for available manpower. 

We must sift and search and en- 
itce men of the caliber we need if 
we are to meet tomorrow’s active 
sales competition successfully. Man- 
agement’s handling of human prob- 
lems right now, will determine in a 
large degree, the caliber of sales 
force we can recruit. 

And let me emphasize, before I go 
further, the valuable opportunity 
open today in building this sales 
force of tomorrow. That opportu- 
nity lies in a far more concise and 
effective definition and evaluation of 
the sales jobs in our individual or- 
ganizations. The salesman who is 
ideal for my own organization would 
be a flop in many of yours. 


Requirements Vary 


The man one of you is praying for 
would be of little worth to another. 
Now, while we are picking, fitting, 
and building is the time to find out 
exactly what qualifications are re- 
quired in each of our organizations, 
and I sincerely believe that there 
are few men in this room—few men 
at the top of even the best sales 
forces of the country—who have as 
clear and accurate a picture of their 
own requirements as they could and 
should have. 

From the human side, this evalu- 
ation involves a critical and honest 
look at just what you require of 
your salesmen. Do you men have 
to lug a kit of samples, or a dem- 
onstration unit that would strain the 
muscles of a “Big Nine” football 
linesman? Or can they do an effec- 
tive job with no more equipment 
than a rate book in their inside 
pocket? Does your job require a 
large part of the salesman’s time 
to be spent in traveling? How much 
entertaining must he do? Will he 
do his selling in group meetings or 
to an individual? 

In almost any sales manager’s po- 
sition with which I have any famili- 
arity, it would take onlv a little 


(Continued on page 119) 





“Psychological testing 
is in growing use.” 
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Showing the r tly 


deled exterior of Himburg’s. Passers-by can gain a full view of the interior. 


















— Compact Plumbing Display Stimulates 


Business in Other Lines 


Fred Himburg’s remodeled store 


gets results from both the line 





ié beauty of mod- 


ern plumbing lends itself to dis- 
plays which show the public an- 
other appeal besides that of 
utility, according to Fred. Him- 
burg, owner of Himburg’s, hard- 
ware and plumbing store, Owosso, 


Mich. 


Mr. Himburg has just finished 
remodeling his store on the west 
side of that city of 15,000 and has 
a plumbing supplies section which 
attracts many home owners. This 
section, is located almost in the 
center of the store and shows 
colorful bathroom shower curtains, 
cabinets, and some plumbing fix- 
tures. The items are all arranged 
neatly and cause many a home- 
owner to ask a salesman about 
the plumbing line. Nearby are 
hot water heaters and other 





itself and bathroom accessories 


plumbing line items of interest to 
homeowners. 

C. Morris Campbell, store 
manager, reports that this plumb- 
ing display is an excellent start- 
ing point to talk to customers 
about modern bathroom fixtures. 
“They like the looks of the dis- 
play and often begin asking 
questions about prices,” he says. 
“This is our cue to explain the 
fixtures and get the customer still 
more interested if we can. This 
often leads to sales of available 
items.” 

The plumbing fixtures display 
is placed on a platform several 
inches off the floor, which is 
of considerable aid to the store 
staff in keeping the platform and 
the floor clean. 

Mr. Himburg has a crew of up 

(Continued on page 118) 
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This compact display of plumbing 

equipment and bathroom sundries 

is featured on a low platform in 
almost the center of the store. 
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Glass shelves above and step-back shelves 
below serve to set off the 
housewares display. 


It's a Store for City Folk With 





\ YMORE’s House- 


hold Hardware Co. is just what 
the name implies. It’s a store for 
city people and its stocks differ 
considerably from those of the 
small town or country hardware 
establishment. 

Established in the Country 
Club Plaza shopping district of 
Kansas City, Mo., more than 20 
years ago by the late Irvin Wy- 
more, this store has built a suc- 
cessful business by recognizing 
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and catering to the needs of city 
people in the fine residence dis- 
tricts round about. A farmer is 
a rare sight on the Country Club 
Plaza so there’s no place in this 
store for cream separators or 
other farm equipment. 

In 1944 Mr. Wymore sold his 
business to M. G. and Jack 
Beamer and L. E. Tolle, who have 
since operated it under the man- 
agement of Mr. Tolle. The Wy- 
more name and policies have been 
retained but merchandising meth- 
ods have been modernized. The 
store has just been moved into 
new quarters at 444 Ward Park- 
way, where it has more room and 


new N.R.H.A. fixtures. 


Backless Windows 


In line with the new design, 
there are no old style display 
windows, but a solidly glassed 





front with low window back- 
grounds that put the entire in- 
terior‘ on display. There is, 
though, a narrow ledge along the 
windows .on which a few small 
items may be placed to attract 
passers-by. This open front gives 
the store an abundance of natural 
light, which is amplified by sky 
lights and enhanced by pastel 
painted walls and natural finish 
fixtures. There’s also excellent 
fluorescent lighting to add its 
boost to nature’s efforts. 


Appliances Up Front 


The front of the store interior 
is given over to radios and major 
appliances. The floor in this sec- 
tion is handsomely tiled and this 
large open space adds greatly to 
the room’s attractiveness and ap- 
pearance of spaciousness. Radios, 
refrigerators, ranges, both gas and 
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View of the women’s side of the store with 
major appliances featured 


up near the front. 
. 


an Accent on the Feminine Trade 


electric, washers, ironers, heating 
equipment, and complete model 
kitchens are shown in this sec- 
tion. 


Aid to Co-operation 
“Our idea is to feature only a 
few top brands on which we are 
thoroughly sold ourselves,” says 
Mr. Tolle. “We think we can 
count on greater co-operation 
from distributors if we limit our 
lines sufficiently to make our ac- 
count a valuable one for each of 
them. Furthermore, we are in- 
terested only in thoroughly proved 
products, because our customers 
are of the sort that appreciates 

and demands high quality.” 
Back of the appliance section are 
display fixtures for toys, sporting 
goods, hardware, housewares and 
other merchandise. All of the new 
fixtures are of natural finish wood 


DECEMBER 19, 1946 


New, modernized store designed 
to aid customers also aids the 
Wymore Household Hardware Co. 


trimmed with bluish panels made 
by painting with aluminum paint 
and rubbing the paint off before 
dry. Insides and backs are 
painted dusty rose to match the 
walls. 


Visual Selling 


Visual selling is counted on as 
an efficient aid to merchandising. 
Fixtures serve the double purpose 
of displaying goods attractively 
and making it possible to display 
openly almost every item in the 
store. 

“Our entire arrangement is very 


flexible,” Mr. Tolle says. “Sec- 


tions of our fixtures are inter- 
changeable and adjustable while 
all our shelving and counter space 
can be divided by adjustable glass 
partitions into compartments sized 
to fit any display. Thus we can 
get full benefit from every inch 
of display space. 

“Many hardware dealers have 
viewed with alarm the inroads of 
variety stores into their business. 
We feel that the alert hardware 
merchant can offer so much wider 
variety of household needs that, 
if he displays and merchandises 
his goods properly, he need not 
fear variety store competiticn.” 
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Floor display fixtures are largely 
of the island type with three 
stepped-up levels and plenty of 
enclosed stock space underneath. 
Wall fixtures vary widely to fit 
diverse types of merchandise, and 
range through various sizes of 
shelving, racks, cabinets and 
drawers. These, too, have handy 
enclosed stock space below. 

Prices are plainly marked on 
all merchandise as well as tagged 
on display compartments so that 
the browsing customer has no 
need to enquire about prices. And 
don’t think for a minute that this 
isn’t a help in making sales! 

A great deal of thought has 
been given to grouping of stock, 
too, so that the percentage of tie- 
in sales is increased. Items that 
appeal mostly to women, such as 
small appliances and housewares, 
are on the right side while items 
with a male appeal are on the left. 

Housewares are an outstanding 
feature in this store. Much of its 


patronage comes from women 
seeking supplies for the home and 
every effort is made to cater to 
the wants of the feminine shopper. 
There is plenty of quality mer- 
chandise for the woman seeking 
this kind but there are also whole 
islands of cheaper gadgets. 


All for the Ladies 


A front island displays small 
electrical appliances, of which 
Wymore’s have been able to secure 
enough to make an excellent show- 
ing. Aluminum ware, other uten- 
sils and glassware are effectively 
presented on sidewall shelving. 
Further back, one sidewall section 
is specially arranged for waxes, 
cleaners, brooms, mops and 
brushes. Most anything a woman 
could desire for cleaning and mak- 
ing housework easier can be found 
there and this wide selection is 
much patronized by housewives. 
Another good business puller in 
the housewares section is the ex- 





tensive showing of fine cutlery. 

The front sidewall section on 
the left is given over to sporting 
goods. Special arrangement, part- 
ly shelving and partly for stand- 
ing and hanging displays, allows 
fishing rods, guns, and other out- 
door and sports equipment to be 
presented with eye appeal. A 
large adjacent island offers toys 
for youngsters and a wealth of 
games for all ages. Hand tools 
have the spot just behind sporting 
goods and beyond them in build- 
ers’ and small hardware. 

Then there are garden tools, 
paints, seeds, fertilizers and all 
the many things needed around 
the house, garden and lawn. It’s 
a big stock and every bit of it 
is out in the open trying hard to 
catch the customer’s eye. A farmer 
might not fare so well here, but 
the needs of his city cousins are 
thoroughly taken care of. And 
they’re the ones on whom Wy- 
more’s depend for its business! 


“Industry Has Almost Completely Surrounded 


Itself With 8-Balls” Says A. F.T.C. Head 


PEAKING to members of Ameri- 

can Fair Trade Council in New 
York City on Nov. 26, John W. An- 
derson, president of the Council, and 
president of the Anderson Co., Gary, 
Ind., declared that “industry has 
been the victim of its own mechani- 
zations and, by the futility of its de- 
fensive expedients, has almost com- 
pletely surrounded itself with 
8-balls.” 

Mr. Anderson asserted that “As a 
protest against enforced diversions 
from its creative and productive la- 
bors, industry has tossed substaatial 
contributions into the treasuries of 
its trade associations, usually on 
staff assurance that a formula was 
available by which, as if by magic, 
and almost overnight, confusion 
long compounded in the public 
mind could be completely cleared.” 
He stated that such “dedication of 
generous funds is followed by in- 
<antations of modern medicine men. 
Master minds sit at desks and pro- 
ceed at once to forget all they have 
learned in organizing distribution 
for the tangibles of industry. 

“Millions of dollars spent at the 
so-called national level in brilliant 
advertisements offering a_ short 
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course in Americanism, have done 
the cause of industry in America 
vastly more harm than good. 


Too Extravagant 


“Such advertisements have been 
skillfully composed, usually in such 
form as would gratify their spon- 
sors. The only man who needed the 
message perhaps shrank from it, if 
he saw it all. Its very extravagance 
aroused his suspicions. He closed 
his mind—and the desk-bound gen- 
ius who created the campaign had 
left only his commissions to comfort 
him. Public relations experts sit 
together around a constellation of 
desks and proceed at once to forget 
all they have learned in organizing 
distribution for the tangibles of in- 
dustry. Were the same men charged 
with the task of building, or re- 
building, distribution for a particu- 
lar brand of tooth paste, their first 
concern would be the establishment 
of adequate retail distribution. They 
would remember vividly experiences 
which taught that efforts and expen- 
ditures at the national level, no mat- 
ter how vast, cannot be effective in 
the absence of the prompt availabil- 


ity of the merchandise at neighbor- 
hood levels. 

“They have learned that intensive 
national advertising of a consumer 
product, in advance of the establish- 
ment of adequate retail distribution, 
may have a definitely negative effect. 
Consumers, impelled by the force of 
the national advertising, seek the 
product unsuccessfully at their fa- 
vorite dealers and conclude that 
thete must be something phony 
about the whole thing or such a 
good dealer would have the product. 
To this the dealer is inclined to 
assent—as he offers a_ substitute 
brand.” 

Contrasting such fabulous na- 
tional campaigns with educational 
work at the community level, Mr. 
Anderson said, “Most of the confi- 
dence by which men permit them- 
selves to be guided in America today 
roots in the neighborhood in which 
they live. It is the confidence of 
neighbor in neighbor. When faith 
in the tinseled gods of radio col- 
lapses, neighbors turn to neighbors 
for discussion and guidance. 

“The merchandising of redeeming 
truth, upon which the fate of 

(Continued on page 126) 
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“ED” WHITE 
Makes His Customers His Friends 















“D 
EVELOPMENT 


of a friendly store personality 
pays big dividends in way of in- 
creased sales in hardware, sporting 
goods and electrical appliances,” 
according to W. Ed White, pro- 
prietor of the W. E. White Com- 
pany, 2208 Washington Boulevard, 
Ogden, Utah. 

“When we opened our company 
in May 12, 1945,” says Mr. White, 
“IT recalled in my younger days 
the friendly fellow all of us kids 
used to like, who ran a grocery 
store. This merchant kept making 
friends with the youngsters in the 
neighborhood, as well as the par- 
ents. He knew that the kids would 
grow up and be customers, too. 
So he made friends with them all. 


Folks like friendship. 


Friendships Mean Success 


“So in developing our store we 
are making friends and additional 
acquaintances. The more friends 
a man can have, the more success- 
ful his business becomes—at least 
we find it that way. 

“We are building up friends by 
practicing geniality. Ogden has 
for its motto, ‘The Friendly City.’ 
and our store, ‘The heart of friend- 
liness,’ where we ire all friends. 
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Sound customer relationships have 


grown from a long-time practice of 
injecting a friendly personality 
into hardware merchandising 





“We believe in shaking hands 
with our customers, and taking 
time out to inquire about them, 
their families, their hunting suc- 
cesses and their homes. 

“Of course, when we mention 
homes, we put in a bid or two 
about appliances and hardware. 
This method of leading up to the 
subject has a good sales effect. 
For example, the young man woos 
a girl before he comes right out 
and asks her to marry him. Well, 
we find selling a good deal like 
that, we lead up to the question— 
and in all earnestness and sincer- 
ity, we reach the object of what the 
customer needs to make his home 
life more happy. 


Remembers Names 


“We also practice remembering 
folks’ names. There’s nothing that 
pleases a patron more than to call 
him by his name when he enters 
the store, and to thank him—using 
his name—when he makes the 
purchase and leaves. Many patrons 
look at us with a surprised and 
pleased smile, when we do this. 

“We believe in taking time out 
to get acquainted with folks. A 
vacation trip or a hunting trip 
with a group of fellows frequently 
pays much bigger dividends in 
way of increased sales, than to 
stay on the job. Folks get ac- 
quainted with you better in a duck 
blind, or in the hills hunting for 
deer. And now to have our hunt- 
ing pals drop in for hardware 
merchandise happens so often it’s 
hard to keep track of them. 















“It’s like doing a good turn—to 

give is better than to receive in 

business as well as in everyday 
y 


life. 


Gives Helping Hand 


“To be friendly, I find, makes 
folks want to be friendly to you. 
So every day I try to do friendly 
things for folks. If they want help 
in putting over sportsmen projects, 
like building new dykes at the bird 
refuge or if they want committtee 
work done on the chamber of 
commerce, I’m just the fellow to 
do it. This builds up friendships— 
friendships that make for increased 
business.” 

(Mr. White is former president 
of the Weber County Wild Life 
Federation, Ogden, and a popular 
duck hunter, deer and elk hunter, 
fisherman ,and trap and skeet 
shooter. He is also connected with 
the retail merchants division of the 
Chamber of Commerce, the Ki- 
wanis Club, the Ogden Electrical 
League, the Utah’ Electrical 
League, the Ogden Ad Club, the 
Northern Association of Civics 
Clubs, etc., and is an Elk. 

“By featuring a friendly per- 
sonality, a wide acquaintance of 
sportsmen and fishermen congre- 
gate at our store,” continues Mr. 
White. “And where folks congre- 
gate—they make purchases. 

“They kid me about my window 
displays. So I let them make sug- 
gestions and help arrange mer- 
chandise. I tell them that I spend 
too much time out hunting and 
fishing. or getting acquainted with 
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my friends, to keep my windows 
up in shape. They like to help— 
and loan me their deer heads, 
mounted elk heads and sports 
equipment or their prize fish in 
cakes of ice for the window displays. 

“With friends co-operating, 
window displays are given fresh 
treatment, especially if one or two 
of the fellows get to competing 
about who can create the best and 
most attractive design, or the most 
novel idea. When I see they’re 
ambitious, I give them the go- 
ahead signal and sit back and 
watch—and incidentally, get extra 
trade as well. 

“My direct mail to customers is 
lax—except a bill now and again 
to jog the memory of my slow 
payers. And even then I put in a 
friendly note, such as: ‘Can you 
spare a little on account—on-ac- 
count of I'd like to go on a fishing 
trip up Yellowstone way.’ Or, ‘on- 
account of the fact that I have to 
get my leaky boat repaired.’ I 
always appeal to their good sports- 
manship. 

“By treating them fair and 
square, they’re friends, and friends 


pay up. 
Talks Up the Store 


“And all the time I’m scouting 
around I mention my store. I like 
to hear hunters say they get their 
shells from my shop. I like to hear 
them say their wives are happy 
with my electrical appliances and 
hardware. 

“I’m a friendly cuss and they’re 
friendly in return. It pays big 
dividends—they boost me and my 
store. 

“Now, I don’t depend entirely 
upon my friends to boost my 
store. I’m sold on newspaper ad- 
vertising, and advertising in one’s 
own home town. I’m a regular, 
steady advertising store—and I 
don’t believe in hiding my light 
under a bushel. 

“But I believe, too, in friendly 
ads, For example, when the war 
bond drives were on, I ran ads 
urging folks to buy bonds. I didn’t 
advertise my merchandise—I ad- 
vertised the civic-minded, progres- 
sive ideas—friendly-like. Thus the 
ads won considerable good will 
and commendation, as well as 
more friendly trade.” 
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Mr. White’s friendliness has 
won him top positions in various 
fields of endeavor. He is widely 
known in hardware circles. He 
was former general manager of 
Lowe’s Hardware store, Ogden, 
and former auditor for many 
vears of the same company. He is 
an experienced merchandiser, be- 
ing in the retailing for more than 
12 years, with George A. Lowe 


company, later with the Rightway 
Hardware company, and then in 
business for himself. Prior to 
working in Ogden, he had oper- 
ated a hardware store in Rupert, 
Idaho. 

Thus he is known throughout 
Utah and Idaho, as well as other 
sections of the Intermountain 
area, and known as “the friendly 
merchandiser.” 





Big Co-op, Operated by C.C.A., Had Sales 
of $26,500,000 in 1945 


HIS illustration shows a gigan- 

tic refinery at Coffeyville, Kan., 
which was formerly owned by the 
National Refining Company. This 
giant plant was purchased in 1943 
for $4,000,000 by the Consumers Co- 
»perative Association of Kansas City, 
Mo. The refinery has a capacity of 
13,500 barrels daily. A survey of 
the expansion of CCA, prepared by 
Homer E. Marsh, Director of Re- 
search for the National Tax Equality 
Association, follows: 

“The method used by the regional 
co-operatives to expand their busi- 
ness is well illustrated by a compari- 
son of yearly statistics of Consum- 
ers Co-operative Association and its 
subsidiaries. The CCA is the lead- 
ing association engaged in oil pro- 
duction, wholesale distribution and 
refining operations. CCA began op- 
erations in 1929 with seven mem- 
bers and $3,000 capital. At the end 
of 1945, its membership had in- 
creased to 907 and its net worth to 
more than $7,320,000. Total sales in 
1929 amounted to $309,000 and had 
risen to more than $26,500,000 in 
1945. 

“The 


association began as a 


wholesaler of petroleum products 
and as it expanded added farm and 
home supplies to its lines and en- 
gaged in oil compounding. Since 
1939, it acquired two lumber mills, 
purchased logging equipment in 
Oregon and contracted for 60,000,- 
000 ft. of timber. Further, it has or- 
ganized two subsidiaries and an 
affliated company, which are en- 
gaged in producing, transporting 
and refining petroleum products. 
These subsidiaries own three refin- 
eries, more than 1000 miles of pipe 
line and 369 producing oil wells. 
These are in addition to the part in- 
terest owned by CCA in the former 
Globe Refinery. 

“In addition to its oil facilities, 
the Consumers Co-operative Associa- 
tion owns two canneries, an insur- 

y,. 4 printing plant, two 
saw mills, d@ fly-spray plant, a paint 
factory, feed mills and a cola bot- 
tling plant. 

“The combined balance sheet of 
CCA and its subsidiaries and affili- 
ate as of the end of Aug. 31, 1945, 
shows a total net worth (member 
equities) of $7,269,987.90.” 


ance — 


The Coffeyville, Kan., refinery—just one of this co-op’s activities 
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This display is typical of the store—everything in it is easy to inspect. 








Open Displays Have Stepped Up Sales 


om display in the 


W. D. Allen Lumber & Fuel Co., 
Wales, Wis., has resulted in in- 
creases in business in various 
sections ranging from 50 to 200 
per cent, according to Willard 
Allen, owner. Mr. Allen likes to 
get merchandise out in the open, 
give it plenty of good lighting, 
keep it clean and merchandise it 
intelligently. 

The office of the firm is at the 
center of the store, along the right 
wall. Because lumber and fuel 
are also sold, the office traffic is 
heavy, Mr. Allen has flanked this 
office with numerous displays to 
catch the attention of this traffic. 
The idea has paid off. 

“We remodeled our builders’ 
hardware department about a 
year ago, getting samples of most 


From 30 to 200 Per Cent 





Wales, Wis., firm always features 


its merchandise in the open with 


the result that volume has soared 


of the stock out on panels easily 
approachable by customers,” 
says Mr. Allen. “The result has 
been a doubling of that business.” 

Part of the open display policy 
of the firm includes the identify- 
ing of the various departments, so 
that customers can spot sections 
easily. 

“Open display helps us do a 
lot of suggested selling, too,” 
says Mr. Allen. “With the mer- 
chandise out in the open, we often 
ask customers if they need this or 
that. When you can pick up an 





item or point to it, while talking 
to a customer, this frequently 
leads to a quick sale.” 

This hardware dealer also finds 
that his sales staff gets better re- 
sults in selling through the use 
of sales training course material. 
He has such a course and it is 
working very well. The men meet 
at the store one evening per week 
for one hour and a half. Hard- 
ware and other merchandising 
problems are discussed and sales 
demonstrations made during these 
sessions. 
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This illustration gives some idea of the extent of City Hall’s lamp section. 
Every type is here from floor lamps to the boudoir lamps on the center table. 


= TIME a per- 


son passes by the City Hall Hard- 
ware Inc., in Providence, 
R. I., he sees an entire front win- 
dow devoted exclusively to lamps. 
This window is approximately 16 
ft. long and fronts on one of the 
main streets of the downtown re- 
tail shopping area where motor 
and pedestrian traffic are ex- 
tremely heavy. It has great value 
to the store. 

This window is devoted entirely 
to lamps throughout the year. It 
generally features in the neighbor- 
hood of 100 lamps of various 
kinds and types, each item marked 
with the price. Displays are 
changed once every two weeks, 
with Max Siegal, president, direct- 
ing the activity. This lamp busi- 
ness is one of his personal hob- 


Co., 
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bies and he looks upon this mer- 
chandise as conducive to 
artistic display than that of many 
other lines. He has a keen eye for 
beauty and studies each display 
for the most pleasing and har- 
monious combination of lamps. 


more 


Sells Entire Department 


Not only do these windows em- 
phasize the items displayed, they 
sell the department as a whole. 
This is accomplished by using 
small but prominently placed cards 
reading, for example, “Come in 
and see our large assortment of 
pin-up lamps” or “All types of 
bed lamps.” Thus the general line 
is well publicized. 

“An important factor in our 
window and newspaper advertis- 


ing,” says Mrs. Max Siegel, vice- 








Year Round Lamp Window Sheds 





president and treasurer, “is that 
it is cumulative in value. We 
may feature pin-up lamps, for in- 
stance. A person reading that ad 
may have no use for such an 
article but she may be reminded 
of a floor or table lamp that she 
does need. It may remind her 
that lamps are good gift items and 
thereby we have created addi- 
tional sales. A dealer must bear 
in mind that a merchandise pro- 
motion is more than a boost for 
that item. It is a long range 
builder for the entire department.” 

When large scale promotions 
are staged, as was the case re- 
cently when 1,000 cretonne shades 
were offered, another large front 
window is devoted to the featured 
items. In this particular promo- 
tion, the shade selection included 
types for vanity, pin-up, bridge, 
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table and floor lamps and con- 
siderably more than 100 were 
shown in the special window dis- 
play. In this way, special mer- 
chandise promotions do not in- 
terfere with the regular pattern 
for promoting the depariment. 
Tied in with this window pub- 
licity is the newspaper advertis- 
ing, which appears at least twice 
a week and oftentimes more fre- 
quently. Copy appears in the 
Providence Evening Bulletin, the 
city’s largest daily. It is an ad- 
vertisement that features merchan- 
dise from all departments in the 
store, and priced lamp selections 
are featured in block format, gen- 
erally toward the top of the copy. 
Text does a sales job with such 
descriptions as “Note the graceful 
lines and style of this outdoor 
lantern. Crystal clear glass. Black 
finish. Waterproof.” Another 
good example is that devoted to 
a recent offering of floor lamps, 
which read “If you want a lamp 
that lights up more than its own 
corner, check this one for value. 
Good design gives it certain wel- 
come superiority. Its all metal 
stem and base is finished in a 
rich bronze and its plated rayon 





Light on Department Inside Store 









Effective publicity, big showrooms 
and efficient cash refund policy 
are aids to ever-growing business 
in line for City Hall Hardware Co. 


multi-filament shade is lovely.” 
Each item is thus described and 
each is priced. 


Sold Lamps Since 1907 


City Hall Hardware Co. has 
been selling lamps ever since 
1907, when it was a small estab- 
lishment located in another part 
of the city. Twenty years ago, 
when its proprietors built their 
own Siegal Building, they devoted 
the second floor to this merchan- 
dise. 

The department continued to 
grow, as did the business in gen- 


eral. In 1938 they built a large 
four-story addition and the entire 
third floor of the building has 
since been devoted exclusively to 
lamps and electrical fixtures. 
“We know the department is as 
large as any in Rhode Island,” 
says Mrs. Siegal, “and there are 
salesmen who tell us it is as large 
as any in New England. We do 
know it is one of the large de- 
partments in New England and 
that it is a prosperous and profit- 
able business. It grows steadily 


(Continued on page 156) 
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Part of one of the firm’s ads in which lamps were featured. The entire ad occupied a full page. 
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The Dean’s Page 


L, has been my custom 
from time to time to drop in and 
chat with a retail hardware dealer 
in my neighborhood. He caters to 
the apartment house trade and 
carries a good assortment of kitchen 
and household supplies including 
household cutlery. He seems well 
stocked up with glassware, brushes, 
bathroom supplies and a general as- 
sortment of Christmas goods suit 
able for useful and common sense 
Christmas presents. 

This dealer told me that supplies 
and scarcities were spotty. Some 
goods are coming throwgh in fairly 
satisfactory volume while others are 
still unobtainable. He said local 
New York hardware wholesalers are 
not filling orders completely. 

But, he continued, with the wide 
assortment he is now carrying, and 
with the prevailing high prices, both 
his sales and profits are making 
records. 


Inflation Evident 


He referred to the Oliver Bros. 
chart of prices published in the Oct. 
24 issue of Harpware AcE and said 
inflation was clearly evident but not 
quite ds pronounced as after World 
War I which was followed by swift 
and disastrous declines coming as 
an aftermath to those abnormal 
prices. He thought that the mer- 
chant after World War I was the 
hardest hit by the extent and the 
suddenness of the declines. 

He smiled as he remarked that 
notwithstanding all the complain- 
ing on the part of dealers, from the 
standpoint of selling and profit-mak- 
ing, the course of recent events had 
been very favorable. In his opinion, 
all engaged in supplying the mass 
of our population with their neces- 
sary needs, and even their luxuries, 
had made record profits. This, he 
said, is true not only with most man- 
ufacturers (in daily sales and profit 
reports)—wholesalers and retailers 
but our farmers as well—(bumper 
crops with record prices not only for 
grains, fruit, but for cattle, hogs and 
sheep). Then, of course, labor by 
its strikes is getting its share and 
more in wage advances. The people 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


are engaged in an orgy of spending 
and high prices do not seem to faze 
them. 

This dealer continued with this 
surprising statement. He said all 
the strikes and confusion caused by 
the OPA had caused scarcities and 
delays in the supply of goods, and 
all these delays had naturally led 
to the maintenance of the high price 
level. This, he said, enabled a 
dealer to sell the scarce goods he 
managed to get at top prices and 
those top prices accustomed buyers 
to high prices so they made no ob- 
jections to paying high prices for 
goods that were not scarce. 

He said that if there had been no 
strikes and no shutdowns, and if re- 
conversion had taken place immedi- 
ately in all lines there would have 
been a glut of goods, prices would 
have declined overnight and mer- 
chants would have been caught with 
inventories at inflation prices that 
would have caused a severe loss in 
liquidation. That’s what happened 
in the 20’s. 


Lengthy Adjustments 


In the present confusion, the ad- 
justment of inventories will take 
time—dquite a time—and so the mer- 
chant will have time to gradually 
liquidate his high-priced goods. In 
a word, the longer the conversion 


delay, the longer we can ask and get 
present satisfactory profits. 

Then, he added, there are other 
factors we hear little about. For in- 
stance, a few years ago axes were 
selling at $6 per dozen. Now the 
price is $12 a dozen (see Oliver 
Bros. chart). Now it is a dealer’s 
custom to make his profit markup 
on a percentage basis—suppose it is 
40 per cent—40 per cent of $6 is 
$2.40—while 40 per cent of $12 is 
$4.80. Same unit but double the 
profit. Now note with double the 
sales and double the profit the 
“unit” cost of handling in space 
and pounds and the amount of labor 
(not cost) is not increased. That is 
why it is so easy to make money on 
an inflationary advancing market. 
Expenses do not increase in the ra- 
tio of profits. 

All this is interesting, I said, and 
then asked what his sales policy was 
under present conditions. 

“It is just this,” he answered. “I 
am picking up, as best I can, stand- 
ard goods in moderate, reasonable 
quantities. I am not overcharging, 
but am asking current prices for 
these scarce standard goods. If 
prices tumble I won’t get hurt much. 
But in the war years we have accu- 
mulated quite a lot of ersatz stuff in 
odd sizes and obsolete lines. These 
we are moving out steadily. We try 
to get a fair price, but, if necessary, 
make concessions to move this stuff. 
It is our plan when normal times re- 
turn to have a well balanced, clean 


*stock. We expect some losses in in- 


ventory but after the recent lush 
years we can stand some readjust- 
ment losses. 

I asked him if he would sell out 
if he had a good offer. 


He Wouldn't Sell 


“No,” he answered. “I can make 
a fair living out of this business. I 
am my own boss and I do not care 
to sell. By the way,” he added, “I 
have had several offers either to sell 
out, or to take in a partner. I sus- 
pect that a good deal of black mar- 
ket money is now seeking investment 
in well established reputable busi- 
nesses. These black marketeers, as 

(Continued on page 127) 
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UST before Christmas one thing you always do in your store, and we always do 
in our company, is to shake hands with fellow members of the organization and 
wish them a very happy Christmas and a successful New Year. 

We like to feel that our friends the jobbers and dealers are a part of the 
Remington organization—so with this sincere feeling of cordiality, may we thank 
you for your loyal support of Remington products and express our wish that you 
and folks close to you may enjoy a Merry Christmas and a year of peace and 


— Remington, OH 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT, CONN. 
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Store Procedures 


ERTAIN well defined proce- 
C dures must be worked out 

for every retail hardware 
business if it is to succeed. These 
involve the handling of cash sales, 
charge sales, money received on 
account, credit for goods returned 
that have been charged, refunding 
of money for merchandise re- 
turned, allowances or discounts 
given customers for one reason or 
another, handling of special repair 
orders, lay-a-way merchandise and 
merchandise to be delivered, to 
name only a few. Step-by-step out- 
lines should be made up for each 
of these transactions and kept in 
the office for use when new em- 
ployees are to be trained or old 
employees retrained. 


Permanent Place for Data 


A loose leaf ring binder is ex- 
cellent as a permanent place for 
this data. Select a binder that will 
take sheets as lease 844 by 11 in. 
in size. Samples of the form to be 
used in each instance can then be 
mounted. 

There is a definite reason for 
these procedures. It is the only 
way correct information can be 
secured about the business. It is 
also important that everyone in 
the store handle like transactions 
in the same manner. 


Deposit Purchases 


A very common transaction in 
the retail hardware business in- 
volves the sale of an item where 
the customer pays a deposit on the 
goods which are to be held until 
completely paid for. Unless every 
employee in the store is handling 
this in the same manner, it would 
be impossible for anyone other 
than the person who waited on the 
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customer to complete the deal and 
deliver the merchandise to him. 


Refunding Money 


Take the simple transaction of 
refunding money for goods that 
the customer returns. Unless a 
definite procedure is followed by 
every employee in the store, money 
will be refunded for merchandise 
not purchased at the store and 
money will be refunded to persons 
who are not entitled to receive it. 
A procedure in which refunds are 
only permitted when a customer 
returns the paid cash sales slip with 
the merchandise will eliminate 
most of these troubles. 


Work out the procedures to be 


followed by the employees in your 
business and see that all are famil- 
iar with them and correct in- 
formation about the business will 
then be possible. 


Stick to Them! 


Too much emphasis cannot be 
placed on this matter of having 
procedures established and stick- 
ing to them at all times. Every em- 
ployee of the firm should be thor- 
oughly conversant with them and 
should stick to them on all occa- 
sions. There should be no devia- 
tion at any time. The inauguration 
of procedures, such as those men- 
tioned, and the adherence to them 
by all will save many a headache 
for owner and employees alike. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 is very poor. The correct answers to these questions 


will be found on Page 180. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—What are some good points to follow in refunding cash 
to customers for merchandise returned ? 


2—Can you name at least nine points of a common claw nail 


hammer? 


3—When customer objects to the price of an article, what 


should a salesman do? 


4—A salesman receives weekly salary as follows: (a) $40; 
(b) $35; (c) $42.50; (d) $30. These wages are based on sales. 
He receives base salary of $20 and 5 per cent on all sales over 
$200 per week. Determine his weekly sales. 


5—Where should butt hinges be located on a door? 


(Answers on page 180) 
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AGITATOR W WASHING ACTION 


SOAP CAN BE DISSOLVED IN WASH WATER 
BEFORE CLOTHES ARE PUT IN TUB 


VERTICAL AXIS TUB MAKES POS 
SIBLE MORE EFFECTIVE CLEANSING 
OF HEAVIER LOAD 


VERTICAL FLUMES PROVIDE 
GENTLE RUBBING ACTION 


@ More than twenty years ago, Blackstone, 
pioneer washer manufacturer, discarded the 
cylinder washing principle in favor of the more 
efficient agitator action. Logically, the new 
Blackstone Automatic employs this proven 
method to obtain its remarkable cleansing t 
efficiency. ‘ 
And Blackstone couples this fast, safe, thor- 
ough action with a wide selection of washing 7 
intervals (21/2 to 15 minutes). In the Black- . 
stone, you wash clothes only long enough to % 
cleanse them, depending upon amount of soil. 
In the Blackstone Automatic Washer you 
have the sales advantage of an accepted wash- 
ing principle whose greater efficiency has been 
proved in independent testing laboratories. 


BLACKSTONE CORPORATION 
Jamestown, N. Y. 
A Division of Jamestown Metal Equipment Co., Inc. 


HIGH, TAPERING VANES ASSURE 
VIGOROUS WATER ACTION 


WRINGER WASH BLE IRONERS » CABINET 
DPWASHERS » AUTOMATIC DRYERS 
‘AND THE BLACKSTONE (ZossebcoaLion LAUNDRY 
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FLECTRICAL WINDOW 
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Home Electrical Supplies and 
Sporting Goods for Late January 
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“lt Gets the Corners!" 


Here it is! CARROLL 
SQUARE SPRAY 


The Sprinkler that has made all other 
Lawn and Garden Sprinklers Old Fashioned! 


This amazing sprink- 
ler head assures an 
even distribution of 


water. 


Removal of this cap 


SQUARE SPRAY " a _ permits linkage of 


other units, making 


LawWN SPRINKLER a complete sprink- 


Pat. Pend. ling system. 


Sturdy steel base 
gives sprinkler sta- 


a ili i 


Removable screen 
filter prevents sand 
and dirt from plug- 
ging holes in sprin- 
k'er heag. 


Model 433 
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The Wisco Hardware Co. dealer session at Madison, Wis., on the afternoon of Dec. 2, 1946. 


More Than 800 Attend Wisco’s 20th 
Merchandising School and Sales Show 


supply trends and labor conditions 
were among the topics discussed 
at the 20th annual Merchandising 
School and Sales Show of the 
Wisco Hardware Co., dealer-owned 
wholesale hardware house at its 
headquarters, 15 S. Brearly St., 
Madison, Wis., Dec. 2 to 4, 1946, 
inclusive. More than 800 dealer- 
stockholders, factory representa- 
tives and guests attended the ses- 
sions. Announcement was made 
by John A. Fitschen, Madison, ex- 
ecutive director, secretary and 
manager, that the company had 
acquired 20,000 sq. ft. of addition- 
al floor space by purchase of the 
building of the Hankscraft Co., 
adjoining the present facilities of 
the Wisco organization. The com- 
pany’s annual business meeting 
and election will be held early in 
1947, at a date to be announced 
later. All daytime sessions and the 
merchandise show were held at the 
company’s headquarters, evening 
sessions being in the Central High 
School Auditorium, Monday and 
Tuesday. Dinners were served both 
evenings at the Heidelberg Hof- 
brau, Park Hotel and Luraine 
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Hotel, luncheons each day were at 
Wisco headquarters. 

Mal M. Whitfield, Chicago, IIl., 
western representative, HARDWARE 
Ack, speaking on the topic, “The 
Ideal Jobber Dealer Setup Is and 
Must Be a Two-Way Setup,” said 
that “chains have forgotten one 
thing which is the backbone of the 
American way of life . . . the pride 
of each individual community in 
itself and its workers, be they mer- 
chants, hotel people, local industry 
or whatnot. All of your customers 
would much rather deal with a 
local independent merchant . . . 
than to deal with some organiza- 
tion coming in from the outside, 
which has no thoughts particular- 
ly of local problems and simply 
sees the dollar sign.” He urged 
dealers to have neat, clean stores, 
with frequently changed window 
displays. 


The Last Free Land 


Carl Taylor, president, Wau- 
kesha State Bank, Waukesha, Wis., 
said that America is the last land 
on earth in which individuals have 
any freedom left. Man’s efforts to 
be free are as old as life itself. 


You may do with your life what- 
ever you want to do and you will 
be rewarded in proportion to the 
good you do, he declared. Capt. 
Billy Bryant, humorist, talked on 
“Children of Ol’ Man River,” tell- 
ing of his experiences on show- 
boats in various parts of the coun- 
try. 

On Monday evening, manag- 
ers or other representatives of 
several other dealer-owned whole- 
sale houses outlined their methods 
of operation, and the extent of 
their activities. Walter H. Allen, 
president, Walter H. Allen Co., 
Dallas, Tex., talked of that group’s 
activities. A. H. Gerberding, Hard- 
ware Wholesalers, Inc., Fort 
Wayne, Ind., outlined his organ- 
ization’s operations. 

William M. Stout, executive 
vice-president and general man- 
ager, American Hardware Supply 
Co., Pittsburgh, Pa., traced the 
growth of dealer-owned whole- 
sale houses and declared the cost 
of distribution must be reduced. 

Fred Rockwell, merchandising 
manager in charge of buying, Hall 
Hardware Co., Minneapolis, Minn., 
emphasized the need for a better 
selling job by retail hardware 
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The safe way is to sell reliable, quality-built M-B appli- 
ances. And to make sure your customers get full satisfac- 
tion, it pays to take a minute to explain each sales feature 


TODAY’S APPLIANCE market is so rich, so creamy, you 
can sell practically anything—even appliances no one ever 
heard about. But if you’re nat careful, the cream you skim 


off today may turn mighty sour on you tomorrow. carefully. For instance... 
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“LONG-LAST” is a good name for this per- 
colator. Nothing to break—built to last. 
Soundly designed, with smart, simple lines. 
Solidly constructed of heavy-gauge metal. 
No coddling needed here! 


PRETTY ENOUGH for a party—yet practical 
enough for everyday. Beautifully finished, 
mirror-bright—highly polished chromium on 
nickel, inside and out. Handsomely grained, 


insulated wood handle. 


SEE IT ADVERTISED with other popular M-B 
appliances in leading December women’s 
magazines. Note its safety current-breaker. 
Made by Manning Bowman, famous for 
quality since 1857! 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, C 





cticut * In Canada: Manning, Bowman & Co. (Canada), Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 
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Here's a Tip 
that Will Increase 
your Average Sale 
of Kitchen Cutlery 


Clever hardware dealers ore finding that, whatever 
the brand of cutlery they carry, they can readily 
raise buying interest from a single knife to a whole 
set by displaying an attractive assortment in a 
Kier-Vue Knife Rack and selling the knives and 
rack as a unit. 


























































| Kler-Vue Knife Racks are very populor and quick- 

selling, profitable merchandise in themselves. You 
will sell many of them. By calling the buyer's at- 
tention to shortcomings in her kitchen knife equip- 
ment, however, they also offer a powerful stimulus 
to your cutlery sales. 





A Kier-Vue Knife Rack is an attractive and prac- 
tical addition to the equipment of any kitchen. It 
protects knives against dust and moisture and pro- 
vides safe, handy storage where any knife wanted 
is easily seen and readily accessible. Carry a 
good stock. You'll find them fast movers. 











eo ea ai 





This Counter Display will help you roll up 
Klier-Vue sales 
The No. R-! “Regular” Rack holds 8 knives and | 


steel. 12%"' x 9 x 24". Red, White, Ivory or 
Natural. List: $2.95 ea. Net $1.80. 


No. J-5 "Junior" Rack holds § knives. 12/4" x 6" 
x 24". Six in box. List: $2.25 ea. Net $1.45 F.O.8B. 
Wholesaler. Kler-Vue Racks are fully guaranteed. 
They are patented in the United States and 
Canada. Fair traded. Order a stock of them 
with full confidence. 


SEE US AT THE HOUSEWARES SHOW 
JAN. 5-10, AT ATLANTIC CITY 


“Kier-Vue" Knife Rack Co., Inc. 
1776 Broadway New York 19, N. Y. 
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stores, with trained personnel and 
better displays. 

Public sentiment is not against 
labor unions but is for control of 
them, said William A. Lydgate, 
New York editor, Gallup Poll. 

On Tuesday afternoon separate 
hardware and lumber dealer meet- 
ings were held in different parts 
of the building. R. A. Tobias, 


manager, merchandising depart- 


ment, H. D. Hudson Mfg. Co., Chi- 
cago, Ill., in his talk, “Too Many 
Mouse Traps,” said people must 
be taught to prefer to buy one 
company’s merchandise as against 
another’s. Have a program, step- 
by-step for the entire year, to tell 
people what you have to sell, he 
said. Have a smile on your face 
and on that of every employee. 
Start saying “good morning” and 
“thank you.” Competition is here 
and not around the corner. 

J. H. Barron, sales manager, 
Stainless & Steel Products Co., St. 
Paul, Minn., said that heating 
equipment for the home is best 
sold through the proper combina- 
tion of manufacturer, wholesaler 
and dealer. C. L. Johnson, presi- 
dent, Char-Gale Mfg. Co., dis- 
cussed air conditioning. He point- 
ed out that manufacturers had set 
out to design such equipment for 
fuel economy, heat comfort and 
beauty of design. 

P. F. Harter, sales manager, 
John Lucas Co., Philadelphia, Pa., 
discussed the paint supply situa- 
tion. Although linseed oil supplies 
have been improved they are not, 
at present, in sufficient supply for 
needs. Pigment and containers are 
chief bottlenecks preventing great- 
er production of paint and related 
lines. 

Lumber Session 


At the Tuesday lumber session, 
M. J. La Roche, assistant profes- 
sor of agriculture enginecring, 
discussed “Farmsteads of the Fu- 
ture,” telling of the importance of 
the proper placement of equip- 
ment and of the need for crop ro- 
tation. 

“More Profits in Lumber Yard 
Operation” was the subject of 
W. E. Anderson, Chicago, IIl., dis- 
trict manager, Lowe Bros. Co. In 
“An Appraisal of the Present 
Roofing Situation and Several 
Recommendations,” G. R. Stark, 
B. F. Nelson Mfg. Co., Minne- 





apolis, Minn., said that although 
the industry had made a big in- 
crease in production, there are 
shortages because supplies are not 
coming from other industries. 
With no wood shingles, etc., com- 
ing through, the asphalt roofing 
industry has had larger orders to 
handle. Mr. Tobias also addressed 
the lumber session. 

Tuesday evening, L. Rohe Wal- 
ter, public relations counsel, Flint- 
kote Corp., New York City, urged 
scanning the business horizon for 
storm warnings. 

United States Senator Alexan- 
der Wiley, said we need right 
thinking in this country, with a 
rejection of complacency against 
inroads of false philosophy. He 
proposed a Magna Charta of labor- 
management relations. 


Future Trends 


At the Wednesday morning ses- 
sion W. J. Parshall, managing edi- 
tor, Building Supply News, spoke 
on “The Future Trends in Prices, 
Changing Consumer Demands and 
Their Influence on Inflation.” The 
chief expansion of consumer sales 
since V-J Day has been in soft 
goods, with durable goods in 
greater scarcity. Hardware sales, 
for the first six months of the year, 
were 60 per cent above 1941, he 
said. If, in 1947, present trends 
continue, hardware sales should 
be double those of 1940 assuming 
the public can buy hitherto scarce 
goods. There will be more finished 
goods in the market in the coming 
year. He stated that he did not be- 
lieve that there will be much fluc- 
tuation in hardware prices. 

Officers and directors of the 
company are: Roy Beat, Mt. 
Horeb, president; Darwin Follett, 
Coloma, vice-president; P. M. El- 
lingson, treasurer. Other direc- 
tors are: F. E. McKichan, Feni- 
more, past president; Henry Ko- 
zelka, Prairie du Chien; C. E. 
Mielke, Markesan; O. H. Gaarder, 
Oxfordville, and F. E. Himes, 
Crandon. John A. Fitschen, Madi- 

son, is executive director, secre- 
tary and general manager. 

Entertainment features included 
music by The Swiss Family Fraun- 
felder and a concert by the Wis- 
consin School of Music String 
Orchestra. 
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@ Deluxe Mode! 203A — Induction 
type motor with 2-blade fan. Toe- 
switch control. Glowlight. White with 
tan base. Deluxe model 203 in tan. 












Chiliy days bring you customers “hot 
after an Arvin!” Because Arvins are 
priced so low, you'll sell them fast— 
and your Arvin selling season won't 
end until the last chilly day next 
spring. 

Your customers can choose one of three 
fan-forced Arvin heaters ... or an 
Arvin radiant heater with its direct, 
glowing comfort. Some will buy both 
—a fan-forced Arvin for the bath- 
room ... a radiant heater for other 






































rooms. 
The big Arvin advertising campaign in @ Standard Model 103—Same 
the leading national magazines heating and fan units as deluxe 
shown below is selling Arvins for models. Hand grip recessed in back. 
you now. Tie in... keep Arvin heaters Green with bright finished grill. 


up front in your store! You'll turn 
your stock fast—be ready with re-orders. 





@ Model 52 — Long heating element with brilliant, 
corrugated reflector. Bright finished grill and guard 
rails, Simulated hammered-bronze finish. 
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the name on products of experience from 


NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 
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This page is reproduced from Nov. 25, 1946, issue of LIFE by special permission of its publishers. I 
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Every business man should be interested in 
this story of increased income and taxes 
producing a lower net spendable income 


Mae KJ. LACEY, 


president and general manager of 
the Peck, Stow & Wilcox Co., South- 
ington, Conn., and his tax problems 
were brought to the attention of 
millions of Life readers, recently, 
when that national magazine ran a 
feature article as a follow-up to a 
similar article which was run by 
the publication in January, 1938. 
As his tax problem closely parallels 
those of all businessmen and be- 
cause “Jack” Lacey is so well known 
in the hardware field, Harpware 
ACE is reproducing, on the opposite 
page, this feature which appeared 
in the Nov. 25, 1946, issue of Life. 

Opening his personal tax reports 
to the Life reporter with the same 
candor as on the previous occasion, 
the article reveals the great increase 
in federal taxes which thousands of 
typical businessmen have experi- 
enced in recent years. 


Increased Nine Times 


This tax increase in Mr. Lacey’s 
case was nine times more for 1945 
than it was in 1937 when he paid a 
tax of $2,000 on a taxable income 
of $27,000. Now Life shows that his 
tax for 1945 was $18,800 on his net 
taxable income of approximately 
$40,000. 

Despite the fact that his income 
increased $13,000, or nearly 50 per 
cent, since the first Life article 
based on his 1937 tax experiences 
ran in the Jan. 17, 1938, issue, the 
article shows that after paying tax 
on his 1945 nearly 50 per cent 
greater income he had $3,800 less 
net than in 1937. 

An analysis of the $18,800 tax 
Mr. Lacey paid in 1945 provides 
the following breakdown to show 
how his tax would be spent, accord- 
ing to federal expenditures for the 
year 1946-47: 


National Defense ....... $8,189.66 
Veterans’ Pensions and 
NE fics icbes tnd 2,738.02 
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Interest on Public Debt 2,211.21 
International Finance 1,852.6% 
Refunds 823.05 
Aids to Agriculture 525.14 
Social Security, Relief 

and Retirement ; 551.00 
Department of Interior .. 468.90 
General Public Works 390.81 
Treasury Department 227.83 
Post Office Department .. 105.87 
Housing 93.97 
Department of Agricul- 

ture Gee 88.97 
Payroll Increases since 

Budget made 71.33 
Independent Offices .. 68.45 
Department of Commerce 67.57 
Federal Security Agency 62.82 
Government Corporations 61.94 
Department of State 58.19 
Department of Labor .. 50.66 
Department of Justice ... 33.79 
Federal Works Agency .. 33.70 
War Dept., Civil Func- 

tions : 11.26 
Judiciary 7.51 
District of Columbia 3.75 
Executive Offices of the 

President .. {3 1.88 


One of 2,000,000 


In the 1938 article Life stated 
that Mr. Lacey was one of some 
2,000,000 Americans who paid a 
personal income tax at that time. 
He was, furthermore, one of the 3.5 
per cent (earning over $10,000 a 
year) of that group who paid 86 
per cent of the income tax total. 

That article pointed out that Mr. 
Lacey got into this tax bracket 
through his own efforts, and that he 
is “the son of a Jefferson, Wiscon- 
sin, Irish blacksmith.” He went to 
work as a horseshoe-nail salesman 
at 17, rose through the sales ranks 
of horseshoes for U. S. Steel and 
Capewell and of Pyrex ovenware for 
Corning Glass. In 1930 he joined 
the Peck, Stow & Wilcox Co., which 
was founded 161 years ago. He be- 
came president and general man- 
ager of the firm in April, 1933. 





STAR blades 


make more money 


HAND BLADES 


Srar blades are money makers on 
every count. The Star name brings cus- 
tomers to your store. The Star line — 
complete, with the right blade for 
every job—assures a satisfied customer 
because he gets the blade he wants — 
whatever he wants. And Star perform- 
ance... well, customers will tell you 
about that when they come back for 
more Star Blades. Join the ever-increas- 
ing number of prosperous Star dealers. 
Let the Star sign be a dollar sign for you. 


—a 


BAND SAWS, Metal 


(including skip-tooth) 4 






























on back saw and band saw 
selection and use—complete 
specifications and prices. |g 
Order your free supply now. ST 


a Ys Sold only through recognized distributors 


wy LLEMSON 5 








liger Grip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Outwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


cathy Send For New 
ay CATALOG 
: Big, new catalog 


lists full line of 
ADVANCE work 
loves including 
eather palm 
sloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


ADVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-8, 901 W. LAFAYETTE BLVD. 
DETROIT 24, MICH. 


Detroit. Toledo» Chicago+Rome, Ga 











An Independent Store 
Run on Chain Store 
Methods 


(Continued from page 92) 


and proceeds to fathom the mys- 
tery of why the item did not 
“ring the cash register.” First, 
the item is checked to ascertain 
whether it has been properly dis- 
played so the customer would see 
it and the salesperson could find 
it. If it has been hidden under 
the counter or buried in a ware- 
house stock, a test is made to see 
whether it will sell when properly 
displayed. Next, it is checked to 
see whether it is competitively 
priced. If it is priced higher than 
in other stores, it is repriced. If 
the lagging article has been prop- 
erly displayed and is not over- 
priced, orders are given for the 
salespeople to “push” it. 


Reduction Last Resort 


When efforts to interest cus- 
tomers in the slow moving mer- 
chandise have been unavailing, 
the price is reduced but not before 
these other methods have been 
tested. 

“The problem of markdowns is 


the last resort and not a substitute | 


for good salesmanship,” he says. 
“On many items it is the cheapest 
way out. If I make a bad buy, 
it is smart to face up to it and 
take definite action, rather than 
let the merchandise tie up work- 
ing capital. This is especially 
true of wartime substitutes or 
goods of inferior character now 
on the market which will be re- 
placed with improved qualities 
available six months hence. 
“Prompt, customer approach 
and real courtesy to customers are 
badly needed in stores today,” 
comments Mr. Duncanson, who 
states that he would like to see a 
nation-wide contest put on by 
hardware dealers in which sub- 
tantial prizes are offered for 
the most courteous salespeople. 
Regarding the incentive wage 
plan, much has been said and there 
is no question but that this is the 
very best method of compensating 
salespeople,” Mr. Duncanson says. 
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“Of first importance is the selec- 
tion of good salespeople and 
proper training.” He advises a 
flai salary and an overwrite on 
sales of the department or certain 
lines of merchandise. He believes 
that specific people in the store 
should be made responsible for 
certain lines of merchandise, see- 
ing that the goods are properly 
displayed, correctly priced, and a 
check kept on the movement of 
stock. 


It is Mr. Duncanson’s recom- 
mendation that the department 
manager and individuals des- 
ignated to look after certain lines 
of merchandise receive a straight 
salary plus a small percentage as 
incentive payment on the total 
sales of the section for which they 
are responsible. Being charged 
with some responsibility is an in- 
centive to the employee to accept 
responsibility and do a_ better 
selling job. The objection to the 
commission form of compensation 
is that employees will start grab- 
bing sales, resulting in a neglect 
of day to day duties of stock- 
keeping and other unattractive 
work in connection with store- 
keeping. Instead of getting 
wanted results, commission selling 
usually winds up with a mess on 
our hands, except major appliance 
selling,” he states. 


“We are on the verge of enter- 
ing a seller’s market when proper 
in-stock condition, proper presen- 
tation of merchandise and better 
service will be required if, as in- 
dividual merchants we are going 
to get our share of the customer’s 
dollar. No longer will Mrs. Jones 
be going from store to store look- 
ing for an electric iron, etc.,” this 
former chain store manager as- 
serts. “The time has come when 
independent merchants of the 
country can no longer ignore 
chain store competition. Their 
values are in most cases not as 
good, certainly no better than 
those of the independents. Their 
methods, however, have generally 
proven successful, both in sales 
volume and profit-wise. It is go- 
ing to require the full co-operation 
of. manufacturer-jobber-dealer, if 
the independent merchant is to 
hold and improve his position.” 
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Protection Your Customers Need 








Sell your customers Fulton tarps for their combines 
to protect the canvases from dew and rain — for 
tractors, grain drills. all machinery exposed to 
weather. This tough, all-weather protection adds 
years to the life of equipment. It’s protection for 
your customers — profit for you. 


Fulton is built for hard, all-purpose service around 
the farm. Rope holes are triple reinforced, lined with 
rust-proof metal grommets... the strong, tightly 
woven canvas is permanently “pressure impregnated” 
with Fulton’s exclusive weather and mildew treatment. 


Fulton tarps, backed by 75 years of reputation for 
value, are sold only through appointed dealers. 
Eight factories are strategically located to give you 
quick service. 





FULTON BAG & COTTON MILLS 





Motorists Can Stop 
And Shop Here 


(Continued from page 89) 


select merchandise with a min- 
imum of interference. Store in- 
terior and fixtures are of ivory 
and cream with black trim. 


Main Departments 


Merchandise departments are 
divided into the following main 
divisions: hardware, paint, 
builders’ hardware, glassware, and 
kitchen supplies. The Fultons han- 
dle a full line of building supplies 
and materials in conjunction with 
the hardware lines, which offers 
another service to the builder and 
painter. In fact, the paint depart- 
ment is one of the store’s special- 
ties. 

George Fulton has been in the 
business for eight years. He be- 
lieves thoroughly that it pays to 
modernize to get volume. And he 
has proven to himself that attrac- 
tion is a great factor in sales build- 
ing no matter how large or small 
the scale of business may be or 
what lines of merchandise are 
being sold. 


Plumbing Display 
Stimulates Business 
In Other Lines 


(Continued from page 95) 


to 10 men constantly working on 
plumbing and heating jobs in 
Owosso and vicinity. Naturally 
many plumbing fixtures are sold 
because of such contacts with cus- 
tomers. However, the store dis- 
play of plumbing items helps to 
attract the attention of homeown- 
ers contacted in no other way. Not 
only are fixtures sold through 
such displays, but plumbing in- 
stallations and repair jobs are 
often secured as well. 

The firm often features plumb- 
ing items, especially shower stalls, 
in its regular newspaper advertis- 


ing. 
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Latest News on 
RECONVERSION 
on page 140 
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Getting the Sales Force 
Back “On the Beam” 


(Continued from page 94) 


time and thought to list from 50 to 
100 pertinent questions about your 
product, your selling methods, your 
distribution, your sales equipment, 
the demands of your organization 
and your products, and similar per- 
tinent points. 

After drawing up such a list, most 
of you will be completely surprised 
to see how sharply this job evalu- 
ation defines the qualifications for 
the ideal salesman in your particu- 
lar field. Such a list may do even 
more. You may find, as some man- 
agers have, that there is not a single 
clear-cut pattern for your business. 


More and more, business is learn- 
ing to apply careful scrutiny of the 
aptitudes of the men it chooses. 
From airlines to building material 
manufacturers, psychological testing 
is in growing use. Nowhere is such 
selection more important than in se- 
lecting the sales force. Many men 
are constitutionally unable to work 
for themselves, or by themselves. 

They can’t anticipate; they can’t 
get started without prodding.. They 
can’t organize and carry through a 
program requiring the _ initiative 
which is necessary in selling. And 
too many of them can’t stand pros- 
perity. 

Keeping such men out of your 
sales force is just as important as 
any other human problem in man- 
agement. These men who can do a 
good job in other capacities, but they 
are misfits in our field. 


Training and Retraining 


The third essential in getting the 
sales force on tomorrow’s beam is 
the matter of training—training of 
new men and retraining of others. 
I was talking last week to the sales 
manager of a prominent Chicago 
company whose sales force has sup- 
posedly been held intact through the 
war period. This man recently made 
an analysis of that sales force. To 
his complete surprise, he found that 
26 per cent of the entire force had 
worked for the company less than 
one year, and that more than half of 
the force had been employed less 
than three years. 

Undoubtedly, an inventory of your 
own situation would bring out sim- 
ilar facts. So, the sales story that’s 
old to you is new to an important 
number of your men. Arguments 
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G-E Watch Dog 
Starters for 
Fluorescent Lamps 


Fluorescent lighting is quick to win 
friends . . . and the starter you sell 
can do a lot to make it a LIFETIME 
friendship. 

You'll “build character” with cus- 
tomers fast, when you show how 
simple it is to end the blink problem, 
once and for all, by installing 
Watch Dog? starters. 

Watch Dog starters contain a 
built-in cutout that takes failing 
lamps off the line at once, as soon 
as their useful life ends. Multilamp 
luminaires can be kept lighted; re- 
lamping need not be rushed at an 
awkward moment. What's more, the 
Watch Dogs protect the ballast 





SELL THE STARTER THAT MAKES 


LIFETIME FRIENDS! 


FOR FLUORESCENT LIGHTING 


and reduce complaints of short 
starter life. 

When a customer wants a few 
“replacement” starters, tell him the 
Watch Dog story. He'll see the ad- 
vantage of installing Watch Dog 
starters throughout. 

There’s a Watch Dog starter for 
all fluorescent lamp sizes — one of a 
full line of G-E accessories to help 
you and your customers make the 
most of Gimussent lighting. For 
more information, write to Section 
G25-1229, Appliance and Merchan- 
dise Department, General Electric 
Company, Bridgeport 2, Conn. 

*Trade-mark Reg. U. S. Pat. Off. 


GENERAL @ ELECTRIC 




























Utica Pliers 


FOR MORE TOOL MILEAGE 


OOD 


UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,.NEW YORK 
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that you used five years ago, and 


brand new sales ammunition to 
them. 

On the other hand, your older 
men, whether they admit it or not. 
have become rusty. They are out of 
practice; they have had a long in- 
| terval to forget the ways of active 
| selling. They have gone soft. And 

the more intelligent men’ are secret- 

ly aware of this fact themselves. 

They are wondering whether they 

can pick up where they left off; 

whether their grip has slipped a 

little; whether they really remember 

just how they used to do it. They 
need re-education and _ intelligent 
guidance as they have never needed 
it in the past. 
We are apt to forget that not only 
| is much of the country’s sales force 
| new and much of the selling situa- 
tion strange and different, but that | 
our customers too have changed tre- 
| mendously. For most businesses, the | 
| age group between 20 and 35 years | 
is the most active group of custom- 
| ers. In 1940 there were 33,000,000 
| people in this age group. They were 
| the people who knew the products 
| ef American business—the custom- 
| ers whom business hoped to serve 
| again after the war. It may surprise 
| you to realize that since Pearl Har- 
bor, 12,500,000 new faces have ap- 
peared in this group... a 37 per 
cent replacement of the most active 
pre-war customers. 





Population Changes 





During the war years alone 


1. 6,000,000 new families came | 
‘ * . . | 
into existence in this country. 


2. 5,600,000 old customers were 
buried. 


3. 11,300,000 new customers were 


| born. 


4. More than 15,000,000 Ameri- 
cans went into uniform and out of 
the market—to come back with new | 
tastes, new knowledge and new de- 
sires. 

And this radically changed list of | 
customers has the power to make 
terrific impact on business—because 
consumer income today stands more 
than twice as high as in the last pre- 
war year. ; 

I fear that the human need for 
preparing salesmen to work in this 
greatly changed market is more uni- 
versal than some sales managers 
have realized. It isn’t only the com- 
panies who went into the war busi- 
ness whose sales forces have been 
either disorganized completely or di- 
verted far from their former activi- 





perhaps have forgotten, would be | 


| 









1 The only saw that cuts dif- 
ficult curves, square cor- 
ners—any pattern— with- 
out turning work. 

2 Ideal for craftsmen, hobby- 
ists—or anyone who works 
with wood, plastics or 
light metals. 

3 Sharp, long-lasting blades 
won't break. And they'll 
fit most coping saws and 
jig saws, too. 

Stock it...and display it! Call your, 

wholesaler today. Or write for 

name of distributor nearest you. 





NOW NATIONALLY 
ADVERTISED IN 
Popular Science 
Popular Mechanics 
Home Craftsman 
School Shop 
Cosgroves ond 
other publications 











TYLER SPIRAL saw BLADES: Shipped 
ready for display in packages of 3, 
6 or 12 blades. 

TYLER COPING SAW FRAME: Mounted 
on colorful display card, complete 
with four blades. 
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ties. Our concern must extend be- 
yond the salesmen who were put 
onto priorities, procurement, expe-- 
diting, and similar war-time tasks. 
We can’t overlook the fact that 
even though a salesman has stayed 
through this upset period with the 
same tobacco company, food packer 
or producer of other war and civili- 
an needs, nevertheless one thing has 
been true in every case of which I 
have any knowledge. Universally, 
we have gone through a period of 
shortages, rationing, and delivery 
difficulties which have combined to 
turn salesmen into apologists. In- 
stead of “that old push,” we have 
trained them to put on the brakes; 
to ask customers not to order instead 
of convincing them that they should. 
And while they may still be experts 
in persuasion, it has been a long 
time since they have had to use the 
kind of persuasion on which busi- 
ness will have to depend tomorrow. 
We of management face the dif- 
ficult task of redirecting diverted 
abilities; of restoring the morale and 
efficiency. without which we cannot 
expect real sales accomplishments. 


The Four Facets 


There are probably 50 different 
facets of this problem. So, let 
me select only four of them in ac- 
cordance with the importance in 
which I see them ranked. 

1. The first of these human prob- 
lems, in restoring morale and effi- 
ciency, is that of establishing exact- 
ly what we expect a salesman to do; 
establishing it so that not only the 
salesman but also the management 
understands what is expected, and 
understands it in common terms. 

In the past, this has been done far 
too rarely. Sales management has 
been content to lay out its require- 
ments verbally and piece-meal; it 
has relied on the salesman to be an 
expert “pass catcher”; to grab the 
ball in mid-air and run with it suc- 
cessfully. I don’t think you will 
find this works in the future. 

The conscientious job evaluation, 
such as I referred to earlier, will 
give you a new understanding of 
just what you do require of your 
salesmen. In almost every case, 
you will find that only a part of 
his time is to be spent in selling. 
You expect him to do merchandis- 
ing and sales promotion work; to 

conduct sales training programs for 
dealer or jobber salesmen; to make 
estimates and quotations; to unearth 
prospects; perhaps to do window 
and display work; to keep sales rec- 
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Known Around 
the World 
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CAP and SET SCREWS 
MACHINE BOLTS 
CARRIAGE BOLTS 
LAG BOLTS ¢ STOVE BOLTS 
SEMI-FINISHED NUTS 


x * * 

- Dependability for over a quarter of a century has 
made the name TRIPLEX opular wherever 
threaded fasteners are used. Jobbers and distri- 
butors can now write for new, illustrated catalo 
just off the press. It’s complete in every detail. 






THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue Cleveland 5, Ohio 
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Dri-Seal 
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ss IMPLY brush or spray liquid Dri- 
Seal on wood, masonry or leather 
and they shed water like a seal’s skin. 
Dri-Seal quickly penetrates pores and 


I seals out water. Treated surfaces are 
impregnated — no peeling off. Any- 
one capable of painting can apply — 
no experts required. 

Dri-Seal prevents mildew, fungus 
growth, dry rot. Stops termites. Meets 
the rigorous demands of semi-tropical 
and tropical climates. 

Uses for Dri-Seal products seem 
endless. Just a few of the many are: 
basements . . . concrete water tanks 
... Silos ... boats . . . leather sport- 
ing goods ... shoes .. . luggage .. . 
buildings... window sashes and sills 
. .. harness. Farm, home and factory 
offer a tremendous 3-way market. 
The first sale means repeat sales. 


Dri-Seal Products Inc. bas an 
attractive proposition for whole- 
salers and dealers. Write today. 


DRI-SEAL 
PRODUCTS INC. 


2326 N. 3rd Street 
MILWAUKEE 12, WISCONSIN 


122 




















ords and write reports; to check and 
replenish consumer inventories; to 
adjust complaints; to know com- 
petitive merchandise and its vulner- 
able points. 

Or, if not these, then another list 
as complicated and demanding! Yet, 
a survey made this year among sales 
executives brought out the fact that 
these extremely complicated job re- 
quirements, in the majority of cases, 
are set up verbally—and never out- 
lined, summarized or otherwise con- 
firmed, even partially, in writing. 

2. The second, and equally obvi- 
ous, problem in maintaining morale 
and efficiency is-creating adequate 
incentives and rewards. Yet, while 
it is so obvious, we find many an 
executive magnifying this human 
problem rather than overcoming it. 

For example, too often we have 
seen a sales force put on a special 
drive based upon a poorly-thought- 
out plan of compensation. The plan 
looked good—sales were increased. 
But the net result for the salesmen 
was a very small increase in net 
earnings. Special effort, in all fair- 
ness, deserves special reward. And 
a man is content in a job only when 
he gets such fair rewards. 

3. The third human problem in 
the building and maintenance of 
morale and efficiency is that of op- 
portunity. 

A. Does the compensation plan re- 
ward for a job well done? 

B. Is there a genuine opportunity 
for promotion? If so, to what job 
classification may a good man hope 
to advance himself? How good are 
his chances of getting there? 

C. What’s the reward if he does 
make it, and what are the qualifica- 
tions that will get him there? The 
man to whom, you hold out the bait 
of opportunity has a right to know 
the specific answers to these ques- 
tions, and he will be a better man 
if he does know them. 

4. As a final point in this particu- 
lar list, let me touch on one which 
is far too generally overlooked. 
Along with the human desires for 
security, opportunity, and reward, 
there is one other and very impor- 
tant one. That is the desire for the 
feeling of “belonging,” of being on 
“the inside.” 


Regular Letters 


One of the best investments you 
can make is a personal letter from 
you at regular intervals, taking your 
men behind the scenes. If produc- 
tion schedules are thrown off, tell 
them why and what is being done to 





solve the problem. This isn’t just a 
question of making the salesman 
feel he is on the inside—it’s abso- 
lutely essential to the performance 
of his job in the field. 

In conclusion, I want to touch on 
one more thing . . . one each of us 
might just as well face frankly. 
This is the fact that we in manage- 
ment, whether we will admit it or 
not, are rusty too! It has been a 
long, long time since most of us 
have handled some of the sales prob- 
lems, and particularly some of the 
human problems, which are a normal 
part of sales management. 


Leadership Essential 


We can’t ask or expect perform- 
ance in the field without the very 
maximum of planned and _intelli- 
gent leadership, understanding and 
direction. Many a salesman’s gripe 
of today, many a floundering, dis- 
contented man in the field, is the 
direct result of management’s failure 
to start functioning again in high 
gear, as we used to function. 

It’s a harder job to take the rusti- 
ness out of your own operation, than 
it is to bring a rusty salesman back 
to top performance. What we need 
is an honest admission to ourselves 
that while the wheels are grinding 
and business is picking up speed, 
there is sometimes an unpleasant 
grinding in our own gears. 

There is a job that we ourselves 
must do before the machine hums 
smoothly. Let’s re-examine our own 
performance; our attitude and our 
understanding of the human prob- 
lems our men face. This is neces- 
sary to get ourselves on the beam. 
And there is an urgent need to re- 
alize that we can’t hire a man as we 
buy a machine, and automatically 
get what we have bought and paid 
for. 

The recognition of human prob- 
lems and the treatment and guidance 
of our sales force as humans can 
make the difference between just an 
ordinary or a highly profitable per- 
formance, for the salesman and his 
corporation. 

Whether we like it or not, and 
we should not only like it, we should 
be tremendously enthusiastic about 
it, the men of today have a greater 
desire for human rights and a more 
insistent demand for human recogni- 
tion than at any time within mem- 
ory. The man who has his own re- 
spect because he has yours, can be 
a more successful man in the years 
ahead than most of the salesmen you 
have guided in the past. 
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... SLIPS HOSE ON AND OFF cxo¢aucty 


Here is the most convenient assistance the gardener ever 
had. With the BANA Slip-Tite faucet adapter on each 
faucet around the outside of the house, and a hose adapter 
on the end of each hose, connections may be made in- 
stantly for much easier watering. Merely slip the hose 
adapter into the faucet adapter for a complete union. 


@ No more leaky connections 
@ No more bother with twisting hoses 
@ No more worry over lost washers 





These high quality Slip-Tite Couplings are finished 
castings made from a rust proof alloy, with permanently 
mounted neoprene gaskets to insure a water tight fit. 
Display Carton contains: 


18 Complete units 
24 Extra faucet ends 


At these low prices no gardener can afford to be without them. 
Complete Couplings (Retail). . . . . . 69¢ 


Faucet Adapters... .« 42¢ 
Hose Adapters ....-. +++ + + 298 


4 Display cartons to Container 
Shipping weight 34 Ibs. 


Spite WOSE COUPLING 





SWIVEL SNAPS + WALL TYPE CAN OPENER + BANTAM VISE + BIG GAME SHOOTING GALLERY + AUTOMATIC TOY PISTOL 


a! BANA products 


BANA COMPANY #116 New Montgomery St., San Francisco, Calif. 
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_The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 








This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 
The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
@ new cardboard-bound edition is now 
available at only $1 per copy. 
Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 








Pee eeeneea = v5 


MAIL vens Couren TODAY 
Herdwore Age, 100 E. 42nd St., N. Y. 17, 
N.Y. Send: 


—— Cloth-bound of “Toki the 
Out Buliders’ - 
@ $1.50 per « in the U. S. (Canada 
and Foreign @s—$2.00). 
— Gertiomd- bonne of "T 
the Mystery Out Of builder’ Mord: 


(Eaneds ond Porsign Countrler—S1 30). 


We Pay Postage If Payment Is Enclosed 


a 
t 
’ 
‘ 
8 
4 
’ 
© 
t 
¢ 
¢ 
8 
s 
4 
* 
’ 
a 
* 
s 
s 
e 
# 
‘ 
] 
%s 


124 - 


Builders Hardware Quiz 


HE questions in this quiz cover points brought out in Adon H. Brownell’s 

book “Taking the Mystery Out of Builders’ Hardware.” They are valu- 
able to you as a test of your knowledge in view of the ever-increasing impor- 
tance of builders’ hardware in the hardware picture. See how many of them 
you can answer without referring to the answers. 


CHAPTER 28—INTERMEDIATE COURSE 
Window Hardware 

1. What three types of hardware are suitable for fastening the first leaf 
of a pair of casement windows? 

2. What detail must be watched, as to the position of the handle, when 
ordering bolts? 

3. Name three types of strikes used with bolts. 

4. Name three types of strikes used with casement fasteners. 

5. What must you watch for when furnishing casement adjusters? 

6. What type of adjuster has largely replaced the set screw type? 


. What type hinge must be used when a single outswinging casement 
occurs on the second floor and why? 

8. What advantage does the worm gear adjuster have over a friction ad- 
juster? 

9. What four details are important when furnishing the usual surface 
transom lift? 

10. Where are concealed transom operators generally used? 


CuHapter 29—INTERMEDIATE CouRst 
Shutter and Screen Hardware 

1. What is the first thing you must know in order to furnish the proper 
shutter hardware? 

2. Name three frequently used shutter accessories. 

3. Name three types of spring screen hinges. 

4. What two types of screen door locks are most generally used? 

5. Name two popular types of screen door closers (type, not manufacturer). 

6. Name two screen door accessories which add “plus” business. 
7. What hardware item can you use to permit additional ventilation on 
storm sash? 

8. Where can you best learn more about screen and storm sash hardware? 

8. What is the name of a shutter hardware item which permits the opera- 
tion of shuttet from the inside? 


10. What is another name for a shutter dog? 


Cuapter 30—INTERMEDIATE COURSE 
Miscellaneous Items 
1. Name three accessories for bedroom closets that afford good “plus” 
business. 
2. Give 11 places where door closers are often used in better residential 
jobs, 
3. State three other accessories attached to doors, often overhead, which 
bring additional business. 
4. What special requirements do you need in order to go into the overhead 
door business? 
5. Name four other popular types of garage door sets. 
6. Name two ways of building up hinged set sales. 
7. What item, omitted on garage sets by the manufacturer. must you in- 
clude? 
8. Where are residential sliding door sets fastened? 
9. What must you particularly mention when ordering sliding door sets 
from the factory? 
10. Name two popular types of door holders on house doors. 
(Answers on page 158) 
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draws more customers — boosts profits 


INCREASE THE POPULARITY 
OF YOUR STORE 
BY MODERNIZING...NOW! 


MORE CUSTOMERS are attracted — you make greater profits — when you 
modernize your store with Pittsburgh Glass and Pittco Store Front Metal. Here 
is an example of what was done with a hardware store in Minocqua, Wis. 





MINOCQUA HARDWARE CO 
Fishing Tackle ©) Sporting Goods 
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The Hardware Store with EYE-APPEAL — inside and out — 





f-------- nnn --- 


Pittsburgh Plate Glass Company 
2482-6 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of your 
illustrated brochure, “How Eye-Appeal Inside and Out Increases 


® Successful merchants know that a modern 
front is like a magnet — it attracts passers- 
by ...draws them inside. And a smart 
interior arrangement makes them prefer that 
store. That means a steadier flow of cus- 
tomers, increased profits. The magic secret? 
It isn’t magic and there’s no secret: These 
merchants simply recognized the value of 
modernizing their stores with Pittsburgh 
Glass and Pittco Store Front Metal and did 
something about it. 

You, too, can increase the popularity of 
your store—make more money—by following 
the example of these progressive merchants. 
Why not look into the idea of remodeling 
your store now — inside and out — with 
Pittsburgh Glass and Pittco Store Front 
Metal? Your architect knows all about the 
advantages of these products. Be sure to dis- 
cuss your problems with him. That will 
assure you a well-planned, economical de- 
sign. We'll be glad to cooperate with you and 
with him. In fact, if you want them, you can 
arrange for convenient terms through the 
Pittsburgh Time Payment Plan. 

While you’re thinking about it, send for 
your free copy of our recently published 
booklet, which gives you valuable informa- 
tion and scores of interesting illustrations of 
Pittsburgh Glass and Pittco Store Front 
Metal installations. The coupon below is for 
your convenience. 
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Put a sturdy KWIKHEAT Thermostatic 
Soldering Iron in this new 3-color display 
to perk up sales, get faster turnover and 
more profits. One of these attractive 
3-color displays is included in each standard 
package of one dozen Kwikheats .. . or, 
you may order your displays from the 
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| TIP ' factory at no charge. 
STYLES | 5 Kwikheat Thermostatic Soldering Irons 
0 <——-th |" almost sell themselves with their speedy 
—_-" \ | heating (only 90 seconds), built-in heat 
control, cool handle, light weight, nice 
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balance and seven interchangeable tips. 
Now, a more powerful, twin-size Kwikheat 
is available...450-Watt in same dimensions 
and weight as the 225-Watt, but twice the 
power. Sell Kwikheats for profits...let this 
new silent salesman aid you. 


ORDER YOUR DISPLAY... TODAY. WRITE... 
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THERMOSTATIC 
SOLDERING IRON 


A Division of SOUND EQUIPMENT clo} 3 Jamo} am ey -Wal a 
3903 San Fernando Road «+ Glendale 4. California 
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“Industry Has Almost 
Completely Surrounded 
Itself With 8-Balls” 
(Continued from page 98) 


America now depends, must begin 
with the establishment of retail dis- 
tribution of that truth within the in- 
dividual neighborhood and commu- 
nity. Such merchandising varies not 
at all in principle from the mer- 
chandising of a tangible consumer 
product. 

“The virtues of our patent system 
and of our Fair Trade Laws must be 
sold by neighbors to neighbors. Lo- 
cal manufacturers recently have 
made, with phenomenal success, 
their first contribution to a neighbor- 
to-neighbor demonstration of the 
propulsive power of our patent 
system. 

“The potency of Fair Trade, as an 
indispensable factor in resisting en- 
croachment of retail monopolies, 
must be made clear within the indi- 
vidual community—by neighbor to 
neighbor. 

“A beginning toward community 
penetration with the truth about Fair 
Trade has been made. A simple 
plan has been developed by which 
hundreds of thousands of resellers, 
including neighborhood retailers, 
may transmit to the consumer a con- 
sciousness of the contributions of 
Fair Trade to his welfare. 


An Effort Made 


“An effort has been made, it is 
believed successfully, to incorporate 
in this Fair Trade educational pro- 
gram means for making it even- 
tually self-sustaining financially. 
Those interested in Fair Trade will 
be given an opportunity to co-operate 
in this ambitious program and to 
participate in its benefits. 

“In the meantime let us all be 
reminded that the enemies of Fair 
Trade are impelled by a fanatical 
ideology which will permit no relax- 
ation of their efforts toward frag- 
mentation. 4 

“You will remember that, within 
weeks thereafter, the Federal Trade 
Commission released a so-called re- 
port highly condemnatory of Fair 
Trade. Scripps-Howard turned upon 
the defeated efforts to restrict retail 
monopolies in the District of Colum- 
bia by giving it a Fair Trade Law. 
Senator Saltonstall, who sponsored 
the District of Columbia Fair Trade 
Bill in Washington, dropped it like 
a hot potato—as did also traditional 
champions of Fair Trade throughout 





the nation. 
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“The enemy had not quit. The 
enemy will not quit. Only relentless 
vigilance, and some sacrifice of time 
and substance on the part of those 
manufacturers practicing Fair Trade 
and working through this Council, 
can prove effective in carrying the 
Fair Trade story persuasively to 
those neighborly folks who on elec- 
tion day frequent the polling places. 

“Those polling places are just 
around the corner from that neigh- 
borhood retailer who will be mighty 
happy to retail, along with his mer- 


chandise, the gospel of Fair Trade— | 


whenever we place in his willing 
and able hands the means for 
doing so. 

“Let’s help our neighbors use 
simple truths about the source of 
America’s power—to bat that in- 
visible curve of alien inspired propa- 
ganda clear out of the American 
lot.” 


The Dean’s Page 
(Continued from page 104) 


they did in prohibition days, are 
seeking to become respectable busi- 
ness men for the sake of their wives 


and children.” 
* * * 


An old friend, a_hardware sales- 
man, has just called on me. He 
showed me a billfold I gave him 
years ago. On this pocket book was 
printed a quotation from Robert 
Louis Stevenson which has always 
been a favorite with me, “To travel 
joyfully is better than to arrive and 
the true success is to labor.” He dis- 
cussed the present abnormal condi- 
tions in selling. He said this year he 
had only traveled 12 weeks—one 
week a month—and his sale and 
profit volume on the same terri- 


tory was greater than in any former | 


year when he traveled, working 
hard, for 52 weeks. He said his 
house paid him full salary, but cut 
his traveling time as they could not 
take care of the current volume of 
business. He admitted that high 
prices helped his volume and prof- 
its. Naturally, he realizes that such 
conditions can’t continue, but, he 
said, it is great while it lasts. Yes, I 
added, it has been fine for about 60 
per cent of our population, but 
tough for the other 40 per cent who 
are living on fixed incomes. I added, 
with apologies to President Lincoln, 
“A country can’t stand with 60 per 
cent making abnormal incomes and 
40 per cent on the verge of star- 
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LEVELLAND 
"HAIN 


WELDED AND WELDLESS 
FOR EVERY PURPOSE 





























® High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 


REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


SALES MASTER 


A larger display stand hold- 
ing six full reels of chain 
and having compartments in 
the base for storing and mer- 
chandising heavier types of 
chain such as Proof Coil. 


AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland (hain & Ylg. Co. 
Gleveland, 5 Ohio 
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TOY MAKERS TOLD GERMAN-JAP TOYS 


THREATEN AMERICAN TOY INDUSTRY 


Toy Fair Dates, March 10-22 


Toy makers’ counsel tells convention rehabilitation 
of former Axis light industry may bring heightened 


for its 30th annual 
convention, Dec. 5-6, 1946, at the 


Hotel McAlpin, New York City, 


Meeting 


the Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave.., 
New York, considered the revival 


of the toy industry in Germany 
and Japan as a very real threat 
The 


competition 


to the domestic industry. 
picture of foreign 
was presented to the convention 


by Dow W. 


D. C., counsel for the association, 


Harter, Washington, 


who discussed Japanese and Ger- | 


man competition. 

Mr. Harter said that since Con- 
gress demands that military occu 
pation expenses be cut, the only 
way to do this was to permit the 
light industry which 
would include toys so Germany 
Japan may start to pay 
their own way. He said that this 
was no ordinary tariff problem 


revival of 


and 


and stressed that we should not 


destroy our large and growing 
toy industry and throw thousands 
of workers out of employment. 
Some measure of optimism in 
the picture came from Mr. Har- 
that 


U.S. State, 


ter’s statement prominent 


officials of the 


War | 


foreign toy competition. 


and Commerce departments have 
been contacted and are in agree- 
ment that there will be no dump- 
ing of toys from the occupied 
areas into the United States. Im- 
port duties will be paid and it is 


‘ 
cline. The outlook for 1947 de- 
pends entirely on the attitude of 
labor.” 
At the 
Dr. Leo 


luncheon, 
professor of 


convention 
Wolman, 


| economics, Columbia University, 


the aim of our Government to 
get every dollar possible for these 
German and Jap toys, he re- 
marked. 

Continuing his warning, Mr. | 
Harter pointed out that “the 


great threat comes in the build- | 


ing up of a modern, efficient toy 
industry in Japan and Germany 

. these may well ruin our do- 
mestic toy industry when curren- 
cies are stabilized and American 
buyers are able to deal directly 
with German and Japanese con: 
cerns, which they cannot do 
now.” 

Dr. Marcus Nadler, professor 
of finance, New York University, 
in discussing what toy manufac- 
turers can expect in 1947, said: 
“In many lines, of which there 
are no shortages even at present, 


ee 


the sellers’ market will rapidly be 


converted into a buyers’ market. 
Competition will be keener than 
ever before and prices may de- 





Seme of the officers and directors of the Toy Manufacturers of 
the U. 8S. A., Inc., left to right: James J. Shea, Milton Bradley 


Ce., director; Horatio D. Clark, 


association secretary ; 


L. M. 


McDonald, The Ohio Art Co., reelected president; Kenneth P. 
Fallon, A. C. Gilbert Co., newly elected vice-president. 
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said, “Only much greater self- 
control than has thus far been 
manifested will keep 1947 from 
being a troubled year in labor re- 
lations and in the evolution of 


economic policy. The 


NEWS 


| Plymouth, Mich.; J. S. Lehrem, 


| 1947) J. 





benefits | 


derived from wage increases are | 


certain not to last very long. The 
higher wages will promptly drive 
up prices and, in a much shorter 


Wolverine Supply & Mfg. Co., 
Pittsburgh, Pa.; B. G. Michtom, 
Ideal Novelty & Toy .Co., New 
York City. These directors will 
serve with the following hold- 
directors: (term e\pires 
A. Chrisman, South 
Bend Toy Mfg. Co., South Bend, 
Ind.; B. E. Fleischaker, Fleischa- 


overs 


ker & Baum, Inc., New York 
City; Arnold H. Munk, The 
Platt & Munk Co., Inc., New 


York City; Arthur Raphael, the 
Lionel Corp., New York City, 
and the following directors whpse 
term expires in 1948: Kenneth 
P. Fallon, the A. C. Gilbert Co., 
New Haven, Conn.; E. C. Garton, 
the Garton Toy Corp., Sheboy- 
gan, Wis.: D. M. Sellew, Auburn 
Rubber Co., Auburn, Ind., and 
James J. Shea, Milton Bradley 
Co., Springfield, Mass. 
Dates for the 1947 
American Toy Fair were set at 
March 10-22, in New York City, 
with permanent exhibits at 200 


annual 


| Fifth Ave., 1107 Broadway, and 


time than last year, the cost of | 


living will overtake wages.” 


| with 


Dr. Wolman pointed out that | 
our national policies have con- | 


ferred vast powers upon private 
interests through legislation such 


as the Wagner Act, and through | 
abuse of discretionary powers by | 


labor administrative boards such 
as the NLRB and that the only 
way to handle this accumulation 
of powers is by rewriting the law 
and limiting the powers of ad- 
ministrative agencies. 

The annual banquet of the Toy 
Manufacturers of the U.S.A., 


| Inc., was addressed by the Hon. 
John W. Bricker of Ohio. 





Officers 
ciation were: 
McDonald, the 
Bryan, Ohio; 
P. Fallon, A. C. Gilbert Co., New 
Haven, Conn.; treasurer, B. E. 
Fleischaker, Fleischaker & Baum, 
New York City: vice-president 
and assistant treasurer, Arthur 
Raphael, the Lionel Corp., New 
York City. Horatio D. Clark is 
secretary with offices at the asso- 
ciation’s headquarters, 

Directors elected for a three- 
year term are: J. M. Breneman, 
Hubley Mfg. Co., Lancaster, Pa.; 
Cass S. Hough, Daisey Mfg. Co., 


elected by the asso- 
President, L. M. 
Ohio Art Co., 


vice-president, K. | 





other year-round display rooms, 
temporary exhibits at the 
Hotel McAlpin. 


NEWMAN MFG. & SALES 
PLANS EXPANSION; 
ADDING LINES 


The Newman Mfg. & Sales Co., 
Inc., 205 Westport Rd., Kansas 
City 2, Mo., was recently incorpo- 
rated, with an authorized capital 
of $75,000. The corporation took 
over the business and assets of 
the Newman Mfg. & Sales Co., 
which was not incorporated. 

Officers and directors are: 
James G. Gale, president and 
general manager; Wallace Agey, 
vice-president in charge of sales, 
and Connie O. Gale, secretary- 
treasurer. 

The corporation will expand its 
present facilities by the purchase 
of a larger building, which will 
provide about 20,000 sq. ft. of 
additional space. New machinery 
has been purchased. 

The firm expects to expand its 
line. The first addition will be 
quality, forged plastic-handled 
screw drivers, beginning with 
some 60 numbers. A little later 
the company plans to add a series 
of three new tree trimmers. 
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5. Lehrem, J. & M. HELLER CO. HAS | ing Larro formula feeds, grain} Mr. Long will work on the | DURO CO. MERGED WITH 
—_, Co., NEW SALES DIRECTOR and seeds, and a wide variety of | development of new products. | HYDRAULIC MACHINERY 
» Saaaom, | farm supplies and farm and dairy | Ekco manufacturers house-| 7}. Duro Co. Dayton, Ohi 
»Co., New Joseph Jacobson has been ap- equipment. wares, cutlery, kitchen tools and | the contndliieng, mile of whick 


ectors will ointed director of sales of the a ils i ; ; . : 
P utensils in eight American, one | was acquired by Hydraulic Ma- 











m4 a J. & M. Heller Co., Inc., White NEW DETROIT FIRM a and three English | chinery, Inc., Dearborn, Mich., 
a Seat MAKING LEVELS plants. 
yuth Bend, Schultes Level, Inc., 3379 -——- 
jew York oon cd thats ow line of | SHERWIN-WILLIAMS CO. 
ew Yor announc a Ww 
unk, The levels has been under way for "ar caer paar’ 
Inc., New the past few months. The presi- | 
phael, the dent of the firm is John Schultes,| Arthur H. Burt has been ap- 
‘ork City, Detroit manufacturer, who is pointed manager of the North | 
tors whpse | secretary-treasurer of Schultes Central District of the Sherwin- | 
Kenneth | Tool & Engineering Co., the Williams Co., 101 Prospect Ave., 
ilbert Co., parent organization. Cleveland, Ohio. 
C. Garton, The levels are being dis- L. T. Statham, who has held | 
, Sheboy- tributed nationally by Airway the post since 1943, has returned | 
v, Auburn Enterprises, Inc., 660 Michigan 
Ind., and Trust Bldg., Grand Rapids 2, | " 
: Bradley Mich. | Bb 
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CHAS. WEILAND, INC. 
NAMES NEW OFFICERS 




















re set at 
ork City, JOSEPH JACOBSON Raymond A. Yeager has been | | HARRY L. WISE 
is at 200 elected vice president, and Mel- | | ‘ 
way, and Plains, N. Y., manufacturers of | vin W. Lyon, treasurer, of the | on July 15, has been merged 
iy rooms, the “Hostess”-Ware Promotional | hardware wholesale firm of Chas. with Hydraulic and is now known 
s at the Housewares. Weiland, Inc., 149 Chambers St., as the Duro Co., Div. of Hydrau- 
Previously Mr. Jacobson was a | New York 7. Other officers of lic Machinery, Inc. The merger 
sales executive with the Boyle- | the firm are L. F. Yeager, presi- was effected Sept. 20. 
SALES Midway Co., a subsidiary of the | dent, and Jack Stern, secretary. It has been announced that no 
ON; American Home Products, and Peet tates physical changes have been an- 
5 _ more recently he represented sev- | DON LONG TO DEVELOP ticipated in the manufacturing of 
es eral national companies. He is a| NEW EKCO PRODUCTS Duro products, which include 
ote ~— president of the New York | pop Long, merchandiser for agg water omen water 
, ousewares Club. * filters and water systems. The 
incorpo- | the Ekco Products Co, 1949 N. following changes in the man- 
d capital Cicero Ave., Chicago, has” béen ARTHUR H. BURT a aeedia ai ws made: Harry 
tion took FRANK MILLER HEADS | promoted to assistant to the L Wise, president; Roe H. Heal, 
assets of SALES FOR FARM DIV. _| president, Lee B. Thomas. to Elmira, N. Y., his home town, | vice-president; Robert W. Wise, 
ales Co., OF GENERAL MILLS to take care of personal affairs. | secretary-treasurer; R. B. Baird, 
ed. Frank Miller hes been named | Mr. Burt, who has been with | sales manager; H.»J. Weimer, 
rs are: general sales manager for the Sherwin-Williams Co. since 1912, | general manager; J. H. Horn, ad- 
ent and Farm Service Division of General has served as general manager of | vertising manager, and J. R. Bur- 
ye a Mills, Inc., 400 S. 4th St., Min- trade sales since January 1943. | nett, works manager. 
= oe neapolis, Minn., it was announced Beginning work with the com- | - 
sewetaty: by L. R. Jamison, division presi- | pany in the advertising depart- | 
dent. ; ment, his early experience in- | R. GENS SENS 
pand its Mr. Miller has had wide experi- | cluded positions in sales promo- Leacan amar ricemaerl 
purchase ence as a market analyst and in | tion and as a salesman in the Raymond O. Heine, who un- 
ich will sales and merchandising promo- | North Central trade sales, Later | til several months ago had 
} ft. of tional work. He was formerly | he was manager of the Cleveland | represented the Yankee tool line, 
achinery sales manager ‘and later general | sales division, then manager of | made by North Bros. Mfg. Co., 
: manager of the Corbin Division | architectural and painter sales. Philadelphia, Pa, now a divi- 
pand its of the American Hardware Co. | In 1936, he was promoted to sion of the Stanley Works, is 
will be His new headquarters will be at the position of executive mana- | seeking a tool line or tool lines 
handled divisional offices in Minneapolis. | ger of dealer sales and served in | for representation in the mid- 
g with Through its 69 stores from this capacity until 1943. The | west. 
le later coast to coast, the Farm Service | North Central District which he He is temporarily making his 
a series Division furnishes farmers with now heads is the largest of the | home at 1212 Old Wyomissing 
rs, General Mills products, includ DON LONG company’s operational divisions. | Road, Reading Pa. 
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J. H. BUCHER 


LOWE BROS. APPOINT 
SALES SUPERVISORS 


Because of rapid business de- 
velopment the Lowe Brothers 
Co., Dayton F2, Ohio, has ele- 
vated three territory representa- 
tives to district sales supervisors 
in the Eastern, Southern and 
Southwest districts. 

J. H. Bucher has been named 
district sales supervisor of the 
Eastern district office at Jersey 
City. Mr. Bucher entered the 
paint business after finishing 
college in 1925. After a period 
of retail selling he engaged in 
paint advertising and sales pro- 
motion activities. During the 
past 10 years he has been a 
territory representative on regu- 
lar and special assignments in 
Brooklyn, central New York 
state and in New Jersey. 

B. M. Townsend joins the ex- 
ecutive group in the Atlanta 
office, after 21 years of paint 
selling throughout the South. As 
a territorial representative he 
sold extensively in Alabama, 
Georgia, Florida and Missis- 
sippi. 

Fred N. White takes charge 
of the Southwest district office, 
located at Kansas City. He had 











B. M. TOWNSEND 


been a territorial salesman in 
Oklahoma and a special repre- 
sentative working in the South- 
west. 





TAPPAN ADDS TO 
SALES PERSONNEL 


Charles W. Bonar, Chicago 
sales representative for the Tap- 
pan Stove Co., Mansfield, Ohio, 
has been named director of retail 
sales training. 
A World War II veteran, Mr. 
Bonar served as a staff sergeant 
with the 91st Inf. Div. in Italy. 
He has been associated with Tap- 
pan Stove since 1937. 
Earl C. Greene and Charles R. 
“Bob” Aungst, both former Army 
officers, have been assigned to 
the Chicago area as sales repre- 
sentatives. 

Mr. Greene, former captain 
serving in the South Pacific, was 
a salesman for Westinghouse and 
Procter and Gamble before join- 
ing the Tappan organization. 
Mr. Aungst, former first lieu- 
tenant in the E.T.O., started with 
the company in 1941. 





ANDERSON CORP. 
IN NEW PLANT 


The Anderson Corp., manufac- 
turers of wire brushes and spe- 
cialties, is occupying a recently 
purchased plant at 1025 South- 
bridge St., Worcester, Mass., 
which was acquired to give ex- 
panded facilities for handling an 
increased volume of business. 





PENNSALT WASHINGTON 
HAS PORTLAND OFFICE 


A new general district sales 
office of the Pennsylvania Salt 
Mfg. Co. of Washington opened 
early this month at 6400 N.W. 
Front Street, Portland, Ore. 

The office, located at the com- 
pany’s Portland chemical manu- 
facturing plant, is handling Penn- 





FRED N. WHITE 


salt’s line of chemicals for indus- 


try, chemical specialties and 
agricultural chemicals. 

LeRoy M. Shaneman, who has 
been connected with the Tacoma 
office since completing Navy duty 
during the war, has been ap- 
pointed district sales manager in 
charge of the new office. The 
Pennsylvania Salt Mfg. Co. of 
Washington is a subsidiary of the 
Pennsylvania Salt Mfg. Co. of 

Philadelphia. 


COTT TO CALIFORNIA 
FOR AMERICAN PAD 


Appointment of W. N. Cott to 
the sales staff of the American 
Pad & Textile Co., Greenfield, 
Ohio, has been announced. The 
American Pad & Textile Co. is a 
subsidiary of Portable Products 
Corp., Pittsburgh, and manufac- 
tures the well-known Ta-pat-co 
lines of sleeping bags, life-sav- 
ing equipment, sportswear and 
horse collar pads. After 51 
months of Army service, Mr. Cott 
was discharged as a captain early 
this year. Having completed the 
Ta-pat-co sales training course, 
he has been assigned to the Cali- 
fornia territory, with headquar- 
ters at 120 Main St., San Fran- 
cisco. 





PENNWOVEN SUCCEEDS 
PA. WOVEN WIRE Co. 


The Pennsylvania Woven Wire 
Co., Lock Haven, Pa., makers of 
“Pennwoven” wire screen has 
been taken over, as of July 1, 
1946, by Benjamin Lewis, and is 
now operated under the name of 
Pennwoven, Inc. 

Mr. Lewis, formerly assistant 
treasurer and general manager 
of the Pennsylvania Woven Wire 
Co., is president and general 
manager of the successor firm. 





CLEVELAND BRASS 
EXPANDING PLANT 


Completion of an expansion 
program which triples the plant 
capacity of the Cleveland Brass 
Mfg. Co., was announced re- 
cently by T. F. Barrett, presi- 
dent. 

The company’s new mechan- 
ized foundry and enlarged core 
section will go into full operation 
about Jan. 1, and will soon be 
able to produce increased quan- 
tities of brass products for the 
plumbing and heating field. 

Established in 1892, the Cleve- 
land Brass Mfg. Co. is located 
at 4606-4700 Hamilton Ave., 
Cleveland. 








of the Year.” 


of 2,500 orders. 


manufacturer.” 








WM. GEO. STELTZ, left, president of Supplee Biddle Co., 
hardware wholesale distributors, 51 1 Commerce St., Philadel- 
phia, is shown as he presented a loving cup to Donald G. 
White, president of White Aircraft Corp., Palmer, Mass., in 
recognition of the White Carpet Sweeper which was desig- 
nated by the Supplee Biddle Co. as the largest selling “Item 


The presentation was made on Nov. 19, at a banquet in 
the Warwick Hotel, Philadelphia, held in celebration of Mr. 
Steltz’ birthday that day. The affair was attended by 250 em- 
ployees and was sponsored by the 116 salesmen of the com- 
pany. For four weeks preceding the banquet, the sales or- 
ganization put on a campaign in |! states selling a special 
“Birthday Assortment” of scarce and regular merchandise 
and as a result the salesmen presented Mr. Steltz with a sheaf 


The White Carpet Sweeper was sélected by the salesmen 
as the “Item of the Year” “because it enjoyed the largest sales 
during the year, because in its appeal it has the best sales 
possibilities, and because it is the product of a substantial 
A Government Savings Bond was made to 
John J. Regnery, one of Supplee Biddle’s buyers, in whose de- 
partment the sweeper was handled. 
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AE: 
THE MEYERCORD CO. 


World’s Largest Decalcomania Manufacturer 


5323 WEST LAKE STREET+ += + CHICAGO 44, ILLINOIS 





REMINGTON a 
Rano — 


ary 
| 


THE MODERN NAMEPLATE 
USED ON THOUSANDS OF PRODUCTS 


Meyercord Decalcomania is a durable, flexible material that can be quickly 
applied to practically any commercial surface . . . at production line speeds. No 
rivets or screws. No sharp corners or edges. Simple, easy-to-use methods assure 
smooth, legible. lasting adhesion. 

Nameplates, trademarks, operating instructions, lubrication guides, patent data 
and scores of other nomenclature can be reproduced in any number of colors, 
sizes or designs. Meyercord Decals are washable, resistant to acids, moisture, 
abrasion, vibration and hard use. They can be applied to concave; convex or flat 
surfaces with equal success. 


Investigate Meyercord Decals, the modern stream-lined method of product 
identification used by manufacturers to save time and material cost. 


Send for free MEYERCORD DECAL SELECTOR. Tells how and 
where to use Decals. Firm letterheads, please. Address Dept. 11-12. 














PARKER 
GRASS 
SHEAR 








A new member of the Parker Small Tool 
family is ready to register profits for you — the 
Parker Grass Shear with features to make it your 
biggest garden seller. Hardened tool steel blades 
operate with self sharpening action. They are 
shaped for close trimming, too. The non-tiring, 


perfect-grip handle, the enclosed heavy duty’ 


volute type spring, the simplified safety catch, 
which folds neatly out of the way, but holds 
firmly when not in use, and the attractive, 
dark green baked enamel 
finish — these are tried 
and true qualities typical 
of Parker Small Hand 
Tools. 








Fuy | Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A. 
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F. C. MEHL RETURNS TO | The Arizona Hardware Co. ig 
ARIZONA HDWE. CO. the wholesale division of the 

AS SALES MGR. |O. S. Stapley Co., which has 

: | retail stores in seven Arizona 

After four years of active duty | towns: Phoenix, Mesa, Glendale, 


as a Reserve Army officer, Fred | Chandler, Buckeye, Coolidge and 
C. Mehl, sales manager, has re-| - : 
Casa Grande. 


Besides expanding its lines of 
| hardware, home appliances and 
sporting goods, the Arizona Hard- 
ware Co. has organized a sepa- 
| rate industrial mill supply de- 
| partment. 





| MOORE CORP. ADDS 
| TO SALES FORCE 
| 


The Moore Corp., Joliet, Ll. 
manufacturer of gas heaters, coal 
heaters, combination ranges and 

| gas ranges, has announced the 
| addition to its sales force of 
| Herbert L. Stroud, formerly of 
| Moore, and supervisor of federal 
| construction work at southern 
| pointe during the war, who will 
represent the concern in parts of 
turned to the Arizona Hardware | Missouri, Illinois, Indiana and 
Co., wholesale hardware firm, | Kentucky. 
Ist & Jackson Sts., Phoenix, Ariz.| Harry J. Schedler, formerly in 
Mr. Mehl has been in the em-/| charge of the Moduflow division, 
ploy of the firm since 1933 and| Minneapolis-Honeywell Co., Mil- 
was promoted to sales manager | waukee branch, becomes district 
in 1940. He entered Army ser-| manager of Moore with headquar- 
vice in November, 1942, and ters in Milwaukee. 
when discharged he held the 
rank of major in the Corps of a aad 
Military Policy of the Internal | 
Revenue Division. STEEL JOBBERS IN NEW 
Since reassuming his duties, | PITTSBURGH OFFICES 


Mr. Mehl has been reorganizing! Joseph T. Ryerson & Son, Inc. 
the firm's sales force and expand-| steel jobbing firm has com- 
ing it in order to secure more | pleted a new office building at its 
complete coverage than was pos-| Ryerson - Pittsburgh steel-service 
sible during war years. His force | plant, at Arch St. and Bell Ave., 





FRED C. MEHL 





| of traveling salesmen now con-| Carnegie. Appointments are all 


sists of 12 men who cover the| new and in keeping with the 
entire state of Arizona and fringes | over-all plan to speed customer 
of neighboring states. | service. 














SALES AND OFFICE PERSONNEL OF DON B. GUT- 
RIDGE, manufacturers representative, 21 W. Main St., Ok- 
lahoma City, Okla., are shown during a recent meeting of 
the organization at the Huckins Hotel, Oklahoma City. Dur- 
ing the meeting plans were outlined for the coming three 
months period, and bonuses were awarded to each member 


| of the Gutridge staff. Shown above, front row, left to right, 


are: R. H. Latture, Betty Law, Thelma Hartman, and B. H. 
Dye. Back row, left to right are: Don B. Gutridge, R. T. 
Lindsey, Norman Hall of Erwin, Wasey & Co., advertising 
agency, A. L. Padgett and W. E. Chumbley. Gutridge repre- 
sents toy, novelty and hardware manufacturers in Oklahoma, 
Texas, Kansas and Missouri. 
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SEVEN EMPLOYEES OF THE WOOSTER BRUSH CO., 
Wooster, Ohio, were added to the rolls of the company’s 
25-Year Club and received watches emblematic of their elec- 
tion at the annual Club party, held Nov. |. 


There are now 39 


living members in the company’s 25-Year Club with a total 
of 1210 years of company service, or an average of more 


than 3! years per employee. 


In the accompanying photograph are the seven new mem- 
bers pictured with President Walter Foss and Cliff Foss, both 
of whom became 25-Year Club members several years ago. 
They are, from left to right, May Rouhier, Cliff Foss, Lois 


Snader, Walter Foss, Gertrude 


Grossman, George Keen, Fay 


Swinehart, Wade Keister and Rush Boone. 













SPUN ALUMINUM CO. 
APPOINTS AGENTS 


.Spun Aluminum Products Co., 
565 Fifth Ave., New York City 
17, has appointed sales represen 
tatives in the Canadian market. 
West Coast 
Water St., Vancouver, B. C., will 
represent the firm in British Co 
lumbia and Alberta. 
International Factory Sales Set 
vice, Ltd., 144 Water St., Van 


couver, B. C., will represent the 
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firm through its branch offices in 
all other provinces. 

The Spun aluminum line con 
sists of heavy gage aluminum 
cooking utensils for the com- 
novelty aluminum housewares | 
and other food service equipment 


for commercial use. 


BUDDENBERG TO DIRECT 
HOUSEWARES EXHIBIT 


The directors of the National | 
Houseware Manufacturers Asso- | 
ciation have prevailed on A. W. 
Buddenberg to withdraw his | 





A. W. BUDDENBERG 


DECEMBER 19, 1946 


| April 27 to May 2, 


| turers’ 


resignation as executive secre- 
tary. Mr. Buddenberg has fully 
recovered from a recent operation 
and has returned to active duty. 

Plans now in progress for the 
1947 Housewares and Major Ap- 
pliance Exhibit, at Philadelphia, 
will continue 
under Mr. Buddenberg’s dire- 
tion as executive secretary. 


SENTINEL RADIO CORP. 
IN NEW PLANT 
{ll departments of Sentinel 
Radio Corp. are now consolidated 
under the roof of the company’s 
new plant in Evanston, Ill. Pro- 


| duction is now under way. More 
mercial and household trade, and | 


new models are to be announced 
soon. 


VACUUM CLEANER MFRS. 
ELECT COMMITTEEMEN 


W. E. Slabaugh, Jr., manager 
of the vacuum cleaner division, 
Westinghouse Electric Corp., 
Mansfield, Ohio, and J. J. 
Downs, vice-president, Clements 
Manufacturing Co., Chicago, 
have members of 
the Vacuum Cleaner Manufac- 
Association executive 
committee to succeed regularly 


been elected 


retiring members. 

Lannon F. Mead, president, 
the Regina Corp., Rahway, N. J., 
and George T. Stevens, vice- 
president, Eureka-Williams Corp., 
Detroit, Mich., and Bloomington, 
Ill, were named to fill the terms 
of A. E. Norris, late head of 
Regina, who died last July, and 
Henry W. Burritt, Eureka-Wil- 
liams’ president, resigned as 
committee member, according to 
announcement by C. G. Frantz, 
Cleveland, president of the 
Electrical Mfg. Co., and 
the asso- 


Apex 
secretary-treasurer of 


i ciation. 
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HARTFORD PRODUCTS 
APPOINTS BRAUMAN 

Hartford Products Corp., 308 
W. Washington St., Chicago, has 
announced that Martin Van 





M. VAN BRAUMAN 


Brauman, western sales manager 
for the company, had been ap- 
pointed to handle distributor 
contacts in Illinois, Wisconsin, 
Minnesota and Indiana, with 
headquarters in Chicago. 

This company manufactures a 
line of improved household prod- 
ucts including Cafex coffee 
makers and pressure cookers. 


EMPIRE LEVEL MFG. CO. 
BUILDS NEW PLANT 


The Empire Level Mfg. Co., 
Milwaukee, Wis., is erecting a 
modern new factory on 10 acres 
of land adjoining Milwaukee 
Parkway Drive in suburban Mil- 
waukee. The new building, of 
single-story steel and brick con- 
struction, is designed for the 
complete streamlining of Em- 
pire’s production operations. 
Large window areas provide am- 
ple natural light, an important 
consideration in connection with 
the precision type of work re- 
quired in producing levels. 

Now in its 27th year, Empire 
built its first levels in 1919, the 
craftsmanship product of Henry 
Ziemann, a master carpenter and 
woodworker who had worked for 
years on his ideal of a super-ac- 
curate level. Today the firm 
makes a complete line of alumi- 
num and wood levels for mill- 
wrights, carpenters, plasterers, 
masons, bricklayers, tile setters, 
and marble workers. 

Unvarying emphasis on pre- 
cision and accuracy characterizes 
all production at Empire, and it 
is particularly noteworthy that 
the company under Harry Zie- 
mann, designed and patented a 
process to make its own glass 


ess insures maximum strength, 
scientific crowning, accuracy of 
the marking and unvarying uni- 
formity. Another special feature 
is the interchangeability of vial 
cases in Empire Levels. 

The present head of the Em- 
pire Level Mfg. Co. is Harry J. 
Ziemann, son of the founder, who 
spent many years learning the 
fine points of the business from 
his father. 

HOEHLIN REPRESENTS 

WORTH HARDWARE CO. 


William J. Hoehlein is now 
representing the Worth Hard- 
ware Co., Inc., 108-110 Worth St., 
New York City 13, wholesale 
firm, in Manhattan and the Jer- 
sey shore, as far as Asbury Park. 

For 18 years Mr. Hoehlein was 
with Igoe Brothers, 73 Metropoli- 
tan Ave., Brooklyn 11, represent- 
ing the wholesale firm in Kings 
and Queen counties most of that 
time. For the last four years he 
was in the industrial department. 





NEW JERSEY DEALERS 
ELECT OFFICERS 


The Bergen County (N. J.) 
Hardware Merchants Association, 
Inc., at a dinner meeting on Nov. 
26, attended by 41 merchants and 
associates, elected officers. Those 
elected were: Arnold Van Heer- 
tum, Van Heertum’s, Inc., Pali- 
sades Park, president; Harry 
Holtje, Palisades Park Lumber & 
Supply Co., Fort Lee, vice-presi- 
dent; Floyd H. Winters, Romaine 
Hardware Co., Inc., Hackensack, 
secretary, and Bernard Bomhoff, 
Oradell Hardware, Oradell, treas- 
urer. 

Jobbers’ salesmen and manu- 
facturers’ representatives are be- 
ing invited to an open dinner 


meeting on Jan. 28, which will 
be featured by a question bee on 
hardware with the merchants 
competing against salesmen. 

Plans for future meetings in- 
clude a ladies’ night, and a talk 
by a professor from the N. J. 
State College of Agriculture on 
the subject of fertilizers. 

Three stores admitted to mem- 
bership at the last meeting were: 
Marks Hardware, Hackensack, N. 
J.; Stahle’s Paint & Hardware, 
Leonia, N. J., and Tuma Hard- 
ware, Little Ferry, N. J. 





LEMLEY IN TEXAS FOR 
LANDERS, FRARY, CLARK 

Landers, Frary & Clark, New 
Britain, Conn., announce the ap- 
pointment of Clarence Lemley as 
assistant sales representative of 





CLARENCE LEMLEY 


the company in Texas. Mr. Lem- 
ley, who came with the company 
in 1941 as a sales assistant in 
the Chicago office, served from 
November, 1941, to November, 





1945, as a pilot in the air corps. 





Proving that hobbies are big 
business, 80,000 people jammed 
into the Exposition Hall of Mad- 
ison Square Garden Nov. 17 to 
24, to attend the First Annual Na- 
tional Crafts and Science Show 
which featured manufacturers’ 
exhibits in the homeworkshop, 
amateur photography, model, 
ham radio, and model railroad 
fields. Such names as Delta, At- 
las, Logan, South Bend, Handee, 
X-Acto, King Kut and Burgess 
provided a dominant homecraft 
atmosphere. 

Highlight of the eight days was 
the Activities Arena wherein 
model airplanes actually flew, 
model speedboats knifed through 





level vials. This patented proc- 
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the water in a circular tank, and 


National Crafts & Science Show 
Drew 80,000 to Madison Sq. Garden 


model race cars speeded around 
the track. 

The show is claimed to have 
set an attendance record in 
drawing more people to a “first” 
show than any other consumer 
exposition ever held. 

A gigantic merchandising pro- 
motion, the show was sponsored 
by Mechanix Illustrated magazine 
to create greater interest in ac- 
tive hobbies. It is the leadoff in 
an extensive merchandising pro- 
gram now being launched for 
the benefit of the hardware trade. 
Included in this campaign are 
monthly merchandising mailings 
to leading hardware dealers, and 
reprint plans of homeworkshop 
projects featured in Mechanix 
Illustrated offered free for deal- 


SHERWIN-WILLIAMS CO. 
ADVANCES D. A. KOHR, JR. 


Donald A. Kohr, Jr., director 


‘of the Sherwin-Williams Co. 


emulsion research laboratory in 





DONALD A. KOBR, JR. 


Chicago since 1944, has been ap- 
pointed technical director of 
special chemical products. 

Mr. Kohr will be in charge of 
research and the development of 
the company’s fast growing line o 
special chemical products, whi 
include Kem-Tone, a product he 
helped develop as group leader 
of a special research project at 
the company’s Chicago plant in 
1940. Other products under the 
jurisdiction of his staff will be 
Weed-No-More, 2-4,D weed killer, 
Pestroy DDT products and Lin-x 
floor and wax polishes. 

Mr. Kohr joined Sherwin- Wil- 
liams as a research chemist in 
1932. He is a member of the 
American Chemical Society and 
the Paint, Varnish and Lacquer 
Production Club. 





CARL A. MILLER & CO. 
GETS APPOINTMENT 


Carl A. Miller & Co., manufac- 
turer’s agents and distributors, 
134 Lafayette St., New York 13, 
were recently appointed exclusive 
distributors for the Standard 
Transmission Equipment Co., Los 
Angeles, manufacturers of popu- 
lar-priced variable speed units. 





BELDEN APPOINTS OHIO 
SALES REPRESENTATIVE 


Donald T. McCoy, Chicago, 
has been assigned to the Ohio 
sales territory for the Belden 
Mfg. Co., 4645 W. Van Buren 
St., Chicago cable and wire man- 
ufacturer. 

Mr. McCoy will handle Bel- 
den’s automotive, radio, arc weld- 
ing, cable and neon sign lines of 
merchandise. He will also have 
additional stops in West Vir- 
ginia. Mr. McCoy expects to live 





er distribution to customers. 


in Columbus, Ohio. 
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SKOR SCOURING CORK 


CLEANS AND POLISHES FINE STEEL CUTLERY 
USE WITH ANY KITCHEN CLEANING POWDER 
REMOVES STAINS, RUST AND SCUM 
QUICKLY AND EASILY 


illiams Co 
iboratory in 












SKOR is used to clean the finest Swedish 
carbon-steel cutting tools. Simply mix clean- 





ing powder with a little water—dip end of 
SKOR in the mixture and scour the blade on 
both sides. 
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FOR ALL YOUR 


WATER SERVICE NEEDS 





* WELL ACCESSO-. * HAND ond 
CYLINDERS, WINDMILL PUMPS 


Ries 
LEATHERS, etc. 
& CENTRI-JET 
& RECIPROCATING INJECTOR PUMPS 
PUMPS ond 


WATER SYSTEMS 


* O88P WELL 
PLUNGER PUMPS 


WATER SYSTEMS . 


& DOMESTIC and 
INDUSTRIAL 


and WATER 

WATER SYSTEMS CONDITIONERS 

y 
Fr 68 years it has been the aim of Red Jacket to make 
quality products. In the beginning hand and windmill 

pumps were all that was required. R.E.A. meant that with , 

electricity, water could be pumped by power — the auto- 

matic water system was the result. Red Jacket kept abreast 

by manufacturing automatic water systems to satisfy the 

new demand. Water under pressure led to the many new 

modern home appliances. It was only nat- 

ural, therefore, that Red Jacket added 

Water Conditioners, both domestic 

and industrial, to make their line 

still more complete. 

Ask your jobber about the complete 

Red Jacket line or write us direct. 








"The Choice That Wakes Priends” 





Repo JACKET Mec. Co. 
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REMINGTON PROMOTES 
GAIL EVANS 


The appointment of Gail se 
PF . Se | dent. are the principals of the 


Evans as manager of the publi 


relations division of Remington 
Arms Co., Bridgeport, Conn., has 





GAIL EVANS 


been announced by C. K. Davis, | 


president and general manager. 
Mr. Evans, who succeeds J. M. 
K. Abbott, resigned, will con- 
tinue as Remington’s advertising 
manager and will also take 
charge of the company’s shooting 
promotion activties. For several 
years one of America’s top flight 
marksmen, Mr. Evans is particu- 


larly well known among the 
small bore rifle shooting fra- 
ternity. 


S. W. BARISH JOINS 
POLK’S HOBBY CRAFT 
S.. W. 


Barish, has been ap- 


| pointed sales representative for 
| the southeastern states by Polk’s 


| during 


Model Craft Hobbies, 314 5th | 


Ave., New York and Chicago. 
“Smiley.” as he is known to 
his friends, had extensive back- 


ground in the toy and hobby- | 


craft fields before joining the 
Navy. Mr. Barish also served 
World War I. Imme- 


| diately after his discharge from 





| 
| 
| 
| 
| 


the Navy he “signed on” with 
Polk’s and is currently making a 
tour and survey of the southeast 
Atlantic area. 


GEORGIA WHOLESALERS 
IN NEW LOCATION 


The Whitworth Hardware Co., 
wholesale firm, has moved into a 
newly-built building at 602-610 
Grove St., Gainesville, Ga. 

The building which the com- 
pany occupied in the past will be 
retained and used for storage for 
the present. The new structure 
is of concrete and brick and has 


| over 6,000 sq. ft. of floor space. 


It is located on a railroad and 


| has ample loading facilities. 


The Whitworth Hardware Co., 
Inc., which succeeded the W. C. 


| Thomas wholesale concern, has | 


| been in operation for two years, 
I. J. Whitworth, president, and 
Paul L. Turner, Jr., vice-presi- 


| firm. 


—_—_——— 


ST. LOUIS MOWER 
FIRM INCORPORATES 


The business operated as Lawn- 

| eraft, Arcade Bldg., St. Louis 1, 

Mo., has been incorporated and 

the name has been changed to 
| Lawncraft Mfg. Corp. 

The company makes hand and 
power mowers under the brand 
name of “Dixon.” 

Incorporators of the business 
| are Raymond W. Schnitzmeyer, 
|G. W. Klieboeker, Arthur L. 
Sponeman and Edward H. Ten. 
ney, Jr. 





| LURIE HDWE. CO., INC. 
HAS NEW OWNER 


| The Lurie Hardware Co., Inc. 
540 W. Lake St., Chicago, 14 
year-old wholesale concern, has 
| sold all its assets to Jerome §, 
Smith, of Chicago, who succeeds 
Edward I. Lurie, founder, as pres- 
ident. Major H. H. Lurie will 
be associated with Mr. Smith as 
general manager. 

The business was started dur- 
ing the Depression and the sales 
| in the first year were only a mod- 
| est $75,000, but the firm reports 
ithat its sales this year grossed 
| over a million and a half dollars. 
Mr. Lurie is retiring at 44, and 
|at the present time has no new 


interests. 











JACK HARGROVE whose 
appointment as _ executive 
vice-president of the Miracle 
Electric Co., 36 S. State St., 
Chicago, was announced in 
these columns of the Dec. 7 
issue. Mr. Hargrove super- 
vises sales and merchandising 
of Miracle electrical appli- 





ances. 
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MEADE JOHNSON HEADS 
NEW.YORK CHAPTER 
ASAHC-NCHA 
Meade Johnson, marketing 
manager of the Stamford Divi- 
sion of the Yale & Towne Mfg. 
Co., Stamford, Conn., was in- 








MEADE JOHNSON 


stalled as chairman of the New | 
York Chapter of the American 
Society of Architectural — 
ware Consultants and the 

tional Contract Hardware eae | 
ciation at the annual dinner 
meeting, held in the Midston 
House; New York City, Dec. 3. | 

Other new officers installed | 
were Donald B. Gibson, Sargent | 
& Co., New Haven, vice chair- 
man; Adam M. Schmitt, P & F 
Corbin, New York City, secre- 
tary; Chester P. Samber, Nor- 
walk Lock Ce., Norwalk, Conn., 
treasurer; Everett K. Johnson, 
Jersey City, N. J., assistant 
secretary; and George C. Souder, 
Parisen & Vogt, East Paterson, 
N. J., assistant treasurer. 

Mr. Johnon announced the ap- 
pointment of Mr. Gibson as chair- 
man of the committee to revise 
the constitution and by-laws; 
and C. G. Meyer, chairman of 
the program committee. 

It was decided to hold meet- 
ings on the second Tuesday of 
February, April, June, August, 
October and December during 
1947. 

Plans for an Eastern regional 











Meeting of members of the Na- 
tional Contract Hardware Asso- | 
ciation and the American So- | 
ciety of Architectural Hardware 
Consultants were discussed, and 
a date will be announced later. 

Speakers of the evening were 
I. Samuel Eschleman, Ostrander 
& Eschleman, New York City, 
National past president both of 
the association and the society; 
Col. John P. Dunphy, of Ken- 
tucky; and Robert C. Ryan, asso- 
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| convalescents, 


| babies, 


ciate editor of Hardware Con- 
tractor & Consultant. 

Mr. Johnson was presented 
with a specially-made gavel, con- 
sisting of two brass door knobs 
for the mallet part of the gavel, 
to be used by the presiding 
officer of the chapter. 

. 


‘SILENT SIOUX’ NOW 
IN NEW PLANT 


The Silent Sioux Oil 


Burner | 


Corp., of Orange City, Iowa, is | 


now occupying a recently com- 
pleted section of its new plant. 
The finished structure will in- 
clude two additional wings, con- 
struction of which will begin in 
the spring. The latest equipment 
available is used in the new fac- 
tory. The company reports that 
production has greatly increased 
over that of last year and employ- 
ment figures show a considerable 
gain over pre-war levels. 


LOS ANGELES AGENCY 

HAS NEW SALES MGR. 

Anthony F. Bisgood has been 
appointed general sales manager 
of the Los Angeles district of the 
D. E. Sanford Co., 1049 S. Hill 
St.. Los Angeles 15, manufactur- 
ers’ agents. Prior to this appoint- 
ment Mr. Bisgood was manager 
of the housewares department. 

Prior to joining the Sanford 
Co., in 1944, Mr. Bisgood was 
chief of the houseware section of 
the War Productiog Board, and 
in that capacity was one of the 
best known figures in the house- 
wares industry. 


TOY MANUAL FEATURES 
PROMOTIONAL IDEAS 


A revised edition of the man- 
ual “How to Sell Toys” featuring 
special sections on promotional 
ideas on toys for special occa- 
sions throughout the year as 
well as basic sales points for all 
types of toy merchandise has 
just been published by the Toy 
Manufacturers of the U.S.A., 
Inc., 200 Fifth Ave., New York 
10, N. Y. 

This fifth edition keys in with 
the current trend for active year- 
around toy departments in all 
types of stores by emphasizing 


sales points for special types of | 


promotions such as toy gifts for 
birthdays, new 
rewards, travel and holi- 
days. 

The manual features short sum- 
maries of the reasons why chil- 
dren need a balanced variety of 
toys at different age levels and 
emphasizes the contribution of 
each type of toy to children’s fun 
and education at each age level. 





Jon **MORE PROFITS 
YOU CAN KEEP” 


Write, wire or phone your nearest 


AUTOMATIC DISTRIBUTOR 


ALLENTOWN PA. 
ATLANTA GA. 
BALTIMORE D. 
BAY cory MICH 
BILLINGS MONT 
BIRMINGHAM ALA. 
BOSTON MASS 
BUFFALO N. Y. 
CHARLESTON W.VA 
CHARLOTTE N. C. 
CHATTANOOGA TENN 
CHICAGO ILL. 
CINCINNATI OHIO 
CLEVELAND OHIO 
COLUMBUS OHIO 
DALLAS TEXAS 
DAVENPORT IOWA 
TON OHIO 
ER COLO 
DES MOINES IOWA 
DETROIT MICH 
EL PASO TEXAS 
F 30 N. DAK 
GRAND ISLAND NEBR 
GRAND RAPIDS MICH 
HARRISBURG A. 
HAVRE MONT 
HOUSTON TEXAS 
INDIANAPOLIS IND. 
JACKSONVILLE FLA. 
pated CITY MO. 
KEN UNK MAINE 
KNOXVILLE TENN 
LACONIA N. H. 
LAS VEGAS NEV. 
LITTLE ROCK ARK. 
LONG ISLAND CITY N. Y. 
LOS ANGELES CALIF 
LOUISVILLE KY. 
MEMPHIS TENN 
M I FLA. 
MI} WAUKEE wis. 
MONROE LA. 
MONTGOMERY ALA. 
NASHVILLE TENN. 
HA CONN 
NEW ORLEANS LA. 
OKLAHOMA CITY OKLA 
HA NEBR. 
PEORIA ILL. 
PHILADELPHIA PA. 
PHOENIX ARIZ 
PITTSBURGH PA. 
PORTLAND ORE. 
PROVIDENCE R. 1. 
RICHMOND VA. 
ROANOKE VA. 
ROCHESTER N. Y. 
RUTLAND VT. 
ST. LOUIS MO. 
ST. PAUL MINN. 
SALT LAKE CITY AH 
SAN ANTONIO TEXAS 
SAN DIEGO CALIF. 
SAN FRANCISCO CALIF. 
SAVANNAH 3A. 
SCRANTON PA. 
SEATTLE WASH. 
SIOUX FALLS S. DAK. 
SOUTH BEND IND. 
SPOKANE WASH. 
SPRINGFIELD MASS. 
SYRACUSE N. Y. 
TAMPA FLA. 
TOLEDO OHIO 
WASHINGTON D. C. 
WICHITA KANSAS 
CANADA 


REGINA, SASKATCHEWAN 


Economy Distributors & Importers, Ltd. 
TORONTO, ONTARIO 


Wamac Distributors, Ltd. 
Write, wire or phone your eee 
nearest Automatic Distributor 4 


Made in Newton, 


Luckenbach & Johnson, Inc. 
Economy Electric Su »ply Co. 
Legum Distributing Company 
Jennison Hardware Company 
Northwestern Auto Supply Co. 
Lewis Supply Company 
Metro Distributors, Inc. 
Fay-San Distributors, Inc. 
Charleston Hardware Company 
McClain Distributing Company 
Southern Furniture Sales Co. 
Appliance Distributors, Inc. 
Bimel Company 
Kane Company 
Kane Company 
Peasiee-Gaulbert Corporation 
Sieg Home Supply Company 
Bimel Company 
Graybar Electric Company, Inc. 
Roycraft-lowa Company 
pronnes Appliance Distribu tors 
Williams 
Kicter Sales Company 
United Appliance Wholesalers 
Radio aa paat Co., Inc. 
Charles nerr 
Havre Jobbing Company 
Readers Wholesale Distributors 
Radio 1-7 Company, Inc. 
Florida io & Appliance Corp. 
Jenkins Wholesale Division 
Spiller Electric Company 
Southern Furniture Sales Co. 
Geo. C. Stafford & Sons 
Rex Bell’s 
Brandon Compan 
John W. Walter, Inc. 
J. N. Ceazan Company 
Foster Distributing Company 
National-Rose comoeny 
Florida Radio & Appliance Corp. 
State Distributing mpany, Inc. 
Monroe oes Company 
Walther Brothers 
Better Home Products, Inc. 
Dale-Connecticut, Inc. 
Walther Brothers Company 
Jenkins Wholesale Division 
Electric Fixture & Supply 
Williams, Inc. 
Graybar Electric Company, Inc. 
Arizona Mercantile Company 
H. U. Gunther Company 
Lou Johnson Company 
Republic Distributing Company 
Leuis O. wman, Inc. 
Roanoke Hardware Company 
Fay-San Distributors, Inc. 
Vermont Electric Supply Co. 
Jenkins Wholesale Division 
Motor Power Equipment Co. 
Appliance Wholesalers 
Alamo Distributing Company 
. N. Ceazan Company 
J. N. Ceazan Company 
Lindsay & yo Company 
McConnell’s Selectric Co. 
aa oionce Company 
c id Mfg. Company 
Radio nes Company, Inc. 
we ppliance Company 
Mascon Distributors, Inc. 
ae vg Distributors, Inc. 
lorida Radio & Appliance Corp. 
Kane Company 
Washington Wholesalers 
Jenkins Wholesale Div. 


lowa Since 1908 by 
AUTOMATIC WASHER COMPANY 





137 








OBITUARIES 














| J. SIBLEY FELTON 


J. Sibley Felton, 79, former 
president of Felton, Sibley & Co., 
Inc., Philadelphia paint manufac- 


John A. Hillerich, 80, presi- 
dent for many years of Hillerich 
makers of “Louisville Sluggers” 


ly and golf clubs, died Nov. 28, a 


short time before he was to leave 
for the baseball convention in 
Los Angeles. 
In 1881, at the age of 15, he 
went to work as an apprentice in 


the woodworking shop of 
father. He made his first bats by 
hand for his own use in sandlot 
games. He held the presidency 


WILLIAM H. DEVITT 


William H. Devitt, 70, owner of 
the Paul J. Devitt hardware 
stores in Philadelphia, Upper 
Darby and Coatesville, Pa., died 
Nov. 28, after a long illness. He 
succeeded to the ownership of 
the stores after the death of his 
father, 32 years ago. The firm 
was started by his grandfather in 
1841. 


CARLISLE A. JORDAN, SR. 


Carlisle Alry Jordan, Sr., 65, 
of Atlanta, Ga., who was associ- 
ated with the hardware trade of 
the South for more than 45 years, 
died Dec. 6, at Dothan, Ala., 
while visiting a brother. 

He started his hardware career 
with the Teague Hardware Co., 
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John A. Hillerich, 


& Bradsby Co., Louisville, Ky., | 


his 


| J. Sibley Felton, Paint Indastry Leader 


turers, and at one time one of 
the most prominent men in the 
paint industry, died Dec. 2, at 
his Philadelphia home. 


tered his father’s business as his 


| assistant. With the change of the | 


firm’s name to Felton, Sibley & 
Co., in 1892, he was made a jun- 
ior partner. When the firm was 
incorporated in 1910 he became 
| vice-president, secretary and 
| treasurer, and upon his father’s 


| death in 1914 he was elected 
| president, which office he re- 
| tained until his retirement in 
| 1944, 


Mr. Felton served as president 

of the National Paint, Varnish & 

| Lacquer Association in 1925-26. 

For three terms, 1921-24, he was 

president of the Philadelphia 

Paint, Varnish & Lacquer Associ- 

| ation. He was a member of a 

| number of historical and genea- 
\ logical societies. 


Baseball Bat King 


of his firm since it was started | 


as a partnership with the late 
Frank J. Bradsby in 1910. In 
that time it is estimated that the 
| company has produced 100,000,- 
000 bats. 

Mr. Hillerich missed only two 
World Series after establishing 
his business. On both occasions 
he was on world tours with all- 
| star baseball clubs. 
| Two sons, Ward A. and John 
| A. Hillerich, Jr., have been as- 
| sociated with the company in 
| recent years. ' 


Montgomery, Ala., and then was 
with the Moore-Handley Hard- 
ware Co., Birmingham, Ala., for 
over 20 years. He operated his | 
own hardware stores in Tampa 
and later in Orlando, Fla. Mov- 
ing to Atlanta in 1937, he was as- 


After finishing school he en- | 


Metal fixtures, as manufac- 
tured by David Lupton Sons Co. 
many years ago, are still to be 
found in use in many hardware 
stores of the country. 

The deceased was one of the 
founders and for many years vice 
| president of the Pocket Testament 
League. His father came to this 
country from England more than 
100 years ago to establish a metal 
works. 





HAROLD W. LA GANKE 


Harold W. LaGanke, 50, man- 
| ager of distributor sales for the 
National Screw & Mfg. Co., 2440 
E. 75th St., Cleveland, Ohio, died 
suddenly Nov. 24. ° Mr. LaGanke 
had been with the same company 
| for 29 years. He was widely 
| known in business circles and 
had represented his company at 
many national conventions, par- 
ticularly in the hardware field. 
Mr. LaGanke was a veteran of 


World War I. 








H. W. LA GANKE 





FRED BISSELL 


Fred Bissell, 81, who founded 
the Bissell Motor Co., in 1909, 
to manufacture heavy-duty vac- 
uum cleaners, and who was one 
of the founders of the Vacuum 
Cleaner Manufacturers’ Asso- 
ciation and its first secretary- 
treasurer, died Nov. 28, at his 
home in Toledo, Ohio. The name 
of the Bissell Motor Co. was 
later changed to the National 





sociated with J. A. Elliott & Co., 
and for the past three years had 
been associated with Steve Pal- 
mer & Co., manufacturers’ agents. 





DAVID D. LUPTON 


David D. Lupton, 78, president 
of the David D. Lupton’s Sons 
| Co., Philadelphia, one of the 
world’s largest manufacturers of 
metal sash until it suspended 
business in 1932, and later head 
of David Lupton Co., metal brok- 
ers, Philadelphia, died Nov. 30. 








Super-Service Co. 

Mr. Bissell was elected an 
honorary life member of the 
Vacuum Cleaner Manufacturers 
Association in recognition of his 
services on behalf of the in- 
dustry. 


ROBERT O. GRIFFITH 

Robert O. Griffith, in the hard- 
ware business in Remsen, N. Y., 
for the past 25 years, died re- 
cently at the home of his son in 


JOHN R. DAVIES 
John R. Davies, 74, president 
since 1928 of the Moore Push 
Pin Co., Wayne Junction, Pa, 
died Nov. 23 at his home in sub. 








JOHN R. DAVIES 


urban Philadelphia. Mr. Davies 
was well known in the hardware 
and stationery fields. He served 
for a number of years as presi- 
dent and general manager of Wil- 
low Grove, well-known amuse 
ment park outside Philadelphia 





ROBERT L. FORSHEE 


Robert L. Forshee, 53, who for 
over nine years covered the south 
ern territory for the Vollrath Co, 
Sheboygan, Wisc., with Atlanta, 
Ga., as his headquarters, sue 
cumbed to an attack of coronary 
thrombosis on Dec. 1. He was 
widely known among housewares 
buyers of the South. Mr. Forshee 
was a veteran of World War IL. 





LOUIS L. ROSENBERG 
Louis L. Rosenberg, 83, owner 
of L. L. Rosenberg & Co., New 
Haven, Conn., hardware firm, 
died Nov. 20, in his sleep. He 
had been in ill health for about 


six months. 


NEW VIRGINIA FIRM 
G & B Hardware Cog Inc, 
Richmond, Va., has been formed 
here to conduct a hardware busi- 
ness. K. Gross, Richmond, is 
president. 


MILL SUPPLY MEETING 
IN BOSTON, JAN. 14 


The mill supply industry will 
hold a regional meeting, at the 
Copley-Plaza Hotel, Boston, Jan. 
14, in conjunction with the 54th 
annual dinner of the New Eng- 
land Iron & Hardware Associa- 
tion, which will be held in the 
















Utica, N. Y. 


evening of the same day. 
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Some Hardware Lines Freed _ 
Of Inventory Control 


Thirty-one consumer products 
and classes of products, ranging 
from oriental rugs to musical in- 
struments, not in short supply 
or essential to the national 
economy, were freed from re- 
tailers’ and wholesalers’ compul- 
sory inventory control* Nov. 26 by 
the Civilian Production Admin- 
istration. Action was taken by 


amendment of Order L-219 and | 


Direction 1 of L-219, the order 


which limits receipts of certain | 


consumer goods by merchants 
who have specified sales and in- 
ventories. 

For those items remaining un- 


der inventory control, CPA re- 
defined “controlled merchants” 
to include only those retailers 
and wholesalers having total an- 
nual sales of $400,000 or more 
or whose net cost value inven- 
tory totals $100,000 or more. 
Previously, inventory control af- 
fected merchants with yearly 
sales over $200,000 or inven- 
tories of $50,000 or more. 
Inventory levels permitted un- 
der L-219 are determined by a 
formula which takes into account | 
each merchant’s inventory-to- 
sales ratio during the base pe- 
riod 1939-40-41 and changes in 





sales and inventories since then. | 


Products withdrawn from 
compulsory control by CPA still 
may be included in a merchant’s 
controlled inventory, at his op- 
tion, if he wants to increase cur- 
rent inventory and sales volume 
figures on which future allowable 
inventories are computed. 

The following products have 
been released from compulsory 
inventory control: All items 
listed on Table 3 of Priorities 
Regulation 32 (aluminum prod- 
ucts and dry cell batteries) ; all 
items produced under limitation 
orders L-85, L-116 and L-118 
(women’s and girls’ outerwear 
and lingerie); antiques; art 
needlework; Christmas orna- 
ments and supplies; clocks and 
watches; drugs and drug sun- 
dries; flowers and plants; furs, 





fur coats (except fur-trimmed 
coats); gatden supplies and 
seeds for garden use; giftwares 
(including jewelry accessories) ; 
gloves, handbags and millinery; 
jewelry and silverware; luggage 
and other goods; musical instru- 
ments (including pianos and or- 
gans); neckwear and _ scarfs 
(men’s, women’s and _ chil- 
dren’s); notions; oriental rugs; 
phonograph records and sup- 
plies; phonographs; picture 
frames and mirrors; radio re- 
ceiving sets; radio and phono- 
graph combinations; school sup- 
plies; sheet music; smoking 
equipment; sporting goods and 
cameras; stationery and books; 
toilet articles and _ toiletries 
(such as cosmetics and shaving 
equipment); toys and games; 
wheeled goods. 








ONLY FERROUS NAILS | 
TO GET HH RATING. 


Housing nails subject to HH 
preference ratings were limited 
to ferrous (steel) nails recently 
by the Civilian Production Ad- 
ministration. 


The limitation was effected by 
an amendment to Schedule A 
of Priorities Regulation 33, gov- 
erning building materials under 
the Veterans’ Emergency Hous- 
ing Program. It eliminates cop- 
per, bronze, aluminum and other 
non-ferrous nails from the list 
of building materials for which 
builders or contractors may use 
HH (housing) ratings. The elim- 
inated nails are of a specialty 
nature and are not used exten- 
sively in new house construction. 
The revised definition also elim- 
inates non-ferrous nails from the 
set-aside requirements of Sched- 
ule B to PR-33. 


At the same time, CPA ex- 
panded the “flat galvanized sheet 
steel” item on Schedule A to 
PR-33 to include some heavier 
sheets. Previously the item in- 
cluded flat galvanized _ steel 
sheets “26 gauge or lighter.” It 
now includes sheets “23 gauge or 
lighter.” 

The Schedule A definitions of 
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the two items now read as fol- 
lows: 

Nails (ferrous, of the following 
kinds only: Wire and cut nails 


2 penny to 20 penny, inclusive; 
nails and brads smaller than 2 
penny but suitable for roofing, 
siding, lath, or millwork). This 
does not include 2 penny to 10 
penny cement and bright ox 


| nails. 


Sheet, flat galvanized steel, 23 
gauge or lighter. A person au- 
thorized to use an HH rating 
may use it for this material only 





| if (1) he is jgoing to use it in 


making any of the- following 
items for the authorized job or 
units and (2) he has not re- 
ceived other priorities assistance 
for this purpose from CPA (un- 
der Priorities Regulation 28 o1 
Order M-21): flashings; furnac: 
pipes, fittings and duct work; 
gutters and downspouts; termite 
shields. 








Price Change Reports 
Not Required By OPA 


It is no longer necessary to | 
report price changes for com- 
modities and services that have 
been decontrolled, the Office of 
Price Administration has _ re- 
minded all lines of trade re- 
cently. The former reporting re- 
quirement was revoked, effective 
November 19, 1946, OPA point- 
ed out. 


Because of lack of information 
or misunderstanding, however, 
many businessmen have con- 
tinued to report to OPA all 
price changes on various com- 
modities or services upon which 
they had previously been re- 
quired to file such reports. It 
is to these people that this an- 
nouncement was directed. 





Specifically, the revocation or- 
der provided that all require- 
ments in any OPA regulation 
or order that a seller or buyer 
report to OPA the price he is 
charging or paying for a com- 
modity or service which has 





been exempted from price con- 
tdol were thereby revoked. 

An important rule—that still 
remains in effect, however, is 
that all producers, processors 
distributors and other sellers of 
any commodity under price con- 
trols are required to keep on 
hand for a year after date of 
decontrol of the commodity, all 
records, reports and other docu- 
ments that they were required 
to maintain to the time of de- 
control. 








PRODUCTION CONTROLS 
OFF WORK GLOVES 


The Civilian Production Ad- 
ministration has removed its con- 
trols over the production of 
work gloves by revoking Order 
M-375. The order was revoked 
not only because of the recent 
abolition of price ceilings and 
expected increased production 





but also because of the recent 
revocation of the low-cost cloth- 
ing order. In addition, CPA 
has revoked Direction 12 to 
Order M-328, issued March 29, 
1945, amended January 15, 1946, 
which required that mills pro- 
ducing work-glove jersey-knitted 
fabric had to continue such pro- 
duction at the same rate as in & 


| selected base period. 
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BY THE FOOT OR FATHOM 


“AMERICAN BRAND” PURE MANILA ROPE is made 
in standard and special constructions for all the uses of ship operators, 
farmers, ranchers, oil producers and other industries. 
American Manufacturing Company makes a complete line of first- 
quality cordage—ROPE—TWINE—OAKUM and PACKING. 


“American Brand” 
Fee Wlenla Moe 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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Sales Offices: 


DECEMBER 19, 1946 






















December 19, 1946 








ADVANCES 
One line bolts, nuts, rivets, screws. Nickel. Linseed oil. 
DECLINES 
Silver. 
PRICES WITHDRAWN 
One line trunk locks, etc. 








Linseed oil higher — Leading 
crushers have announced an increase of 
three points in the tankcar price of 
linseed oil, to 34.8 cents per pound for 
delivery in zone three. Because of the 
sharp increase for both new and used 
drums, the Archer-Daniels-Midland Co. 
recently announced a two-cent differen- 
tial on linseed and soybean oils made 
against tankcar or tankwagon contracts. 


Trunk locks, ete.—On Nov. 20, 
Eagle Lock Co. advised it was with- 
drawing prices on trunk locks, suit-case 
locks, and trimmings. 
. - o 


Bolts, nuts and screws—Rus- 
sell, Burdsall & Ward Bolt & Nut Co. 
announced increased prices for bolts, 
nuts, rivets and screws, with the ad- 
vances becoming effective Dec. 2. Com- 
pany officials estimated that the new 
list reflects a 6 per cent average rise. 
Its announcement said that, since OPA 
controls ended, increases in the cost of 
raw materials had been “substantial,” 
and that up to Nov. 26 over-all costs had 
risen by approximately 6 per cent. The 
company also said that, as costs on 
specials were studied, new prices would 
be announced. “Traditionally, we be- 
lieve in the lowest possible prices com- 
mensurate with product quality,” the 
announcement said. “In the inflation- 
ary period after World War I, we were 
one of the few companies in American 
industry that refused to advance prices. 
Today there is no change in the funda- 
mental policy of our company, even 
though the cost of our product has no 
real bearing on the cost of living.” Due 
to the shortage of steel, delivery dates 
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were said to be becoming more and 
more extended on bolts, nuts, washers 
and rivets. On many items shipments 
are promised in four months to one 
year from the date of acceptance. 
2 7 7 

Nickel price advanced — The 
International Nickel Co., Inc., on Nov. 
25, announced a mark-up of its U. S. 
prices for nickel, bringing them into 


line with those prevailing in the world 
market. The increase was the first in 
about 20 years. The contract price for 
99.9 per cent electrolytic nickel has 
been placed at 35 cents per pound. The 
price to general contract customers pre- 
viously was 31% cents per pound. It is 
contemplated that warehouse distrib- 
utors of nickel will make corresponding 
increases in their prices for deliveries 
out of warehouse. Comparable price in- 
creases have also been made for the 
company’s nickel alloy mill products, 
such as rods, bars, and sheets of Monel, 
Inconel and pure nickel. 


Silver price reduced—A sub- 
stantial offering of silver from England 
forced the reduction in the New York 
price to 87% cents an ounce from 90% 
cents, a leading bullion dealer said on 








Wholesale Hardware Sales* 
By Geographic Divisions for October, 1946 









































| SALES REPORTED SALES YEAR-TO-DATE b 
ian : aud VAR AE te 
| wn — e 
GEOGRAPHIC | Amount (Add 000) 
DIVISION Percent 
Number we — — a Ten Ten 
of from | Months | Months 
Firms | Oct. .F Sept. | Oct. Oct. | Sept. | 10mos,| 1946 1945 
c 1945 | 1946 | 1946 1945 | 1946 | 1945 |(Add 000)/(Add 000) 
j | | 
U.S. TOTAL.....| 313 +70 | +20 | $76,536 | $45,102 | $63,684; +42 | $566,734 | $397,824 
New England......... 19 +63 | +16 1,623 993| 1,403) +41 13,268 9,383 
Middle Atiantic. .... 76 +61 +24 | 11,623/ 7,202} 9,364) +38 
East North Central... 47 +87 +29 | 14,443| 7,740| 11,197| +51 | 102,451| 67,907 
West North Central... 38 | «+79 +23 14,180} 7,933| 11,548) +52 91,388 | 60,121 
South Atiantic........ 5C +90 | +21 | 8,768) 4,616) 7,253) +51 67,249 
East South Central... 18 | +55 +13 dd 2,927; 3,996) +43 34 24,020 
West South Central... 27 +52 +10 | 8,731| 5,735| 7,922) +36 68,946 | 50,744 
ack war bala 11 +57 +65 | 2,161! 1,377| 2,050) +48 15,807 | 10,714 
GU ev edchadesdes 27 +59 +17 | 10,475; 6,579) 8,951) +28 87,073| 68,113 
Bureau of the Census Current Wholesale Trade 


a Includes 32 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totais. 
c Uumber does not apply in all cases to the year-to-date figures. 





States comprising regions 


New England—(Conn., Maine, — N. H., R. L, Vt.) 


Middle Atlantie—(N. J., N. Y. 


East North Central—(Iil., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo.. Neb., N. D., 8S. D 


South Atlantic—(Del., D. C., 


-) 
Fia., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Cole., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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A REVOLUTIONAR 





The new “Detroit” CRC-246 Float Valve is a revolutionary 
improvement over any other valve—enables the manu- 
facturer to offer you far better oil heaters, ranges, 






water heaters, furnaces, etc. 


















oe ADVANCED IN PRINCIPLE 
e for Some of the new features are: SUPERIOR IN PERFORMANCE 
an @ Rate of flow to burner is constant with inlet heads SIMPLER 
| pre- varying from 2 inches to 84 inches. Tank can be placed 
It is lower—heater can be more compact. “Dying fire”, when IMPROVED IN APPEARANCE 
strib- fuel supply is low, is eliminated. 
ding 
erles 
ort @ Safety mechanism trips from level of fuel in burner 
the as well as level in valve. Results in less pooling of fuel 
ucts, in burner if fire is extinguished. 
onel, 
@ Magnetic trip mechanism is positive, controlled by 
permanent magnet which has no electrical connection. 
sub- Will not trip from vibration. 
and 
@ Low flows are extremely accurate and consistent—a 
poe decided advantage for low pilots on water heaters 
= and furnaces. 
@ Due to the position of the metering stem, approximately 
in the center of the assembly, this valve can be tilted a 
reasonable amount without affecting fuel flow. Heater 
=a can be leveled by eye and will operate satisfactorily. 
b 
f @ Fully temperature compensated. Uniform fuel flow 
regardless of fuel temperature. Full heater output is 
- assured at all times. 
0) 
a @ Connects directly to burner nipple. Eliminates tees, 
A fittings and tubing—a great convenience where valve 
a must be installed separately. 
1 
@ Simple to service—few parts to handle—job takes 
: only a few minutes. 
, 
. ETROIT ere ATOR ai MPANY General Offices: 5900 TRUMBULL AVENUE 
a, 8, MICHIGAN 
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STATESMAN 
/ NYLON 
- Bait Casting Line - 


=. 
A POPULAR AND FAST SELLING LINE —™ 





Meets the most exacting demands of the world’s best 
fishermen . . . Stronger and smoother than other lines of 
equal diameter . . . Braided by our special slow, careful 
process which insures greater strength and distance in 


casting . . . Made in eight sizes and tests. Black, white, 
Or gray. 

Test ‘ ee lecy 1214 15 20 25 30 35 
List per spool (50 yd.) . $1.35 1.50 185 2.00 2.35 2.50 


Packed two 50 yd. spools connected. 


Test . . ° ° ° 42 50 
List per 100 yd. ° - $6.15 6.75 
42 and 50 test on 300, 400, or 1000 yd. tubes, universal 
winding, cellophane protected. 
Ask Your Jobber Salesman 
“Nothing better was ever made for fishing than a Norwich Line” 


\ NORWICH LINE COMPANY, Inc. 
bs NORWICH, N.Y. 
"Whe Line of Cha mplone 






EB ncu MONTH more SpeedWay Drills 
come off the production line; are beirg 
shipped eoch day. But. frankly, thoug’ 
we are beginning to cut into our moun 
tainous pile of back orders, theres o 
deal of waiting still for a lot of people 
who are ordering SpeedWay Tools todo, 
However, because they are worth waiting 
for, we suggest that you place your order 
now with your local SpeedWay dealer 
for earliest possible delivery. 


SPEEDWAY MFG. CO. 


1819 S. 52nd Ave., Chicago 50, Ill. 


J with Jacob chuck (as 


No. 89 equipped with Snap-Release Chuck. 
No. 
ittustrated) . . . $5.00 extra 





























Dec. 5. Supply and demand for silver 
have been in fairly close balance for a 
number of weeks, and its price had been 
at 90% cents since Oct. 3. 

**¢ * 


Nail shipments were near 
record—Until actually interrupted by 
the coal strike the American Iron & 
Steel Institute, late last month, had 
prophesied that, “if uninterrupted, the 
current high rate of nail shipments 
should in a few months relieve the 
widely reported shortage of this prod- 
uct, especially for the housing program.” 
During September nail shipments were 
equivalent to the highest peacetime an- 
nual rate since 1923. The total for 
September, at 59,875 tons, represents an 
annual rate of shipments at approxi- 
mately 720,000 tons, while the 1923 
“peak” was 789,000 tons. Over 50,000 
tons of wire nail and staple production 
were lost in early 1946 because of 
strikes. Although the industry’s poten- 
tial steel production during the first 
nine months of 1946 was cut by 25 per 
cent due to strikes, nail shipments were 
only 6 per cent below the comparable 
months of 1945 and 1940. Under a re- 
cent order, the government is setting 
aside one-half of the weight of each 
shipment of housing-type nails received 
by suppliers, to fill rated orders largely 
for the Veterans’ Emergency Housing 
Program. Nail manufacturers have 
pledged their maximum efforts to in- 
crease production. 

* * * 

Nails for housing—By a new 
CPA action, housing nails, subject to HH 
preference ratings, are limited to “fer- 
rous”—steel or iron—nails. This is or- 
dered by an amendment to Priorities 
Regulation 33, governing building ma- 
terials under the veterans’ emergency 
housing program. The amendment elim- 
inates copper, bronze, aluminum and 
other “non-ferrous” nails from the list 
of building materials for which builders 
or contractors may use HH ratings. 

. . + 


More lead for batteries—As 
of Nov. 25, CPA increased the amount 
of secondary lead, which is produced 
from scrap, that may be used in making 
batteries. It announced a 6 per cent 
increase, which is expected to add 
450,000 replacement storage batteries 
for passenger cars and trucks to the 
nation’s small supply. Speaking of lead, 
it is interesting to note the changes 
which have taken place in the (f.o.b. 
New York) pricing of pig lead, since 
the beginning of the late war. Starting 
at $5.25 per 100 lb. in Sept., 1939, a 
gradual drop followed, to $4.75, in Aug., 
1940. Thence came a gradual increase 
until OPA established its four-year ceil- 
ing at $6.50, in Jan., 1942. Its ceiling 
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was raised to $8.25 in June, 1946, and, 
since decontrol, the figure, as of Nov. 
18, was at $11.80. 
a . © 

More kitchen cabinets—CPA 
reports that production of kitchen cabi- 
nets, both steel and wood, is now about 
50 per cent greater than before the war, 
because of its directives channeling 
steel to cabinet manufacturers, and be- 
cause of the large number of new man- 
ufacturers in the field. Although cabi- 
net output is not up to the goals of the 
housing program, it is keeping pace 
with the actual rate of home construc- 
tion. Manufacturers of kitchen cabi- 
nets are receiving steel on VHA direc- 
tives only for under-sink cabinets. They 
are getting CC ratings for steel for wall- 
type cabinets most of which are the 
three-shelf kind. The industry is also 
making the “general-utility type” of 
cabinets, both steel and wood. CPA 
estimates that the industry is turning 
out four metal cabinets to every wooden 
one, although metal cabinets entered the 
market only a few years before the war. 
Since the war, a large number of sheet 
metal plants which formerly did con- 





tract work have turned to the manufac- | 


ture of finished kitchen cabinets. 
* * @ 


“Apex” products—Unit pro- 
duction of electric vacuum cleaners, 
washers and ironers—despite serious 
material shortages—had reached a new 
all-time high at the Cleveland and San- 
dusky, Ohio, plants of the Apex Electri- 


cal Mfg. Co., announces C. G. Frantz, | 
Production for October to- | 


president. 
taled 46,695 cleaners, washers and iron- 
ers compared with 29,041 for October, 


1941. In the first 10 months of 1946, | 


total output was 301,990 units, com- 
pared with a total of 244,104 for the 
same period in 1941. 
7 a + 

Turpentine and rosin — The 
U. S. Department of Agriculture an- 
nounces that its engineers have de- 
veloped a new and more economical 
method of distilling turpentine and ros- 
in, from the gum or sap of the southern- 
pine tree. The Department says that a 
new still requires about one-third less 
steam than the most efficient stills now 
in use, and that it produces rosin about 
one half grade better than can be pro- 
duced by the best stills now operating. 
The department said a small com- 
mercial-sized, new-method still has al- 
ready been demonstrated at Lake City, 
Fla. 


New Glidden record—Glidden 





€o.’s sales, for its fiscal year ended Oct. | 
31, reached an all-time record high of | 


$123,000,000 says President A. D. Joyce. 
The figure represented an increase of 














The versatile Planet Jr. 7135X Seeder makes it easy for 
you to give your customers the right answer to their planting 
problems. It handles all seeds from the smallest up to bush 
beans—plants them in straight rows at just the right depth, 
in beds or on the flat. It can be used in single or multiple 


units, behind all types of tractors. 


The Planet Jr. 7135X Seeder is just one example of the 
complete line of Planet Jr. Seeders for hand operation, 
animal or tractor power. Feature Planet Jr.! That’s the way 
to help your customers grow more with less work, and help 


yourself to your share of the profitable business that goes 


with Planet Jr. 


S. L. ALLEN & CO., Inc. 
3495 N. 5th Street, Philadelphia 40, Pa. 
Makers of Planet Jr. Garden Tractors; Planet 


Jr. hand, animal, and power equipment; 
and Planet Jr. “Planetized” Tillage Steels. 











Planet Jr 


means a better job of planting ... 
means time, labor and seed saved! 
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AUTOMATIC 
DEEP WELL 


More than half of all farms 
in the United States now have 
electric highline power. This 


a is nearly double the number 
of electrified farms before 
the war. 


What does this rapidly 
changing situation offer you? 
Nearly every farm in your 
community is an immediate or 
potential market for an elec- 
tric water system, accessories 


or service. 


The Monitor Automatic 
Deep Well Water System will 
help you capture a large share 
of this tremendous market. It 
will supply water economically 
from wells 25 to 400 feet deep. 
Its long-lasting, trouble-free 
performance and streamlined 
eye appeal are valuable sales 


features. 


Write your nearest Baker 
branch for complete details. 


BAKER MFG. CO., evansvuce, wis. 


e BRANCHES @ 

BAKER MFG. CO.: Minneapolis, Minn.; 
Madison, Wis.; Fort Dodge, ta.; Cedar 
Rapids, ta.; Omoha, Neb.; Kansas City, 
MG6.; Enid, Okla.; Hutchinson, Kan. 

BAKER MFG. LTD.: Winnipeg, Canada. 
AXTELL CO.: Fort Worth, Tex.; Amarillo, 
Tex.; tubbock, Tex; San Angelo, Tex. 


- tHE CAMonidor Lint 

DEEP WELL WATER SYSTEMS © WIND- 

MILLS © HAND PUMPS © PUMP JACKS 
ENGINES © WATER WELL SUPPLIES 


WATER SYSTEM 





18.5 per cent from the total for the pre- 
ceding year. Mr. Joyce stressed the 
fact that the gain represented peace- 
time demand, and added that sales for 
the first 15 days of the current fiscal 
year showed an increase of 47 per cent 
from those for the corresponding 1945 


period. 
* ¢ « 


Halt steel priorities — Effec- 
tive Dec. 9, CPA has ordered a halt on 
the issuance of priorities on iron and 
steel, except for serious emergencies af- 
fecting the public health and safety or 
national welfare. It also placed a 25 
per cent ceiling on the amount of pro- 
duction individual mills must furnish to 
priority buyers after Dec. 31. Officials 
said about 90 per cent of priorities have 
been issued for the first quarter of next 
year. CPA said the new orders were 
temporary, and were issued because of 
reduced steel production resulting from 
the coal strike. Priorities are ‘being 
issued for military needs, housing, ur- 
gent export requirements, for special 
assistance to small business and for 
emergency use. In other orders, also 
described by CPA as temporary, the 
agency authorized steel warehouses to 
reject all steel orders, priority or other- 
wise, exceeding 10,000 pounds in any 
one classification, where “delivery of 
the orders would seriously impair the 
warehouses’ function in the distribution 
of steel.” 


> * . 


Output on home goods — 
Gains in production and factory ship- 
ments for four major “consumer durable 
goods” items were registered in October, 
the Commerce Department reports. Pro- 
duction of domestic sewing machines 
rose 42 per cent over September, heat- 
ing stoves 37 per cent, cooking appli- 
ances 20 per cent and water heaters 19 
per cent. Factory shipments of sewing 
machines increased 30 per cent, heating 
stoves 25, cooking appliances 20, and 
water heaters 19. 


Pig iron preference — CPA’s 
certification plan, under which foun- 
dries now receive preference in pur- 
chasing pig iron to be used for hous- 
ing products, and for railroad brake- 
shoes, has been extended through the 
first quarter of 1947. CPA thus pro- 
vides, in an amended direction to Steel 
Order M-21. 


Antimony curbs eased—CPA 
announced Nov. 28 that import restric- 
tions on antimony are removed, effec- 
tive immediately, and that the Recon- 
struction Finance Corporation has been 
asked to discontinue public purchases. 
The deletion of antimony leaves only 

















HOUSE NUMBERS 


that 
SELL! SELL! SELL! 


A Good 10¢ Worth 
GLEAMING 
BLACK PLASTIC 





NEAT—STURDY 
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og 8 a re y 
APSE (Leamang err) 


‘10 Doz. Assortments in Attractive 


Display Box 
Available Through Your Jobber 


PERMA- 
GLOW 


THE NUMBER 
THAT GLOWS IN THE DARK 


The Fastest-S$ lling Item 


In House Number His 





Fail Rast 10st St. New York 
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Season's 


Greetings 


...and thanks fo all 
you swell dealers— 
from the manufac- 


turers of 


ABESTO 


ROOF ADHESIVES 
AND 
COATING MATERIALS 
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Abesto 


MANUFACTURING CORP. 


MICHIGAN CITY, IND. 


agave (sisal) fibers, inedible molasses 
and tin subject to import restrictions. 
The chief civilian use of antimony is 
| in the manufacture of babbitt and 
other lead items. In the war it was 
used for flame and mildew proofing of 
military tents and paints. It was orig- 
inally placed under import controls in 
1941. 


Aluminum and steel windows 
—CPA reports recently as to Industry 
Advisory Committee findings, on the 
present metal window situation. The 
committee as to aluminum windows, 
recommended strongly that priorities 
assistance be provided to obtain alu- 
minum window components for the 
Veterans’ Emergency Housing Pro- 
gram. It mentioned immediate needs 
for hardware, rubber, screws, rivets and 
similar components, as well as for pro- 
duction equipment for possible expan- 
sion of facilities. The steel window 
committee warned CPA that manufac- 
turers will not be able to supply enough 
steel windows for new veterans’ hous- 
ing during 1947 unless they receive 
more steel sections from rolling mills. 
A National Housing Agency represen- 
tative said that the production of 








| wooden windows this year and in 1947 


| 


| steel window output would be neces- 


would be inadequate for the projected 
needs of veterans’ housing, and that a 
substantial increase in aluminum and 


sary to help meet the deficit. Steel win- 
dow producers will be expected to 
make between four and six million of 
the approximately sixteen million 
“above-ground” windows which NHA 
estimates will be needed in the vet- 
erans’ emergency housing program next 


year. 
eee 


Rubber tire rulings—CPA has 
ruled that lightweight bicycle tires, used 
for racing, now may be made with as 
high a percentage of natural rubber as 
manufacturers desire. Balloon bicycle 
tires may be made with 27 per cent 
natural rubber. Previously all bicycle 
tires were limited to 13 per cent. These 
increases, which will require a negli- 
gible amount of rubber, were permitted 
as one of eight minor changes in Rub- 
ber Order R-1, now reissued. Other 
changes were chiefly to clarify the lan- 
guage of the order and did: not affect 
its provisions. 

- . * 


CPA’s October report showed 
a number of new and important advances 
in production of such goods as wash- 
ing and sewing machines, ranges, and 
vacuum cleaners, and in output of au- 
tomobiles, shoes, farm machinery, auto- 





mobile tires and many building mate- 












rials. Farm machinery output increased 


AUTOMATIC 
WINDMILLS 


OUTGUESS 
THE WIND 




















































Monitor Windmills are 
designed to reduce storm 
strain instead of fighting 
it. That is why they can 
ride out most storms 
without damage. 


An automatic wind governor keeps 
the wheel at a constant speed regard- 
less of wind pressure. The wheel can- 
not run wild, even in a storm. New 
pull-in control relieves shock and strain. 


All working’ parts of the Monitor 
Windmill head are carefully machined 
and set at the proper angle to reduce 
friction. Automatic lubrication elimi- 
nates the need for constant care. Iron 
Vault gear case keeps out dust and 
moisture. 


You can build a profitable business 
in windmill sales and service by pro- 
moting the Monitor line. 

Write your nearest Baker branch. 





@ BRANCHES e@ 
BAKER MFG. CO.: Minneopolis, Minn, 
Madison, Wis.; Fort Dodge, le; Cedor 
Rapids, lo.; Omaha, Neb.; Kansos City, 
Mo.; Enid, Okla.; Hutchinson, Kon. 
BAKER MFG. LTD.: Winnipeg, Conoda 
AXTELL CO.: Fort Worth, Tex. Amarillo, 
Tex, Lubbock, Texy Sen Angelo, Tex. 
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BAKER MANUFACTURING CO., 











These improved 
threaders come in “Stand- 
ards,” “Ratchet,” and “Geared” types 
operating on the “receding die” prin- 
ciple. They will cut perfect threads in 
the following sizes: “Standard” and 
“Ratchet”—1”, 1%”, 1%” and 2” 
and “Geared”—2%”, 3”, 3%” and 
1”. Chasers are made of special 
analysis tool steel, hardened, drawn, 
tempered, and tested. 





ADJUSTABLE STOCKS 
and DIES 


“ARMSTRONG Bros.” stocks are more 
compact, and are smoothly finished to 
fit comfortably in the hand. Each 
takes all standard make dies of its 
type. They are made in all sizes and 
are sold singly or with dies and 
guides in sets. 





“ArmsTrOoNG Bros.” Dies, both solid 
and adjustable, are machined from 
special tool steel, with “backed-off” 
ground teeth. They cut easily, cut 
smooth, close-fitting threads, and 
“spin” off pipe ends without jamming 
or sticking. They fit all standard 
make stocks. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago 12, U.S.A. 
Eastern Whee. and Sales: 190 Lafayette St., 

W. Y. 12, N. Y. Pacifie Whse. and 
Sales Office: 1275 Mission St., 

San Franciseo 3, California 





RECEDING 
THREADERS 


CHASERS 





to a new record of $68,700,000, nine 


| per cent above September, but parts 


production declined. CPA _ predicted 
that, barring a prolonged coal strike, 
an end to the shortage of bricks, con- 
crete blocks, cement, hot water heaters, 
warm air furnaces, and floor wall fur- 
naces should come by the year-end. It 
reported that employment stood at 
57,400,000 on Oct. 31. Unemployment 
dropped 120,000 to 1,950,000 persons. 
Among the figures reported by CPA on 
consumer durable goods production for 


| October and September, respectively, 


were: Automobiles, 286,000 and 239,000 
units; mechanical refrigerators, 280,000 
and 233,000; washing machines, 265,000 
and 212,000; sewing machines, 45,000 
and 35,000; gas ranges, 188,000 and 
153,000; electric ranges, 72,000 and 
61,000, vacuum cleaners, 266,000 and 


| 240,000, and radios, 1,800,000 and 1,- 
| 500,000. No figures were given on Octo- 
| ber production of electric irons which, 


however, probably largely gained over 
September output, totaling 697,000 


units. 
« * * 


The Federal Reserve con- 
firms—The Federal Reserve Board, re- 
porting for October and early Novem- 
ber, emphasized the “rosy” background, 
against which the coal strike was pro- 
jected. It said that industrial production 
and employment had forged up to a 
record peacetime high before the coal 
upheaval. Output at factories and mines 
incfeased 2 per cent in October, to a 
point 82 per cent higher than the aver- 
age for the 1935-39 period. The Board 
reported, too, that: “Production was 
maintained at this level in November, 
up to the beginning of work stoppages 


in bituminous coal mines.” Summariz- 


ing business conditions for October, the 
Board reported employment at factories 
was maintained at a record peacetime 
level, along with production, and out- 
put was above the high level of distri- 
bution, so that the goods turned out 
brought a further increase in inven- 
tories. The Board observed that “prices 
in wholesale and retail markets gen- 
erally advanced considerably, following 
the lifting of controls.” It noted that 
the value of construction contracts 
awarded declined further in October 
to a level two-fifths below the May 
peak, though remaining about double 
the 1939 average. Awards for residen- 
tial building decreased by more than 
one-fifth. 


* * * 


Products still critical — On 
Nov. 19, CPA issued a revision of its 
Priorities Regulation 28 (Critical Prod- 
ucts), listing the lines the agency still 
considers in supply so tight “that they 
are serious threats to the national 
economy.” These products, properly 
certified, still are eligible for CC pri- 
ority ratings, when the need is essen- 
tial. Included, other than a few chemi- 
cals and medicinals, are: alcohol from 
non-food materials; asbestos-cement sid- 
ing shingles and sheets, and machinery 
for making; asphalt and tarred roofing 
products and machinery for making; 
boilers, low pressure residential, build- 
ers’ hardware, including butts, hinges 
and hasps, door locks and lock trim, 
sash, screen and shelf hardware, night 
latches and deadlocks, spring hinges, 
sash balances and sash pulleys; build- 
ing board and machinery for making; 
castings, malleable and gray iron (in- 
cludmg soil pipe); cement, common 
and face brick, structural tile and sewer 








Wholesale Hardware Inventories‘ 
By Geographic Divisions for October, 1946 
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END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 














Percent Change { | 
GEOGRAPHIC October 1 f Amount (Add 000) 
DIVISION ‘ vs. | 
} 
| Firms | Oct. | Sept. | Oct. |7 Oct. | Sep’. | Oct. Oct. | Sept. 
| 1945 | 1946 | 1946 | 1945 | 1946 | 1946 945 | 1946 
i | 
U. S. TOTAL |} 7 | +41 0 | $67,194 | $47,733 | $47,480;| 124 151 | 151 
| | ' 
New England 13 +49 +5 2,654| 1,786/ 2,517| 217 234 235 
Middle Atlantic 42 +22 | +1 | 6931| S6e6| 6887| 105 138 132 
East North Central 36 +63 —5 | 14,925) 9,149] 15,631/ 116 134 157 
West North Central 29 | +37 | —2 | 14,070| 10,293; 14,329/ 106 142 134 
South Atlantic 24 +52 | +1 | 3,250| 2138] 3,234) 94 100 114 
East South Central 1 0| «+72 +7 | 2,311) 1346| 2,154) 120 115 127 
West South Central 17 +39 | +3 034/ 6,509/ 8,749| 156 168 160 
| Mountain 8 +33 | +1 995 749, 987, 90 107 98 
| Pacific 17 +29 0 015| 10,077; 12,992| 166 209 194 


} 
t } | 





Bureau of the Census 


Current Wholesale Trade 
ases. 


a Includes 26 reports received too late to be incorporated in Census Bureau published rele: 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
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The Quality P Permanent Steel | jack-and-Post for Leveling Sagging Floors 
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SELLER "Aspens: 197, 
for your store «= "|: ca 


Because hundreds of 
homes, farm and 
commercial buildings 
in every community 
apparently need this 
low-cost easily-in- 
stalled floor leveling 
device which has... 


Exclusive 


3 


- en 


Features 


For easy turning up 
* under load— 


1. Timken Roller Bearing 


2. Acme square threads 


For extra strength 


which extend clear 


post. 
4. Extra-heavy 5/16” 


plates. 


For permanence 

5. Glossy gray anti-rust 
baked enamel finish, 
inside and out. 


Perma-Jack sells on sight in your store. Packaged for over- 
the -counter sales. Hundreds of thousands already sold. 
Popular price, full profit for you. Don't miss the extra-money 
volume top-quality Perma-Jack offers you. If your whole- 
saler doesn't have ‘em, write us —today! 


Product of PERMA-JACK Corporation, 12500 Berea Road Cleveland 11, Ohio 


A Subsidiary of Republi 


Sales - Making | 


3. Two %” support pins | 


through the adjustable 


thick steel top and bottom | 
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R-V-LITE 


The -£Ul- Purpose WINDOW MATERIAL 
_ BUILDS VOLUME SALES 





MORE eggs—BIGGER eggs when “Vitamin-D” sunshine rays 
| reach birds. R-V-LITE admits over 60 times more “Vitamin:D” 
| rays than window glass—builds sturdier chicks and pullets— 
increases egg yield. That means steady, repeat business and 
bigger profits for R-V-LITE dealers. 


Ideal for storm doors and 
windows and a host of other 


uses. 

@ R-V-LITE keeps heat in and cold 
out. Sell it to prevent drafts and 
cold epidemics in the home arfd 
all farm animal buildings. Trans- 

| porent, shatter-proof, weather- 

| proof, durable. Backed by strong 
magazine and radio advertising. 
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; G BUT THE E TRUTH 
‘ NOTHIN XANDER es 


radio from coast-t 


Pree! Dispens- 
ing Display Rack 
and other selling 
» helps. 















ORDER FROM 
YOUR JOBBER TODAY 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. Kimball Avenue, Chicago 18, Ill. 
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pipe; coal of certain kinds, also coke 
and coal mining machinery; concrete 
blocks, cement brick, and machinery 
for making; furnace pipe, fittings and 
duct work; furnaces, warm air (floor 
and wall) ; gypsum board and lath, also 
machinery for making; lead; logs and 
lumber; millwork, for housing; motors, 


warns that, with employees getting 90.3 
per cent of revenues, apportionment of 
income among workers, stockholders, 
and the company for retention in the 
business is “badly out of balance.” If 
the lack of balance continues it will 
be highly dangerous for the future of 
the company. This warning was con- 














Wholesale Hardware Collections 
on Accounts Receivable* 


By Geographic Divisions for October, 1946 












































fractional hp.; pipe fittings, screwed; ACCOUNTS RECEIVABLE Collection Percentages b 
plumbing fixtures (residential), includ- _ 
| i j j Percent 
ing bathtubs, kitchen sinks and tray encensewune : ome a (naa 000) 
combinations, lavatories, laundry trays, DIVISION vs. 
shower stalls, water closet bowls and = 
tanks; plywood (softwood) and veneer; — os. Sent. bs ba cont. ton o. 1906 
radiation (convector and cast iron) ; 
registers and grilles; rosin; rubber U.$. TOTAL..... 289 +62 | +5 | $87,282 | $36,426 | $54,627} 105 103 101 
(contain types); steel, igheilicon = tuevtuns......... w | +67 | +6 | 1,906] 816) 1,200] 105 | 91 a1 
: wi : wiri . Middie Atlantic. ...... 67 +56 + 1 6,781| 8,980; 9% 99 4 
sheet; wire copper magnet; wiring de peey deny ” T | £4 | sasse| aoee| razse| 112 1" 182 
vices of certain kinds for residential West North Central. . +64 | +10 9,985} 6,106; 9,090) 121 117 115 
. : : Atlantic........ 48 +84 +13 7,838| 4,152) 6,778); 100 97 98 
use; woodworking machinery. East South Central... 17 | +87 | +12 | 2648/ 1,682) 2,368 99 102 
eS £48 West South Central... +49 t§ 6,518; 3,697| 56,264) 112 m1 110 
eee eee eS +71 4 927; ‘841; 890 95 
The looming labor-cost fac-  Pacific............... 25 +45 | -2 9,520} 6,562| 9,699) 92 92 92 
| tor—Significantly, President J. L. Me- 
> q j , , Bureau of the Census Current Wholesale Trade 
| Caffrey, of International Harvester Co., : =  aatiatnteemneas od in € cone ~~ 


4 published releases. 
b Collection percentages are obtained by dividing the collections by the accounts receivable for an identica 








holders, and dealers recently. The com- 
pany’s net receipts, after payment of 
materials, taxes, and other expenses, 
was apportioned as follows in 1945: 
Employees, 90.3 per cent; stockholders, 


7.3 per cent, and company to be re- 
tained in the business, 2.4 per cent. 
In 1941 the employees received 81 per 
cent, stockholders, 11.7 per cent, and 
the company, 7.3 per cent. “Hourly 


tained in a letter sent employees, stock- 





































earnings of factory employees, not in- 
cluding overtime, in the last five years 
have gone up 59 per cent,” Mr. Mc- 
Caffrey said. “Our farm machinery 
prices, after holding for four years with- 
out increase, are now up about 25 per 
cent over Jan., 1941. Prices of other 
products have had to be increased, some 
by lesser, others by higher percentages. 
The amount of profits has declined by 
20 per cent from 1941 to 1945, despite 
greatly increased sales. 

“The management of our company 
believes that if we are forced to raise 
prices further we will be near the 
danger point where our customers will 

quit buying. If they quit buying, then 
/ your wages, however high, and your 
job itself will be at once in danger. We 
must never forget that the customer is 
the man who holds the fate of all of 
us in his hands, and he decides it by 
whether he buys or does not buy our 
products. 

















TRADE MARK 


Inventory controls released 
—On Nov. 26, CPA reported its re- 
moval of inventory controls on 31 lines 
widely handled by wholesalers and re- 
tailers. At the same time, CPA revised 
its rules to exempt from inventory con- 
trols those retailers and wholesalers 
having total annual sales of less than 
$400,000 (formerly $200,000) or whose 
net cost value inventory totals less than 
$100,000 ($50,000 previously). Inven- 





Now... more than three million satisfied users. 













This is not a goal...just a milestone on the road 
to universal popularity. Today the Juice-O-Mat 


is in greater demand than ever before. 


KANSAS CITY, MISSOURI rea 





Rival manuractuRING COMPANY 
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There’s a Bright Future 
in Bright Wire Goods 


Nineteen Forty-Six was a year not without difficulties of pro- 
duction and supply to our good friends, the Judd Dealers. 
We acknowledge gratefully the patience and understanding 
with which they accepted these problems. 

There were other sources of satisfaction — 

It was a quality year. We saw the end of war substitutions 
and the return to the use of fine materials. 

It was a year that put hardware dealers in a better competitive 
position with chain stores. 

There were two reasons for this. 

One reason was the use of brilliance and color to help you 
sell bundled bright wire goods. Judd introduced “‘fire-engine 
red” clips and bands, as well as Kadmilite finish —a special 
process topped off by an extra polishing that makes bright 
wire goods shine like sterling. 

Another reason was the completion of Judd’s new bright 
wire goods plant. This means faster deliveries, more sales for you. 

Added sales appeal plus quantity production is part of our 
contribution to a bright future for hardware dealers in 1947. 


H. L. JUDD COMPANY ¢ WALLINGFORD, CONN. 
87 Chambers Street, New York 7, N. Y. 











Year of Decision 


Plan to make | 
1947 your banner 
year. You can 

| be sure of 

| greater sales 
and satisfied 

customers with 

the sensational 


MERIT-MADE 











See Your 
Local Distributor 


MERIT BLDG. 


MERIT-MADE, INC. 
33-37 FRANKLIN ST. BUFFALO 2, N.Y. 


In Canada: Merit-Made, Ltd., Fort Erie, Ont. 


SEE US AT THE FURNITURE MART IN 
CHICAGO — JANUARY 6-18 
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tory levels permitted for items still 
under control are determined by a for- 
mula based on the ratio between in- 
ventory and sales. In addition to some 
clothing and accessories, furs and 
drugs, the following were the products 
released from compulsory inventory con- 
trol: aluminum products, dry cell bat- 
teries, antiques, Christmas ornaments 
and supplies, clocks and _ watches, 
flowers and plants, garden supplies and 
seeds, gift wares, jewelry and silver- 
ware, gloves and handbags, luggage 
and other leather goods, musical in- 
struments, phonograph records and sup- 
plies, phonographs, picture frames and 
mirrors, radio receiving sets, radio and 


phonograph combinations, school sup- 
plies, sheet music, smoking equipment, 
sporting goods and cameras, stationery 
and books, toilet articles, cosmetics and 
shaving equipment, toys and games, 
wheeled goods. 

. * . 

New inventory peak—Manu- 
facturers’ inventories, continuing a 10- 
month trend, rose more than 600 mil- 
lion dollars in October to reach a new 
peak of 1944 billion, the Department of 
Commerce reported recently. A substan- 
tial increase in the dollar value of 
manufacturers’ shipments was also in- 
dicated. Deliveries amounted to more 
than 12% billion dollars, the highest 








SALES OF 1,335 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
October, 1946, Comparisons 





Oct.°46 Oct.’46 


No. vs 


. vs. 
stores* Oct.’45 Sept. 46 


Total ...... 1,335 +41 +10 


$16,444,782 


Sept. 46 
$14,953,718 


Oct.”45 
$11,683,848 


Oct.’46 





1946,' $163,059,303; 1945, $114,735,775 


First 10 months of 1946 showed a 42 per cent gain over 1945 











Oct.’46 Oct. 46 
Number compared compared 
of firms with with 

States reporting * Oct.’45 Sept. ’46 Oct.’46 

OO Bee ee re 1,335 +41 +10 $16,444,782 
EE OCR eee 17 +24 +13 234,842 
ESAS eee ee 7 +55 +21 88,482 
IN. i. cnc deu'seh knakb bos 12 +23 + 4 149,169 
GEER gn ccdercpceawetes (ae +44 +13 2,472,570 
RES 53.4555 venewacetes 22 +38 +7 239,119 
Te eee ee 19 +47 + 6 166,148 
PEE « ac.ie cance b dds wat 17 +40 +15 268,453 
ED, Sev edniangsason eee uae 21 +24 +7 263,998 
NE Wiaiotiéd.d-naetn akke iad ll +46 + 8 126,185 
DL: Mead ai pdutee Otaon a0 104 +42 +10 989,876 
DN" can <adokecana ved 57 +49 +11 614,214 
er ere eee F 31 +49 +7 275,525 
DEEL * a dad's Ga bteaia enced 33 +39 +9 227,718 
Pe ats Mee 10 +35 +18 122,807 
Massachusetts /............. 44 +45 +10 577,222 
DL oc awcinnndakaahodh 61 +46 + 6 663,849 
I cc0s ¢ahaietaseeaed 33 +30 + 2 287,575 
Re Fe ll +38 —12 148,493 
IN Sb nxcd ev Jhon WRCE CS 29 +62 +20 189,083 
i. SPS re ae 15 +43 + 6 208,218 
oe) eee eee 6 +61 +15 105,598 
Lo” ee ee 81 +31 +15 1,224,931 
.. £5 dwwubwceeneed setude 113 +57 +9 1,677,371 
IN. 0sns.cderduendwesd 37 +30 +17 232,131 
ES edo. 4446405 ened 28 +30 — 3 411,131 
a a rr 129 +37 +11 1,622,828 
ek SEE... b.xlevadaus de 9 +29 —2 93,653 
ws GMO oo é hs weaecen de 12 +22 + 3 143,653 
Texas paid vsteavide sankens 48 +27 +7 595,145 
MEINE ta ilbve tes backne and 5 +26 + 3 62,707 
ED. “5.5 Vo acndbicclnden.d 27 +45 + 6 336,782 
WED. ois sp aida tae netbeans 77 +46 +12 881,246 
COE OER ow h.cis och sates cs 35 +33 +12 293,366 
ee EE ee 20 +62 +13 419,697 
I ee ee 9 +45 + 2 143,256 
eS EE are 8 +43 + 4 84,230 
DE ee 20 +75 +33 264,302 





ye Includes reports received too late for inclusion in previous monthly totals. 
2 Number does not apply in all cases to the year-to-date figures. Compiled by 
Bureau of Census, U. S. Department of Commerce. 
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HOUSEWARES 


That familiar chap out in the hall really does get around, 
of course, but shipping facilities are the least of our 
worries. Production’s the problem—and if Santa 
could do something to help us turn out more FEDERAL 
Practical HOUSEWARES for you, then we'd really have 
some use for his services! But why fret further about 
1946 ... let’s discuss something more pleasant. For 
instance: ‘‘Sincerest Season’s Greetings and a New Year 
filled with lots of merchandise and prompt deliveries!” 
That good wish comes from all of us. Ol’ Joe, too... 








“There’s a fellow outside who says he covers quite a territory 
and could maybe give us a hand on a few of our shipments!” 
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MEET THE DEMAND WITH 


Zim 


. « » & household word! 





ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIM CAN OPENER 









Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


ZIM JAR OPENER 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 


ZIM FLATIRON REST 





An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 





ZIM MANUFACTURING CO. 


Headquarters for Laber - Saving Home Appliances 
3047 Cerrell Ave.—Chicage 12, Illinois 








154 





peacetime figure. “More than half of 
the increase in inventories in October 
was in the non-durable goods indus- 
tries,” the Department said. “This rise 
was highlighted by the sharp gain in 
the value of stocks held by food and 
meat-packing companies.” Economists 
differ as to the possible effect of rising 
inventories on the nation’s business in 
the early future. Some say buying de- 
mand may decline, even without any 
abnormal depressing influence such as 
a prolonged coal strike. They claim 
that with stocks at high levels all along 
the line, a slump in demand soon would 
result in curtailed production. Others 
believe that, barring major prolonged 
strikes, public buying power and de- 
mand will remain high. 
o . 


Electric water heater sales 
—Sale of electric water heaters for 
American homes now has passed the 
1,000,000 mark, according to the 
Plumbing and Heating Industries Bu- 
reau. The number of dwellings with 
electric water heaters increased from 
about 35,000 in 1935 to 1,149,000 as 
of Jan. 1, 1946. The Bureau reports, 
too, that lower power rates have been 
made possible as a result of the tre- 
mendous sales rise. 


Packaging costs up—An in- 
crease of more than 20 per cent in 
prices of packaging has taken place 
since OPA controls were lifted, says 
W. D. Lynch, vice-president of the 
National Folding Box Co. Prices were 
thus raised to compensate for higher 
wage and material costs that the in- 
dustry had to absorb while the OPA 
ceilings were in effect. Mr. Lynch had 
noted no resistance to the new level of 
prices, but he did express the view that 
further advances might develop buyer 
resistance. Packaging manufacturers 
are experiencing problems similar to 
other industries, in shortages of mate- 
rials and of labor. Probably no com- 
pany has a surplus of materials such as 
paper, metal, glass and foil, plastics 
and wood. Mr. Lynch sees no relief 
from material shortages until the latter 
part of 1947. 


eee 
Department store sales—The 
“score” of a few weeks ago, concerning 
the then-slackening rate of department 
store sales gains, seems to be fast dis- 
appearing. The Federal Reserve Board 
reports now a rising betterment, with 
increases of 41 and 26 per cent shown 
for the week and four weeks ended 
Nov. 23, from year-ago periods. 





Steel Output Above Average 
Despite Coal Strike Set-Backs 


HE steel industry is not yet flat 

on its back, some popular opin- 
ion to the contrary notwithstanding. 
A considerable quantity of steel is 
still flowing from the country’s open- 
hearths and rolling out of its mills, 
according to the Dec. 4th issue of 
The Iron Age, national metalwork- 
ing paper, affiliated with HarpwarE 
Ace. Operations were at 61 per cent 
of rated capacity, equal on an an- 
nual basis to 63,000,000 tons of steel. 
Except for 1929 when 63,205,490 
tons of steel for ingots and castings 
were produced, this is more steel 
than the industry ever made in its 
history prior to the war. 

But because it comes at a time 
when demand is heavy and when 
some balance between that demand 
and available supply was actually in 
sight, the coal strike dealt a 
nasty blow to the metalworking in- 
dustry. The loss of more than a mil- 
lion tons of steel will find many 
fabricators with unbalanced inven- 
tories. 

Although no major steel producer 
had announced any price changes, 
changes there will be, and they are 
due soon, in the opinion of several 


industry sources. A number of the 
smaller mills announced changes in 
extras during the past three weeks, 
and no matter what they are called 
they mean higher costs to the fabri- 
cators and eventually to the ulti- 
mate consumer. Further indication 
of the price trend was the revision 
of extras and an increase in the base 
price of steel sheets, already an- 
nounced by at least one company. 

A second producer of merchant 
pig iron, this one in Pittsburgh, has 
moved his price up by $2 a ton. 
Faced with higher “extra” costs, bolt 
prices were also advanced and an in- 
crease on tinplate is reported to be 
in the air. The rise in nickel recent- 
ly announced may be reflected in 
higher base prices for those steel 
alloys using nickel, including stain- 
less steel, although the bulk of the 
price rises expected in the very near 
future will most probably be in the 
form of a revision of extra charges. 
A survey of steel consumers made 
by one of the larger mills is reported 
to show little unfavorable customer 
reaction to a price increase. Higher 
prices are now regarded as almost 
inevitable. 
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BETTER STYLE IN BUILDERS HARDWARE by 
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Grace, charm, perfection of form—these 
attributes of beauty are expressed by 
SAGER craftsmen in the fundamental 
classic lines so necessary to harmony in 
any architectural form. For virtually 
every hardware function you'll find a 
SAGER counterpart, in both traditional 
and contemporary design. Each SAGER 
product is a creative expression of 
BEAUTY moulded in metal, bur 
blended, too, with the practical qual- 
ities of strength, dependability, conven- 
ience and ease of installation. 


(SAGER) 





NORTH CHICAGO, ILLINOIS 


IN GR 
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just took at the features that 
make Filexscreen sell so fast! 






Adds distinctive charm and beauty to any home. 


@ Stops flying sparks—prevents fire-damage to 


rugs, floors, furniture. 


Easily opened or closed with one hand—with 
exclusive Unipull control. 


Sheer, flexible, woven-metal curtain lets MORE 
firelight shine through. 


Need not be lifted aside to add fuel—no fuss, no 
bother, no burned hands. 


Heat-tempered metal fabric will give life-long 
satisfaction. 


Ready for instant use, its convenience makes for 
increased safety. 


@ A size, type, style to suit any fireplace. 


@ Remarkably low in cost—popular sizes as low 


as $12.50 retail. 


Nationally advertised in leading magazines— 
customers ask for it. 


Send for a Bennett Flexscreen Catalog é 
BENNETT-IRELAND INC. 


MAKERS OF FRESH-AIRE FIREPLACE UNITS 


1226 NORTH STREET, NORWICH, NEW YORK 





EAT DEMAND? 





























































. there’s 


January thru December . . 
always a steady, active market for 
ROYAL lines in hardware stores. Plan 


now to feature ROYAL . . . and sell 
ROYAL . . . thruout the year. 





ROYAL ELECTRIC CO., inc. 


PAWTUCKET RHODE ISLAND 

WIRE » PLUG and CARTRIDGE FUSES 

CORD SETS TROUBLE LIGHTS 
CHRISTMAS LIGHTING SETS 














Name It and You Can Sell It! 


(Continued from page 86) 


phrase for years which points up 
the gist of this piece. It is: “Tell 

. and Sell!” People want in- 
formation. Most of us take too 
much for granted. Five minutes 
with a crayon or artist’s brush 
will save a lot of unnecessary 
questions; may even bring a pros- 
pect into your store instead of 
going by with a mere shrug of 
the shoulders. 

In a general way, the layman 
knows what a chisel is. But there 
are many kinds of chisels, as you 
know. Butt and firmer chisels, 
turning chisels for lathe-work, 
gouges for patternmakers, cabinet- 
makers, and woodcarvers and 
many other types. Why keep this 
specific information to yourself? 
If Hollywood can take us behind 
the scenes and tell us how movies 
are made, surely we can make the 
hardware business plain to more 
of the population, already fasci- 


nated by the things we put mutely 
into our windows, hoping some- 
body knows what they are and 
what they are for. 

If we are displaying bench- 
vises, our showcard can give 
passersby a little fun with a 
wisecrack like: “Here’s our vise- 
squad.” They all know what a 
vice-squad is in the police depart- 
ment, and a smile is a good in- 
troduction to any prospect, 
whether for hardware or what 
have you. 

While we’re on the subject of 
putting the win in window, a word 
of caution against cluttering. Nat- 
urally, every manufacturer wants 
his big display-card put in your 
window. But don’t overdo it. 
Save some of this expensive ma- 
terial for interior displays. But 
do give some time to explaining 
what it is you have for sale. Name 
it and you can sell it! 





Year ‘Round Lamp Window Sheds Light 
On Department Inside Store 


(Continued from page 103) 


and is one of the important de- 
partments in the store. 

A large sign in the department, 
above the elevators, tells the pub- 
lic “You have just seen one of the 
finest displays of lamps and light- 
ing fixtures in America.” This and 
other signs, which encircle the de- 
partment above the merchandise 
displays, are excellent silent sales- 
men. There are signs that read 
“Light up for health, for enjoy- 
ment, for beauty,” “Collection of 
fashionable lamps moderately 
priced,” “Fluorescent lighting,” 
Use our easy budget plan” and 
“Light condition center.” 

Table lamps are displayed on 
12 display tables about 4 by 7 ft., 
with elevated centers, and two 
tables approximately 5 by 9 ft., 
with elevated platforms in the 
center. Smaller types are shown 
against the walls and pin-up lamps 
are shown against posts. All dis- 
plays are generously equipped 
with electric outlets so that lamps 
and shades may be shown lighted. 

A final factor in the business is 





that every customer must be com- 
pletely satisfied with his or her 
purchase or the money is cheer- 
fully and promptly refunded. This 
policy is store wide and has been 
helpful in creating a following of 
truly satisfied customers. On the 
back of each sales slip is the state- 
ment: “We sincerely hope this 
purchase will afford you complete 
satisfaction. Please remember that 
the City Hall Hardware Co. re- 
funds money as cheerfully as it 
receives it.” 

A customer who returns mer- 
chandise is never asked to select 
other merchandise and is never 
given a sales slip for future use. 
He is not asked why he does not 
want the merchandise. All he needs 
to do is to say he does not want 
it. The salesperson whom he first 
approaches makes out a refund 
slip immediately and this is 
cashed at a central booth on the 
first floor. There are no questions 
asked and no attempt is made to 
persuade the customer to take any- 
thing he doesn’t want. 
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ONCE YOU OWN A LOFSTRAND SPRAYER » : 
YOU’LL NEVER NEED ANOTHER 
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The LOFSTRAND Company 
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the Season 2 Coui9 
ORDER NOW: 


@ Includes Washer, Lockwasher and 
Wing Nut, 4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


Shavou Bott Ate 1 Sc cred! whe 


aoineil 10, MASS. 





INTRICACY 
IN WIRE FORMS 


A Brooks specialty is intricate 
designs in wire—designs to 
perform extremely difficult op- 
erations. Over the years, 
Brooks Wire Forms have 
solved thousands of tough de- 
sign problems in a_ broad 
bracket of industrial and gen- 
eral products. 

If you are having trouble with 
assembling, persistent failures 
in service, etc., our engineers 
will be glad to lend a hand. 
Feel ‘free to write us at any 
time. 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROGKS « HGOGKS® 
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Builders’ Hardware Quiz 


Answers 
(Questions on page 124) 


CHAPTER 28—INTERMEDIATE COURSE 
Window Hardware 


1. Heavy surface bolts, cremorne 
bolts and espangolette bars. 

2. The handle must be within 
easy reach from the floor. 

3. Flat strike, rim strike and uni- 
versal strike. 

4. Surface strike, rim strike and 
mortise strike. 

5. Watch details to see that the 
adjusters will fit. 

6. Friction casement adjusters. 

7. Extension hinges to permit 
cleaning outside of glass. 

8. The casements can be operated 
without opening the screens with 
the worm gear adjuster. 

9. Recess, offset, length and 
whether top hung, bottom hung or 
pivoted. 

10. Principally on_ public 
buildings. 








QuEsTION 29—INTERMEDIATE COURSE 
Shutter and Screen Hardware 


1. The amount of recess between 
the shutter and the outside of the 
wall. 

2. Shutter dogs, shutter bolts and 
shutter strap hinges. 

3. Full surface, half surface and 

mortise. 

4. Rim and mortise. 

5. Air closers and liquid closers. 

6. Screen door braces and screen 

door guards. 

7. Storm sash adjusters. 

8. Manufacturers’ catalogs. 

9. Shutter worker. 

10. Shutter turnbuckle. 

Cuapter 30—INTERMEDIATE CourRSE 
Miscellaneous Items, 

1. Sliding clothes carrier, shoe 

racks and necktie holder. 

2. Lavatory doors, doors from 

main to service portion, exterior 

doors, storm doors, screen doors, 

doors from garage, doors from 

basement, closet doors, doors from 

study, doors from den and doors 

from office. 

3. Chain door fasteners, door 

knockers and guest room knockers. 

4. Installation and service set-up. 

5. Sliding, folding sets, parailel 

door sets, round the corner sets and 

hinged sets. 

6. Heavier hardware and door 

holders. 

7. The lock. 

8. To the heading timber. 

9. Whether doors are single or in 

pairs. 
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MADE IN U.S.A. 


_—<. your Jo08868° 
OUR DOUBLE DUTY CHAMOIS 
bouste VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
MAVERHILL MASS 














FOLDING 
CHAIRS 
Upholstered and 
Piaia. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 








ALUMINUM ICE CUBE TRAYS 
Immediate 
Delivery 


Popular 
Sizes 





Write for prices 
Mention your 
FOR INSTANT RELEASE jobber 
EDISON Sects Goareeanen 

j_310 E. 149th $ 51, N 








SPAR-TEA 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57,1. 9. 








Your Customers Con Mahe 
Their Own Signs For 99% 
Less—With Attractive 
Weatherpraf Easily Put On 


D-O DECAL 
LETTERS-NUMBERS-SIGNS 
BLACK &@ GOLD | 
Display Loose Leaf 
Steck Binder FREE! 
No. 2 Deal Costs $20.22—Sells $33.70 


Sent postpaid to responsible dealers os « val 
Kiso SOLD THRU JOBBERS sags 


D-O DECAL CO. 














462 E. Fordham Road, Bronx 58, N. Y. 





77 Years Reaulalio Bisy YOUR 
JOBBER 


an ae 7raas 








10. Gravity type and plunger type. 





AMERICAM SHEARER MFG. CO masaua nu 
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These strong, protective work gloves are the product of one of America’s 
largest textile mills. They are Riegel-controlled — in one plant — from raw 
cotton to finished glove. This supervision of every detail results in unex- 
celled quality — durability — economy 





TO THE FAUCET SHORTAGE PROBLEM 
and QUICK PROFITS FOR YOU! 


FOR IMMEDIATE DELIVERY Py etl bs 


Whether you have faucets to 
sell or not... O’Malley Faucet 
Repair Sets will build good 
will for you . . . and when 
hardware merchandise again 
becomes available, you'll still 
have this profit-making, low- 
ANAT OF FAUCET cost, simple-to-use emergency 


Hardened Stent Co tool to bring inrepeat business. 


Place one of the O’Malley 

Faucet Repair Set self-selling 

displays on your counter today 

..- Every home and apartment 
has leaky faucets! Everyone living in these homes will buy an 
O'Malley Set if you will let them know what they are for, and 
they’ll thank you for bringing it to their attention. Order from, 
your jobber today. 


EDWARD O’MALLEY VALVE CO. 


7600 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


; fonadion Rep 
Northwestern Rep New York Office California Rep p 
¢ 
PACKERS SALES CO 1133 Broadway E M ROBITSCHER > 
wi i St 
304 Hughes Bidg Eastern Sales Mgr 290 7th S 


Portland, Ore HARRY M PETERSON San Froncisco 
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Electric Heater 


The new Model 616 Portable Electric 
Heater of Armstrong Products Corp., Hunt- 
ington, W. Va., heats by radiation and cir- 





culation. Maker guarantees nichrome heat 
ing element for five years against burn-out. 
Made of enameling iron with chrome-plated 
reflector. Walnut or ivory enamel. Capacity: 
1320 watts, 110-115 volts; AC or DC. Is 
14% in. wide, 19 in. high and 9 in. deep. 
Suggested to sell for $14.25 east of Denver: 
$14.95 west of Denver. 


Gun Cleaning Kits 


The Universal Engineering Co., 2230 Na- 
tional Ave., San Diego 2, Cal., is market- 
ing a complete gun cleaning equipment 
line under the label of “Ol’ Sarge.” Has 
expanding Neoprene patch tip for shotguns 
and special tip section for .30 to .45 caliber 
rifles, also revolving handle. Rods are made 
of brass. DeLuxe Kit is fitted in a hard- 
wood case and includes a rod, three brushes 
and a special gun oil can, and is to retail 
for $5.00. The same equipment in a 


——— 





leatherette roll-up kit suggested to retail 
for $3.50. The rod, with a single bronze 
barrel brush, and a waterproof cloth case 
is to sell for $2.00. Gun oil retails for 25 


cents per 2 oz. can. 


General Mills Produces 
First Home Appliance 


The “Tru-Heat” Iron, the first in a line 
of small appliances to be sponsored by 
Betty Crocker for General Mills, Inc., 400 
S. 4th St., Minneapolis 15, Minn., is claimed 
to hold the correct temperature accurately 
for any type of fabric. It has a large, long 
soleplate for fast ironing; glides easily in 
any direction because of its tapered ends 
and slanted edge, and rests safely on its 
side when not in use. Suggested retail 
price is $10.15. 





Most people think of Betty Crocker in 
terms of food and her entry into the home 
appliance field may come as a surprise to 
many. The decision was not as sudden as 
it may seem. Through the creation of vari- 
ous complex processing and packaging ma- 
chines, General Mills, Inc., has developed 
outstanding engineering skills through the 
years. Then during the war the company 
produced secret Naval ordnance even more 
complex. 


After V-J Day the company wanted to 
reconvert its war plant to give peacetime 
employment to its skilled workers, and it 
was decided that their skills plus one of 
the world’s finest precision machine shops 
should be put to work for the American 
homemaker. 





Stainless Steel Flatware 


Ekco Products Co., 1949 N. Cicero Ave., 


Chicago 39, is marketing a newly designed 
hostess service tray fitted with a 26-piece 





set of stainless steel flatware. The limed 
oak tray has a blue lining and is designed 
to slip into a kitchen table drawer. Red 
plastic handles on the flatware which also 
have white plastic bolsters attaching the 
handles to the metal stems. Suggested to 
retail for $10.00. 


New Arvins Feature 
‘Piano Key’ Selectors 


The Arvin model 555A in ivory plastic, 
and its companion model No. 555 in walnut 
finish plastic, have “piano key” type of 
automatic station selectors, which blend 
into the contour of the cabinets. The width 
and length of the piano key controls are 
novel. Works on AC or DC. WNoblitt- 
Sparks Industries, Inc., Columbus, Ind. 
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FW BABY SWiy 
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h all the wanted featur, 
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are 

ero Ave., 

designed Model No. 12/52. Baby 
26-piece Swing and Stand. Also may 


be shipped complete with 


No. 21 Juvenile seat. 
No. 21 Seat is illustrated 
above. 





A fast selling swing the year ’round. Especially good 
right now. In addition to “top” quality throughout you get 
these added advantages. 

1 Each stand comes packaged complete with either baby swing or 
juvenile swing in individual heavy shipping carton. 

2 Extremely durable and attractive pearl grey finish. All metal 
parts are zinc plated, and then enameled in‘ the same color. 

3 Easily assembled. Only one connection necessary to assemble 





complete stand. 


Either the Baby or the Juvenile swing seat can be substituted, one 
for the other—an important feature—because babies do grow. 





IMMEDIATE DELIVERY 
You Can Depend Upon Your Local Filer-Allen Jobber. 


Filer-Allen Jobbers are selected for the specific purpose 
of rendering to the Retailer the efficient helpful service 
which we know he requires. 








ie limed 
designed The Jobber warehouses Filer-Allen merchandise so that if 
or, Red may be quickly available. He is ready at all times to coop 
ich aleo erate with the Dealer in the promotion of sales. 
ing the Dealers like the type of efficient help Filer-Allen Jobbers 
sated to provide. 
Manufactured by 
FIVE FILER BROTHERS 
Grove City, Pa. 
OTHER LINES CARRIED—L. E. 
? Stemmier Archery . . . Mohican Nursery 
— Chairs . . . Supercraft Juvenile Furniture. 
| walnut 
“ 
, f 2, 
sa ir a, For every Auto Seat, De Luxe No. 71 
| blend Ly child from Heavy canvas with metal frame. 
Hy SS Equi d with colored spinner 
6 width 5 months sents ond semevalie ber beaed 
‘ols are to 5 years. bottom. Color maroon, trimmed 
N, bli in white. 
obiitt- Baby Swing, No. 51 —> 
Ind. Metal frame. Heavy canvas 
cover. Safety spring Color, 
white trimmed in blue. 
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The cutest, most 
original Easter 
creations that sell 
on sight! 

If it's new, you'll 
find it at Ideal! 
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IDEAL NOVELTY & TOY CO 


200 FIFTH AVENUE 
NEW YORK 10, N.Y 






Please send us via..... Slctaddessehdpanadddshd 
doz. OSWALD, The Rabbit to retail ot $3.98. 
Min. ship. 1 doz. 










Store Name.................. 

RR iccaintechariactarase 

: Buyer's Signature. ; denial WEMRad tera 
4 
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® This line of household items 
consists of funnel combinations, 
fruit juicers, shaker sets, sink 
strainers, tumblers, tumbler 
seis, etc. They are uncommonly 
smooth and free from molding 
marks, laminations and defects 


of any kind. Of beautiful, lustrous b 


finish, they are also highly dur- 
able. Colors: solid red and white. 
@ They are made only of virgin 
materials and molded with ex- 
treme care. They are backed by 
six years of plastic experience. 
Ask for folder A-l and prices. 


PLASTICS DIVISION 


The VECHEK TOOL Co. 


100) EAST 87th STREET CLEVELAND 4, OHIO 
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WHATS REW 





Curtain Raiser 


The “Curtainmaster” made by B. F. 
Metal Products, Inc., 458 Broome St., New 
York 13, is a device attached to window 








frames with six screws which permits cur- 
tains to be lowered to standing height so 
that it is no longer necessary to stand on a 
chair or stepladder to do the operation. The 
safety and convenience factors are selling 
features. The “Curtainmaster” can be used 
with all standard curtain rods and brackets, 
single or double. The 36 in. size fits all 
full size windows and the 24 in. size is for 
bathroom windows, etc. Curtains can be 
raised to any desired height. Suggested 
to sell for $1.79 the pair for one window. 





Tilting Table Bench Saw 


The “Shopmaster” 8inch “Master 
Model” Tilting Table Bench Saw is of- 
fered by Shopmaster, Inc., 1214 Third St., 
S., Minneapolis, Minn. This saw is made 
to satisfy the beginner as well as the 
skilled craftsman. The saw is of cast 
aluminum alloy throughout. It has a fast 
action lifting arbor with sealed-for-life ball 
bearings. The table, mounted on double 
trunnions, tilts to 45 degrees. It is sold 
complete with combination blade, accurate 
calibrated mitre gage, rip fence, and saw 
guard. Depth of cut is 2% in. Table 





size is 14 by 18 in. Recommended motor 
is a standard % HP. Shipping weight is 
30 Ibs. boxed. 


Minnow Bathing Suit 


The “Minno-Magic” is a new device 
which permits a fisherman to use the same 
minnow over and over again, without hay- 
ing it wash off the hook. Can be used with 
any assortment or arrangement of hooks. 
When the minnow is in the transparent 
plastic case, his tail projects out from the 
end and his fins proturde through the holes 
provided for the purpose on the side of 
the case. When the line is pulled, water 
flows through the scientifically dimensioned 
holes at the front of the lure and out the 
back of the case. This permits the min- 
now to breathe in the usual fashion and 
contributes to the “swimming” motion of 





its tail. Offered in sets of four sizes which 
will accommodate almost any minnow. 
Sizes also available individually. Bal-Dart, 
Inc., Box 1657, Detroit 26. 





‘Tiger Grip’ Gloves 
Featured in Catalog 


The Advance Glove Mfg. Co., 901 W. 
Lafayette Blvd., Detroit 26, features its 
“Tiger Grip” Gloves in its new catalog of 
gloves and safety clothing. The maker 
claims they will outlast several pairs of 





ordinary woven-fabric gloves. They are 
made from a knitted material, which con- 
tains hundreds of knitted loops in every 
square inch, and which is claimed to 
cushion and protect the hand. Can be 
laundered without excessive shrinkage. 
Treated with “Drax,” water-repellent 
finish. Offered in gauntlet, knit wrist or 
band top styles, in white or buff, and in 
men’s and women’s sizes. 
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order yours today: 


ond NOW IS THE TIME. 


_ Electre Home Products 
peviver built for long hord 
service and scientifically 

i for really constant 
ond accurately controlled 
heat. They ore priced fo 

sell quickly and yield 
o very attractive 
dealer profit. 
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@ Fiberglass insulation 


@ Quick, eve 
= Copper -clod Meeh 
plate 
@ Minimum heat = 
ir-vent sole plate 
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@ Curved, natural-grip — : nod 
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Here is a point-of-sale display that packs 
| a selling punch! This National Lock Com- 
| pany display board is an eye-appealing, 
attention compelling salesman! It displays 
and demonstrates National Lock’s modern, 
beautifully styled Chrome Plated hardware 
for greater sales and profits! 


The No. 140 Display Board may be pur- 
chased separately or with the profit-packed 
assortment. Order one from your jobber 
today, and watch it do a selling job for 
you! 





Three smaller display boards are also 
available ... there’s one to fit every 
dealer's need. Smaller sizes show two 
different designs. 















Best by Scorch 


145—58th Street, 


“ULS. ELECTRIC HOME PRODUCTS, INC. secuce't0 mv, 
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NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


U. S. POULTRY NETTING 


STRAITLOK — HEXLOK 











MUNCIE iN 


SIZE MAR/KED 


Awl 
INDIANA 
STECL & WIRE co. 


Stays Sold! 


A sale rung up from a Simplex pump 
leather is cash come to stay, and a cus- 
tomer well satisfied. 

Pressed into every Simplex pump leather 
is an easily-read sixe marking to tell you 
and your customer what you need to know. 
There is no cause for mistake or exchange. 

Say “Simplex” the next time you buy 
pump leathers. 


Ask your jobber or write us 
for price list. 






















Flexible Tube Lights 


These two new aluminum models of the 
flexible tube “Flex-Lite” are being manu- 
factured by the Aero-Motive Mfg. Co., 
1803 Alcott St., Kalamazoo 24, Mich. The 
Junior Deluxe and Master Flex-Lites 
have a long flexible tube extension bulb- 
retainer which replaces the conventional 
bulb assembly. With this unique, new 
construction feature, a searching beam 
of shadowless light can be introduced into 
heretofore inaccessible areas, it is claimed. 
Made of ribbed and polished aluminum, 
they are lightweight but sturdy. The 
“Flex-Lites” are waterproofed, it is stated, 
and can be immersed in water without 


| danger of shorting. The Junior Deluxe 
| model has an overa]l length of 15 in., uses 
| two standard AA Penlite batteries, and has 
| convenient pocket clip and thumb type 


sliding switch for positive contact. The 
Master model, 1644 in. overall, uses two 
regular size flashlight batteries and also has 
thumb type sliding switch. Priced at $2.00 
and $2.95, less batteries. 


_ Fruit, Vegetable Washer 


The “Speedway” Fruit and Vegetable 
Washer has been placed on the market 
recently by Albert Taub & Co., 1375 Euclid 
Ave., Cleveland, Ohio. It consists of three 
parts, a round wire mesh, a cover with a 
spray head, and a hose coupling which fits 
any sink faucet and connects to the washer 
cover. Made of rust-proof aluminum and 
has a 4 qt. capacity. Can be used as a food 
storer, collander, French fryer, bun warmer, 
for canning and other kitchen uses. The 
list price is $4.95 complete. 








_WHATS NEW 


Versatile Spreader 


The Coburn Mfg. Co., Whitewater, Wis., 
claims its new spreader offers an easier 
and better way to spread lime, superphos- 
phate and other chemicals directly on the 
barn floor. Said to give an even four foot 
spread, it has a capacity of 25-45 lbs. Of 
all metal welded construction, with non- 
corrosive brass shafting, with rubber tires, 
cast aluminum wheels and gears, and an 
adjustable feed valve. Maker claims it 
increases the value of manure, disinfects 
and improves the barn’s appearance, elimi- 
nates slippery floors, absorbs barn odors, 





and will not spread dust. Other uses sug- 
gested are for fertilizing gardens and 
lawns and spreading grass seed. Shipping 
weight is 26 lbs. Priced at $29.95, f.o.b., 


factory. 


Ckalk-line Holder 


With the Chalk-line Holder of the Adap- 
to Co., 4076 N. 100th St., R7, Wauwatosa 
13, Wis., it will no longer be necessary for 


} 
b. 





brick layers and masons to hold their chalk- 
lines in place with a couple of nails. This 
device can be attached to a brick or con- 
crete block wall by means of spring-loaded 
clamping jaws. A single thumb screw ad- 
justment adapts the holder for use on 
walls of any thickness, from % in. to 4% 
in. Maker claims it can be adjusted and 
installed in less time than it takes to drive 
a nail. Once in place it provides a firm 
anchor for the chalk-line, which runs along 
and extends from the edge of the brick or 
block to which the holder is fastened. Can 
be used with face brick. Suggested to re- 
tail at $3.50 per set or $1.80 each. Indi- 
vidually wrapped, with instructions, and 
packed 12 pieces per box. 
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\¢p/ BASEMENT POST 


arn odors, 

— q Tel-O-Post has opened an immense 
new profit market for thousands of 

dealers. 7 out of 10 homes need this 

inexpensive, easy-to-install device to 

correct sagging floors. 


It’s TEL-O-POST for Sales Demand 





























































Over a quarter million home owners 
have already bought Tel-O-Posts. 
Sales are skyrocketing. No other 
post even approaches this record. 
— it’s TEL-O-POST for Superiority 
dens and Sound engineering makes Tel-O-Post 
Shipping outstanding in safety—easy installa- 
1.95, f.0.b., tion—low cost—the proved answer 
to every sagging floor problem. 
It’s TEL-O-POST for Advertising 
Only Tel-O-Post is advertised to 
millions of home owners. Ads in 
national magazines—The Saturday 
he Adee Evening Post and Better Homes and 
eres Gardens—are reaching your custom- 
essary for ers, selling Tel-O-Post advantages 
to create big business and profits 
—— for you, 
RETAIL Cash in NOW. Send your 
order for a supply of fast- 
’ $ z 95 selling Tel-O-Posts, today. 
onl chalk- —- Or write for complete 
ils. This information. 
Aid “ded Complete, 
g-loade ready to install. 
crew ad- Slightly higher D Know “ps 
~~ West of Missis- eopt 
L to 4% sippi River. More guy 
sted and 
to drive 
bay FRANCHISES NOW AVAILABLE 
ns along WRITE FOR DETAILS IN 
brick or YOUR TERRITORY 
red. Can 
d to re TEL-O-POST COMPANY ENGINEERING, 
h. Indi- PH - ES , INCORPORATED 
ms, and Canadien Heapumaresive . 
William B. Stewart & Co. 159 Bay Street 18950 TTY Ant DETROIT 3, MICHIGAN 
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Smooth, 
the ideal tool for the home workshop, 
hobbyists, repairmen, 
25,000 r.p.m. Wt 12 os. 


A GOOD SELLER — THE HANDEE KIT 





Every 


case. Nationally advertised at $27.50. Handee, 
with 7 accessories, $20.50. 
NEW PRECISION ATTACHMENTS | 


They fit Handee only; 
enable novice or crafts- 
man to do precision 
operations not possible 
with any other tool. 
Set of 6 attachments 
with instructions, na- 
tionally advertised at 
$7.96. 





peer: aan 





ACCESSORY 

DISPLAY CASE 
lavite seles! Customer selections from 
eomplete, Po ae pe doviay. Storage space 
tmside for additional stock. 


Write teday for speciai deal on Accessory Case and contents | 





CHICAGO WHEEL & MFG. C 
Mehore of quality products for 50 yrars 
1101 W. Monroe St., Dept. HA, Chicago 7, I! 
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steady power for work on any metal, 
alloy, plastic, wood, horn, bone, glass, etc. + 
or | 
mechanics. AC or DC. | 


s¥ 5-Tube Battery Radio 


| ist, a 


man and boy wants this set. Handee and | 


45 most popular accessories in steel carrying | phosphorescent neseréia. 


| plumb; 


| Michigan Trust 


| face. Cuts forward and backward. 


WHATS NEW 


Especially designed for farm or ranch 
summer camps, or cottages and 


current is not 


homes, 
other areas where electric 


available, the new Westinghouse 





five-tube battery set, is equipped 
with the exclusive Plenti-Power circuit 
which is claimed to practically double the 
battery sets with the 
Slide-rule dial has 
Automatic vol- 
ume and tone control. The table-size 
cabinet, of walnut with hand-rubbed finish, 
houses the complete radio and battery 
packs with wiring attachments. Westing- 
house Electric Corp., Mansfield, Ohio. 


output of pre-war 
same number of tubes. 


Schultes Levels 


A new line of levels being made by 


| Schultes Level, inc., 3379 Gratiot Ave., De- 


troit, have vial covers made of colored 
metal, red, green and amber. Red signifies 
green, level, and amber, angle. 





These levels are being distributed national- 
ly by the Airway Enterprises, Inc., 660 
Bldg.. Grand Rapids 2, 
Mich. 


Electric Lawn Mower 


The Rumsey Mfg. Corp., Seneca Falls, 
N. Y., is making an electric lawn mower, 
the “Lawnscaper,” which is claimed to cut 
its way through grass, weeds and stubble 
of any height. An electrically driven alloy 
steel blade rotates 1750 times a minute 
in a plane horizontal to the ground’s sur- 
The 
cutting height is adjustable. Cased in 
bright colored aluminum and weighs only 


“Rural- 





60 lb. Handle removable for easy storing. 
Powered with %4-hp. electric motor. Pneu- 
matic tires, large ball-bearing wheels. Sug- 


gested retail price is $97.50. 


Nylon Washers 


Nylon faucet washers are being made by 
the G. & H. Mfg. Co., Philadelphia, and 
are being distributed through its subsidiary, 


Gveaiios 






FAUCET WASHERS 
@ : ORDINARY WASHERS 


FOR KITEORG . CovaTonits 
OeTHTOD & SaawER Faucets 








WOST wear - PORCELAIN . 
WATER WASTE . ANNOYING SRIFS 


A tevtiawres 1 consounarne saian 6. vata, tn, oe 


the Consolidated Sales Co., 2017 N. Leith- 
gow St., Philadelphia 22, Pa. Washers are 
made in three popular sizes, and are packed 
6 to the glassine envelope, to sell for 25 
cents. 


Sisley Hose Nozzle 


This new-styled nozzle is made of a non- 
ferrous metal nickel-plated. Maker claims 
its seal will not leak at any normal water 





pressure. Adjusts to fine spray. Lists for 
$1.00. Sisley Products, Inc., 1301 Milburn 
Ave., Toledo 6, Ohio. ; 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN - 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 





































AUTOMOTIVE... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we moy 
again be in position to start filling dealers’ orders completely and promptly. 
os we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quolity 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affilieted with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, Sen Francisco 
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‘ing on through the last four years. 












—and you'll surely get ‘em when 
we get caught up on UNION 
Dealers’ orders! 





Your fine tool customers know UNion Quality 
Now they’re looking 


from “way back”’. 


forward to a still finer line,—to an accumu- 


lation of new sales-features long delayed by 


_materials-shortages. 


They’re coming to repay your waiting,—Values 


_we’ve been working on and you’ve been count- 


You'll make 
up time in profit-making with the perfected line 


of UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 


@@rcvs AAT O ESTABLISMEO (654 


sol-4-11 \ich ao) Monel <1. 


NEW VORA OFFICE IST CHAMBERS STHEET 
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Yes, versatile is the 

word that aptly describes 
the Master STREAMLINE 
sieel tape rule. 

Its accuracy, of course, has 
never been questioned but, 
in addition to extreme accur- 
acy, STREAMLINE performs 
many measuring jobs. You can 
use it with confidence as a 
caliper, height gauge, scriber and for 
inside measuring. This last use is par- 
ticularly outstanding since’ the reading 
is made directly on the rule itself — 
no adding or subtracting is necessary. 
The lever brake holds the reading 
indefinitely. 

Note STREAMLINE's fine chrome 
plating and extra long tip which acts 
as a claw in holding the blade steady. 
Also note that spare blades can easily 
be inserted. 

Restock with STREAMLINE at once 
—available in 6 and 8 foot sizes. 


MASTER RULE MFG. CO., INC. 


201 Main St., White Plains, N. Y. 
BRANCH: P. O. BOX 1587, OAKLAND, CAL. 














Vise-Wrench 


The “Vise-Wrench,” made by Knu-Vise 
Inc., 2200 Eighth St., Detroit 16, Mich., 
has an adjusting screw at the end of the 
hand grip which sets the jaws for any 
thickness within the capacity of the tool. 
This permits each gripping action to lock 
the jaws to hold work to the desired pres- 
sure and remain locked by itself, leaving 
the hands free to perform other opera- 
tions. A normal hand grip of about 80 lb. 
pressure exerts approximately 1200 Ib. 
pressure at the front of the jaws. Jaws are 
steel forging with milled teeth. A Vice- 
Wrench VG-10 is 10 in. long, has jaw open- 
ing to 1% in. and weighs 18 oz. 





Motor Has Weedless Drive 


The new Evinrude “Sportsman” has a 
new weedless drive that is claimed to thrust 
through the thickest weeds with full power. 
Full reverse with 360-deg. steering. Rubber 
cushioned propeller. Large capacity fuel 





tank. Simplex starter. Two O.B.C. Certi- 








fied Brake H.P. at 3500 R.P.M. Evinrude 
Motors Div., Outboard Marine & Mfg. Co., 
4143 27th St., Milwaukee, Wis. 





Oil, Grease Remover 


“Oil-Remuvo,” packed especially for 
home use, is designed to clean garage and 
other cement or brick floors, driveways, 
etc., of oil and grease. Surface to be cleaned 
should be wet and sprinkled with “Oil- 
Remuvo.” A few minutes later it should be 
brushed off and then washed. One and 
one-half pound carton lists at 50 cents. 
Bulk package, 50 Ib., soon to be available 


WHATS NEW 


for garages and factories. Hill Bros. Chemi- 
cal Co., Los Angeles, Cal. Chadkin Sales, 
Inc., 7922 Beverly Blvd., Los Angeles 36, 
national factory agent. 





Combination Skates 


The Multi-Kwik “Combination” Ice and 
Roller Skate is designed for the little fel- 
low between the ages of 3 to 7. By remov- 





ing two nuts on the axle ends, the wheels 
and axles are disassembled and the roller 
skate becomes a double-runner ice skate. 
All-steel, with hardened runners. Soft web 
straps. Adjustable from 6% in. to 8% in. 
Multi-Kwik Corp., a div. of Radiobar Co. 
of Americg, West Los Angeles 25, Cal. 





Anti-rust Paint Booklet 


Speco, Inc., 3142 Superior Ave., Cleve- 
land 14, Ohio, manufacturer of industrial, 
automotive and household chemicals, is is- 
suing a new booklet on “Rustrem,” anti- 
rust paint. It presents complete application 
directions and emphasizes that “Rustrem” 
can be applied directly over rusty surfaces 
without brushing or scraping. 





New Reflector Lamp Line 


Nine types of “Lustra” Reflector Lamps 
for industrial, commercial, store, theatre 
and display lighting are illustrated inthe 
new Bulletin No. 101, “A Better Kind of 
Lighting,” issued by the Lustra Corp. of 
America, 40 West 25th St., New York 10. 





Aluminum Door Control 


The Tu-Wa Door Control Co., 217 W. 
Archer St., Tulsa 3, Okla., is making a 
heat-treated aluminum door control for 
screen doors, storm doors and lightweight 
doors. Contains no liquids. Prevents dam- 
age to door by preventing it opening 
too wide due to wind. Piston action 
prevents door from slamming. Suggested 
selling price is $2.50. Immediate delivery. 
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BUY , .. NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sardily made 
steel frame with strap hang- 





lean quality 
fabrics used feat part. 
Fully sesombled. Packed 
in bulk. 
BABY SWING 
Me. 06. They will be im big de 




















COVERS 


Made from high-grade fibres, cicth walls 
with drawstring, cotton padded. Made for 
comfortable riding. 


SPRADLING'S 
ST. LOUIS, MO. 




















KEEP WARM * 
SAVE FUEL Y 





\ BETWEEN 


fa pliable, plastic 
pear 
Easily and quickly 
applied to windows, 
doors, baseboards. 
Stops expensive heat 
leoks. 
Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 
dirt. 


Roll covers 





AND THE COLD 





















Above is one of the advertisements running in 


American Home Saturday Evening Post 
Better Homes & Gardens Time 
House & Parents’ Magazine 


House Beautiful Popular Mechanics 
and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 

cessful year . . . an improved product now 

in new, transparent moisture-proof package. 
ORDER THROUGH YOUR JOBBER 

4. W. MORTELL CO., 508 Burch St, Kankakeo. 1 


170 





WHATS NEW 





Fence Controller 


A multiple signal light system is em- 


| bodied in the new “Prime” High-Line Con- 
| troller Model No. 486, made by the Prime 





Mfg. Co., Milwaukee, Wis. The signal sys- 
| tem consists of a series of four neon bulbs 
| balanced in the fence circuit to show, at 
| a glance, the exact condition of the entire 
fence system. Any current leakage on the 
fence is immediately reflected when one or 
| more of the lights cease to flash. A shock 
| control switch enables the farmer to select 
| the proper combination of voltage and cur- 
| rent for wet, normal and dry operating 


conditions. 





Fluorescent Lamp 


This “new Era” Gooseneck Fluorescent 
Desk and Bench Lamp operates on AC-DC, 
110 volts, all cyelés. It uses standard 14- 
watt fluorescent bulbs. Has 6-ft. line cord. 
Height, 15 in.: shade length, 15 in. Fin- 
ished in dark brown crackle. Weighs 9 Ib. 
Individually boxed. This single-bulb model 
| suggested to sell for $11.70. Progressive 
Marketers, 1666 Park Place, Brooklyn 33, 
te? 








Pressure Cooking Timer 





\s a companion piece to its Universal 
‘Minute Savor” pressure cooker, Landers, 
Frary & Clark, New Britain, Conn., has 
announced a “Minute-Timer” 2% in. in 
diameter with black bakelite case. It gives 
a ringing signal when pressure cooking 
time is up. It times from one to 60 min- 
utes by turning the dial to the time 
desired. 


Baitless Rat Trap 


Craftmaster Products Corp., 1133 Broad- 
way, New York City, is making the “Dover” 
Baitless Rat Trap, which requires no bait. 





Works with a foot plate release. Made of 
heavy gage steel, with black oxidized finish. 
Has powerful spring. May be chained to a 
post for larger rodents. To retail for about 
59 cents. 


Aluminum Awning Booklet 


“The Air-Conditioned Awning” is the 
title of a new, illustrated booklet on Life- 
time “Koolvent” Ventilated Aluminum 
Awnings, which presents the advantages of 
these permanent awnings over the conven- 
tional types. Full color photographs show 
actual installations. Kool-Vent Metal Awn- 
ing Corp. of America, Keystone Bldg.. 
Pittsburgh, Pa. 
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JACKSON HIGH QUALITY 
extends through 
the Complete JACKSON Line 


Regardless of the type of product, if it 
bears the name, “Jackson,” it is bullt for 
service and hard use. That is why 
JACKSON products have won such uni- 
versal acceptance ... why they are pre- 
ferred by users ... why dealers depend 
on Jackson to build good will among 
their customers. 

Jackson applies seventy years’ experience 
to the making of high quality products 
that satisfy the most exacting demands 
. . « products that are profitable to sell. 


Ask us for the name of the Jackson Whole- 
soler near you. 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 
Est. 1876 
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PUNCH 


SAVES TIME AND MONEY 
DOES AM A-1 108 


SPRING 
ACTION 
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ede of Hordoned Stee! 
Goaranteed 


panetecrered * 
Steleay we : 
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tibet Debd 
ODAY!! Place this silent 
salesman on your counter and watch 


the sales roll in. It’s the “PUNCH BOARD” 
that really pays off. 


STELRA 





OR Ou 


METAL PRODUCTS INC. 


SHELTON, CONN. 

















Self-Cleaning, 
No Lift All-Purpose 
Steel Rake 


Here's the all-purpose 
lawn and garden rake that 
sells on sight. It combs the 
lawn. Exclusive design and working features make it the preferred rake 
among homeowners and professionals . . . the ideal rake for people 
who take pride in their lawn. Absolutely self-cleaning—it is never 
necessary to lift the rake from the ground. Turn rake over and it's 
flanged teeth harrow and pulverize the ground finer. Makes garden 
and lawn work easier. 


The CAVEX Wire Broom Rake 


Fastest selling leaf rake on 
the market because it is lighter 
and stronger—because it is de- 
signed for efficient, easy sweep- 

ing. 24 Heavy Gauge spring 
wire tines formed to most 
effective curve are solidly 
anchored, will not loosen or 
come out. 





525 N. Noble Street 
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Write for more details—prices and shipping dates. 


A. and A. MANUFACTURING CO. 


Flat Tine Broom Rake 


Here is the newest addition to the 
CAVEX Line—o flat tine, spring steel 
broom rake that is ruggedly built to 
stand years of wear. 21 
spring steel tines each 
5/16" wide are securely 
fastened by an exclusive 
method—no welding to 
destroy temper of the 
tools. All tines are on 
the ground al// the time 
—far more efficient work. 
This is a quality rake 
priced right! 


The CAVEX Cultivator 


With the same balance and self-cleaning 
features found in the CAVEX All-Steel Rake, 
the Cavex Cultivator is a strong lightweight, 
— tool. 5 high carbon steel tines with 

langed ends are spaced to give 
correct cultivating action for 
weeding and thinning. Flanged 
tine ends ioosen and turn soil— 
on forward stroke it's a plow 
and return stroke if acts as oa 
harrow. Narrow enough to op- 
erate between rows. 







Chicago 22, Ili. 
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The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Of. TEMPERED SPRINGS 


McGILL Meta. Propucts Co. 
Marengo, Illinois 









6 Dozen 
to a Carton 


STEEL FIRE 


9 


QUICK SELLING NUMBER 
ALWAYS IN DEMAND 


One size only. 
18” long, stamped 
one piece construc- 
tion—24 gauge gal- 
vanized steel. Built 
for long use and 
easy handling. Rust 
resistant. 
Minimum Order 10 Gross 


Distributed Nationally 
bw Leading Jobbers 
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ee ee 
PENN 575 222 Gyniin 


1825-39 N. 5th St., Philadelphia 22, Pa. 


Maremont Snow Plow 


A new handy steel-type snow plow has 
just been announced by Maremont Auto- 
motive Products, Inc., S. Ashland Ave., at 








| 16th St., Chicago, for use at the home, 
garage or filling station, or any driveway. 
It is claimed that this snow plow will clear 
ordinary snow as fast as you walk. There 
is no lifting, no stooping, no bending. The 
| plow consists of two adjustable carbon 
| steel blades, a disc wheel with a rubber 
| tire, tubular shafts and rubber handle. 
With blades in a “V” shape, this snow 
plow will clear a path 16 in. wide. With 
blades set in line, it clears a space 20 in. 
wide. 








} 
} 
Crosley ‘Minuette’ 


Crosley’s “Minuette” Table 56TH has an 
ivory plastic cabinet 7 in. high, 10% in. 
wide and 6% in. deep, with a retractable 
carrying handle. Automatic sensitivity 





} 


———EEE— 





control. Enclosed loop antenna. Slide 
rule dial. Has 4 radio tubes and 1 rectifier. 
Range from 540 to 1600 kilocycles. Crosley 
Corp., 13251 Arlington St., Cincinnati, 
Ohio. 


New Welding Manual 


Complete and practical instructions in 
welding, brazing and soldering, condensed 
into 24 pages, are offered in the new 
pocket size “Magic Wand” Welding Manual 
just issued by Patent Specialties, Inc., 4020 
Tenth Ave., New York 34, N. Y. It is 
written in everyday language, and is free 
from elaborate technical terms. It gives 
full information about the “Magic Wand” 
Welder, portable device consisting of a 





heavy-duty transformer, with six stages of 


WHATS NEW 


welding heat up to 9000°F., built into a 
reinforced fibre case. It may be operated 
anywhere on ordinary 110-volt, 60-cycle AC 
and may be used for either electric flame 
welding, metallic arc welding, brazing or 
soldering. 





——_—— 


Germicidal Lamp 


A new germicidal lamp, introduced as a 
more effective method of disease control, is 
mounted in a new, scientifically designed 
fixture which allows free circulation of air 
around the light tube to increase area 
coverage and effectiveness of the unit. 
Maker claims many farm and _ industrial 
uses for this disease-controlling lamp, in- 
cluding incubator rooms in hatcheries, milk 
processing plants and milk rooms in 
dairies and vegetable storage rooms. This 
newly designed fixture is claimed to afford 
muximum protection against personal in- 
jury by direct exposure to the rays, and at 
the same time to give effective bacterial 





control. The fixture is equipped with a 
GE germicidal lamp which is provided with 
a special glass which is claimed to transmit 
ultraviolet energy. Said to operate for 
only a few cents a month. Distributed by 
Central Equipment Corp., Toledo, Ohio. 





‘Light-Flex’ Rake 


The “Light-Flex” Rake, made by Diesel 
Mfg. Co., Moosup, Conn., has 273 sq. in. 
of usable space. Has aluminum frame and 
high carbon, oil-tempered tines, enameled 
green, and a lacquered hardwood handle, 


i 








Sak REE Ee en 
60 in. overall. Heads and handles packed 


separately, in dozens. Shipping weight 26 
Ibs. per doz. Suggested to retail at $1.95. 
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THE 
PHOENIX 






for craftsmen 


Made especially for those men who 
demand the finest tools . . . men who 
take "asc in the ownership of quality 
equipment. The Phoenix DeLuxe is everywhere gain- 
ing recognition as a craftsman’s hammer. 


Every feature, from the fully buffed and polished 


head to the red-tipped grip, is aimed toward making 
this the fastest selling hammer on your counter. 










ASK YOUR JOBBER FOR THE PHOENIX DELUXE TODAY 


He should be able to supply you soon 
if he can’t do so immediately. 


PHOENIX MANUFACTURING COMPANY 


CATASAUQUA, PA. JOLIET, ILLINOIS 








CONGRESS DRIVES 


are recognized for 


HIGHEST 
QUALITY 


All Congress Drives — pulleys, flex- 
ible couplings and variable speed 
—are produced under conditions 
that insure quality at every step— 
proper alloying, accurate tempera- 
ture control, precision casting and 
rigid testing and in- 





Congress 3-Color 
Display Card 
This handsome three color 
display is the tie-up be- 
tween your store and the 
hundreds of thousands of 


machining, 
spection. 


To the hardware dealer this means 
satisfied customers—no complaints. 
You can't go wrong when you tie 
up with the leader. In addition, 
Congress offers a merchandising 
plan that gives you a complete line 
of all popular sizes, rapid turn-over 
and inventory control of handsomely 
packaged merchandise. 


shopmen, hobbyists and 
mechanics who read our 
national advertising every 
month. It is FREE with the 
popular assortments that 
you buy from your jobber 
for $15.00 and sell for 
$26.40. 


Ask Your Jobber — or Write for Information 


CONGRESS °c: DRIVES 













OHLEN-BISHOP 
No. 10 Combination 


OHLEN-BISHOP saws 
have almost a centu 
of experience back of them. Our early founders 
worked closely with the trade designing and building 
to meet the exacting demands of the mill operators. 
They've been job-tested through the years; improved 
and perfected to meet higher and higher speed pro- 
duction. Today, Ohlen-Bishop's stand high in the re- 
gard of everyone who has tried and tested them on 
the job. Next time ask for an OHLEN-BISHOP 

































3750 E. OUTER DR. + DETROIT 12, MICH. 





KEEP G.I. 
ee HOME 
CONSTRUCTION 





with [ad 
REG. U.S. PAT. OFF. 


PORTABLE POWER TOOLS 


You can help both Builders and Veterans, and make a substantial profit 
each sale by recommending Mall Portable Power Tools. Over a MILLION 
Sales Messages each month to Builders, Carpenters and Contractors pave 
the way for large unit sales and profits. 


NEW Model 60-ELECTRIC MALLSAW—featured above is priced within 
reach of every mechanic. Has 2" cutting capac in rough or dressed 
lumber. Also 2'/s'', 2%‘' and 4'/2'' capacity models. 
MALLDRILLS—Mode!l 125—featured above has '/2"' capacity in steel and 
1° in wood. Simplifies drilling tie and clamp holes in concrete form boards. 
Also Vs"" in 2 speeds, 3/16"' and %"' dels. All Mall s and MallDrilis 
operate on 110-volt AC-DC or 220-volt AC-DC. 


Ask Your Jobber or write POWER TOOL DIVISION 


¢ MALL TOOL COMPANY e 


7702 South Chicago Ave., Chicago 19, Ill. 
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Se Few 


Get Set for Sales! 


Order 
Today! 


Retails at 


PATENT APPLIED FOR 


CLOTHESLINE REEL 


New! Different! Better! 


At last!...a trouble-free, smooth- 
working appliance for putting-up 
or taking-down clothesline in a 
jiffy. Reel Tite has sales appeal 
and will make profits for you. 
Just what your customers are 
looking for! 
Order today. 
Write for full 
information, 
discounts, etc. 


THE AUTO ARC-WELD MFG. CO. 


* Cleveland 4. Ohio 


8005 Grand Ave 















OUR BUSINESS 
TO SERVE YOU-— 
THE 
HARDWARE DEALER 


Write for the Lurie 
Flier— 


Pay us a visit when 
in Chicago. 


ee 


ee ee Se 
a. . I, c 


552 West Lake Street 
Chicago 6, Illinois 
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-_ WHAT'S NEW 





| ‘Rodan’ Contains ANTU 


Walsh Laboratories, 525 W. 76th St., 
Chicago, is producing “Rodan,” a ready- 
| mixed rat bait containing ANTU. Priced 
| to retail at $1.00, each 4-oz. package is 
claimed to contain enough ANTU to kill 





1000 ordinary brown rats, yet’ is non- 
poisonous to other animals and humans 
when used as directed. The introductory 
offer to the trade is one free with 11 on 
an $8.00 per dozen list. 


‘Handy Trowl!l’ 


The “Handy Trowl” is a combination 
patching tool and putty knife for use by 


| plasterers, glaziers, plumbers and home 





| owners. Packed 1 doz. to display box. To 


| retail for 25 cents. Metal Sales Inc., 35 


Great Jones St., New York 12, N. Y. 





Lighted Safety Plug 


An electrically lighted wall plug, known 
as “LumiNite” Safety Pilot Plug, has just 
been announced by the Associated Proj- 
ects Co., 80 E. Long Ct., Columbus 15, 
Ohio, which also makes the “LumiNite” 
Electrically Lighted Wall Switch Plate. 
The new wall plug is a combination cord 
cap, convenience outlet and safety pilot, or 


| night-light, which is encased in an ivory 
. plastic housing that plugs into any prong 


type wall electrical outlet. A tiny bulb, 
inside the housing emits a soft glow 
through the front portion of the unit, pro- 
viding a pilot light for conveniently locat- 
ing wall receptacles, regardless of obscure 
location, without fumbling or hazard of 
electrical shock. It affords a night safety 
light for preventing fumbling and stumb- 
ling in darkened rooms, by establishing 
points around the walls that serve to orient 
a person. In nurseries, sickrooms and 
many other locations, the subdued glow of 
the light is ample to serve as a night light, 
and yet will not disturb the lightest 
sleeper. Although the light burns con- 
tinuously, day and night, as long as it is 
in the wall receptacle, maker states that 
tests show that it will operate for less than 





two cents per year for current. It provides 
two outlets for plugging in other electrical 
fixtures, making two outlets available from 
one wall outlet. Sell for 59 cents. 





Lightweight Gas Engine 


A lightweight, compact aluminum gaso- 
line engine has been developed by Power 
Products Corp., Grafton, Wis., especially 
for use with portable and self-propelled 
equipment. The one HP engine, 8% by 11 
by 14% inches, weighs only 16 lbs. Com- 
bined with a lightweight lawnmower, its 
makers say it makes possible a power lawn- 
mower weighing only 40 Ibs. Also for use 
with compressors, pumps, flood lights, bi- 
cycles, airport services, etc. Claimed to 
operate at any tilt up to 45 deg. Two-cycle 
air-cooled design. Aluminum castings and 
stampings, except for piston rings, cylinder 
sleeve, crankshaft, bearings, etc. 





HARDWARE AGE 




















DEC 








A tiny bulb, 
1 soft glow 
he unit, pro- 
niently locat- 
s of obscure 
r hazard of 
night safety 
and stumb- 
establishing 
rve to orient 
krooms and 
ued glow of 
night light, 
the lightest 
burns con- 
ong as it is 
states that 
or less than 





It provides 
r electrical 
lable from 
ts. 


gine 

num gaso- 
by Power 
especially 
f-propelled 
8% by 11 
lbs. Com- 
nower, its 
ywer lawn- 
so for use 
lights. bi- 
laimed to 
Two-cycle 
tings and 
, cylinder 


t AGE 








WHEREVER . 


THERE’S TRASH 


! OR RUBBISH 
TO BURN... 






































Talk about a product 
with a market—here’s one with prospects in every 
single part of your entire trading area. Handy 
“Zipper Top’ Rubbish Burners are wanted in every 
home, store, shop, park, institution wherever there's 
trash to burn. Just give ‘Zipper Tops”’ a small spot 
on your floor—where customers can see the exclusive 
zipper top that opens and closes at a touch—can see 
this tough, strong*burner with the smoulder-proof 
Volcano Bottom. They'll move fast! 


UNION STEEL PRODUCTS COMPANY 


126 N. Berrien Street . Albion, Michigan 





— ~~" 
A i. em Ee aol 
“7, ORIGINAL 


COUPLING 


“PERFECT CLINCHING” 


HOSE COUPLINGS 
AND MENDERS <= 


J MENDER 
Never blows off even under heavy 
pressure. Easy to apply. Just slip into 
ends of hose and hammer down. Long 
reach, non-cutting fingers. Self-fasten- 
ing on any ply 
hose. No bands, 
bolts or wires re- 
quired. Order 
from your jobber. 





L. R. MFG. CO. 


PEORIA, ILLINOIS 
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WEEDER and 
GRASS CUTTER 


No. 300 


Rubber Handle 
¥_" Steel Shaft 
Blade Hardened 
Sharpened on both edges 


Packed 6 doz. to carton 


DEALER PRICE 
$3.75 



















GRASSWHIP 


No. 561 
Rubber handle, can be gripped 
comfortably —- weight 134 Ibs 


sturdily constructed, will do its 
job of cutting grass and weeds. 


Blade is removable and inexpen- 
sively replaced. 


Ground on both edges and sides. 
Shaft finish . . . red. 

Black handle. 

Specification ¥%" Rd Shaft. , 


Blade 13% x .031" blade 
steel. 


Shipped I doz. to package 


JOBBERS 
SOLICITED 


DEALER PRICE 
$7.50 


—— —- 


ISLAND GARDEN TOOL 
COMPANY 
LYNBROOK, N. Y. 


P. O. Box 516 
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CONDUIT — 
CLAMP 


FOR HANGING PIPE, 
CONDUIT and CABLE 


The Paine Conduit Clamp is easy to sell 
because it is easy to use. It comes with 
the correct size stove bolt already in- 
serted to save time when buying and in- 
stalling . . . its special offset feature 
holds conduit away from wall, facilitat- 
ing installation and maintenance .. . it 
can be used to hang rigid or thin-wall 
conduit. Guaranteed rustproof. 
Ask Your Jobber or Write for Catalog 
THE PAINE COMPANY 
2963 Cerroll Avenue Chicago 12, Illinois 


‘PAINE 








FASTENING DEVICES 









C O 3) K* Ss 
—-EW— 
SUPER VALUE 

NAIL CLIPPER 
Revet 20¢ 


THE H. C. COOK CO 
27 Beaver &t., Ansonia, Coos 














OIL BURNER AND 
SPACE HEATERS 


We specialize in a complete line of 
Oil Burners, Cook Stoves, Oil Space 
Heaters, and all parts — Fitting, 
Wicks and Safety Valves. 


For complete information write to 


ARTHUR HAHN 


7 Jewell Ct. Hartford, Conn. 


SPAR-TER 


.ANOTHER NAME FOR 

















BETTER PAINTS 


THE SPAR-TEX COMPANY 


4309 THIRD AVE.. NEW YORK 57, 1.4 | 
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Coming 
Conventions 
and Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp. convention 
and exhibit, Jan. 27-29, 1947, at the 
Hotel Sherman, Chicago. E. C. Lind- 
—_ 1319 S. Michigan Ave., Chicago 

, Ill, secretary. 

aan Hardware Manufac- 
turers Association, 92nd semi-annual 
convention meeting jointly with the 
56th annual convention of the Southern 
Wholesale Hardware Association, April 
14-17, 1947, at the Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association. 

American Hardware Supply Co. 
convention and exhibit, Jan. 27-28, 
1947, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh, 
Pa. William M. Stout, executive vice- 
president and general manager. 

Arkansas Retail Hardware and Im- 
plement Association annual convention 
and exhibit, Feb. 16-18 at the Lafayette 
Hotel, Little Rock. A. W. Porter, Lafay- 
ette Hotel, secretary. 

Bicycle Institute of America, Inc., 
winter meeting, Jan. 28-30, 1947, at the 
Hotel Commodore, New York City, 
Cecile Meehan, 122 E. 42nd St., New 
York City, secretary. 

California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at 
Hotel Whitcomb, San Francisco. LeRoy 
Smith, 417 Market St., Rm. 237, San 
Francisco 5, Cal., secretary. 

Coast-to-Coast Stores annual meet- 
ing Feb. 10-12, 1947, at the Nicollet 
Hotel, Minneapolis, Minn. 

Connecticut Hardware Association 
convention, Feb. 11-12, 1947, at the 
Hotel Bond, Hartford, Ned Russell, 
Harris Hardware, Southport, Conn., sec- 
retary. 

Florida Retail Hardware Assn. con- 





Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 














FAST SELLERS! 
RAND) 


STANDARD 
SAFETY Boor HOLDERS 
For 


and free display effer. 
aon a co. 
i» Chicago 22, if. 

















ELEPHANT 


STEEL WOOL 


Long, uniform, resilient 
strands for keener bite 
and longer life. Big 16- 
unit pkg. Order direct 
or from your jobber. 

Steel Wool Corp., Springfield, Ohio 






















DAVID B. TAYLOR CO. INC. 
BALTIMORE 2, MARYLAND 
Presto Cookers—DeWald Radios—Electri- 
cal Appliances — O'Cedar Mops and 
— (AGM) Weter Heaters and 
Products — ~ Cordage — Cutlery — Gifts 

—Brushes — Paint. 

— STOVES — 
Sas—Oil—Coal or Wood 
Hardware—Farm—Household Specialties 
STRICTLY 
Wholesalers & Distributors 
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NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 
Takes the place of acid in all soldering 
jobs. Absolutely non-corrosive, safe as 
hg y resin and rapid as acid. Not affected by 

Bic heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Th ene s Eliminates the use of corrosive soldering acid and is 
e newest addition to the popular Stevens line. the remedy for all soldering troubles—makes perfect, 
Precision built for skilled craftsmen. Features lasting and non-corrosive joints wherever used. Ex- 
‘ " . ‘ ‘ tensively used by plumbers, tinsmiths and leading 
include: Machined casting with adjustment manufacturers in all lines. Highly economical, and 
screw in base. V-grooved for curved surface. has no disagreeable fumes while under heat—will not 


‘ b tor’s hand: lothing. 
Nickel-plated tubular cover turns over vial and SE ee ee re eee 


STEVENS 


NO. 306 MACHINIST'S LEVEL 










protects glass when not in use. Precision- NOKORODE SOLDERING FLUID 
ground glass is tested for accuracy. Graduated Like Nokorode Salts, eliminates the use of corrosive 
reading shows .005" per foot. Has cast.iron ono and five. sailon containers, also in steel. drums 
base with black crackle finish, nickel plated equipped with faucets containing approximately 55 
gallons. 
holder and end plugs. 
NO CHARGE FOR CONTAINER 
Packed in individual box. Weight 1 Ib. List CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 
price $5.00 subject to regular trade discount. RESIN SOLDERS. ALSO MANUFACTURED IN 
Available for Immediate Delivery PLAIN STRING AND BAR FORM. 














E. A. STEVENS LEVEL CO. ||| ME ¥ W. QUNTON COMPANY ez : 
NEWTON FALLS, OHIO PROVIDENCE 3, RHODE ISLAND, U. $. A. 











THE NEW SISLEY NOZZLE | _ am Qa 


PLIER-WRENCH 



























“< 
1S OUTSTANDING Serves As 

e IN SALES APPEAL (look at it) A PLIER 

e IN DESIGN (examine its features) A WRENCH 

e IN CONSTRUCTION (look inside) A HAND VISE Bg neel 

e IN PERFORMANCE [try it on your hose) A CLAMP 

e IN RUGGEDNESS (test it) TOGGLE ACTION 

e IN VALUE (at $1.00 list it is the outstanding noz- Tremendous gripping and holding power—locks when closed 





for holding pieces for drilling, welding, scribing, grinding, 


zi 
Dae a ry ete. Easily and quickly unlocked. Used also without lock- 


Its new exclusive seal will not leak at any normal ing as a plier. Thousands of uses wherever mechanics work. 
water pressure and it actually improves with use. It || No. 1607, 7” size; No. 1610, 10" size. Full details on re- 
sprays farther or finer with fine adjustment range. | | quest. Sold only through jobbers. 

It's made of tough non-ferrous corrosion resisting |  seyMOUR SMITH & SON, INC., Oakville, Conn 


alloy. Bright nickel plated for enduring beauty. tear: ti "inet: Cat* Gisdats, Quick, Gains Sadak Sead 


LiST—$1 .00 Sales Representatives: 
ASK YOUR JOBBER OR WRITE FOR SAMPLE JOHN H. GRAHAM & CO., Inc., 105 Duane $t., New York 8, N. Y. 


SISLEY PRODUCTS, INC. 


1301 MILBURN AVE. TOLEDO 6, OHIO 
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REFRIGERATOR DEODORIZER 
Consumer-tested and accepted since 1912! 





When a refrigerator deodorizer sells steadily 
and repeatedly for more than 30 years, if must 
be an outstanding product! Here's why retail- 
ers and wholesalers like CHARO: Check them 


@ SELLS FOR 25¢. @ SMARTLY PACKAGED 
1N DISPLAY UNIT (ILLUSTRATED ABOVE). 
@ STEADILY ADVERTISED TO CONSUMER. 
@ PROMPT DELIVERIES. @ LONG PROFIT 
ITEM. @ PROVED SUCCESSFUL BY LARGE RE- 
PEAT SALES. @ THE LEADER SINCE /i912— 
“BEST BY TEST.” 


For additional information; address 


Requa Manufacturing Co., Inc. 


1193 Atlantic Ave., Brooklyn 16, N. Y. 
Established 1879 











it's a Dilo-ler” prooucr 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
#IT.. MATCH YOUR NEW 








Made in 
if your California 





Jobber Pe. 

sheet tals | 7 
divest fer 1178 So. la Brea Ave. 
a los Angeles 35, Calif. 








bas not yet eTE 
rofitable DU cis. 
We Regtetered trode mark of Corning Glass Works 
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vention in May, 1947, at Orlando, Fla. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Franklin Hardware & Supply 
Co. annual dealers’ meeting, Feb. 4, 
1947, probably at the company’s gen- 
eral offices and warehouses, 918-928 N. 
Delaware Ave., Philadelphia, Pa. 

Georgia Retail Hardware Assn. con- 
vention in May, 1947, at Atlanta, Ga. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Gift Show and China, Glassware 
and Pottery Market, Feb. 3-15, 1947, 
at the Merchandise Mart, Chicago, III. 

Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. 
San Antonio Housewares and Appli- 
ance Show Committee maintains offices 
at 2200 Alamo National Building, San 
Antonio 5, Tex. 

Housewares Show, The, sponsored 
by Mrs. Flo English, Hotel Pennsyl- 
vania, New York, Jan. 5-10, 1947, at 
the Atlantic City Auditorium, Atlantic 
City, N. J. 

Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 
1947, at Hotel Sherman, Chicago. Wil- 
liam F. Ewert, 1321 Merchandise Mart, 
Chicago 5, Ill., managing director. 

Indiana Retail Hardware Associa- 
tion convention and exhibit, Jan. 27-30, 
1947, at Murat Temple, Indianapolis. 
G. F. Scheely, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., managing director. 

International Housefurnishing 
Market, Jan. 6-18, 1947, at the Mer- 
chandise Mart, Chicago, IIl. 

Iowa Retail Hardware Association 
convention and exhibit, Feb. 11-14, 

| 1947, at Des Moines, Iowa. Business 
sessions at the Hotel Savery, exhibit at 
Coliseum. Philip R. Jacobson, Mason 
City, Iowa, secretary. 

Kentucky Hardware and Implement 
Association convention and_ exhibit, 
Jan. 20-21, 1947, at,the Kentucky Hotel, 

| Louisville, Morris Jones, 501 Republic 
Bldg., Louisville 2, Ky., secretary. 

Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 11-14, 
1947, at Detroit. Sessions at Statler 
Hotel; exhibit at Convention Hall, Har- 
old W. Schumacher, 1112 Olds Tower 
Bldg., Lansing 8, Mich., manager. 

Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored 
by William H. Pfau and his organiza- 

| tion. Permanent headquarters of show, 
| 240-44 Convention Hall, 4484 Cass Ave., 
| Detroit 1, Mich. 
Minnesota Retail Hardware Associ- 
| ation convention and exhibit, Jan. 21-23, 
| 1947, at the Minneapolis Auditorium, 
C. J. Christopher, Nicollet at 24th, 
Minneapolis 4, Minn., manager. 
Missouri Retail Hardware Associa- 


tion convention and exhibit, March 
11-13, 1947, at Hotel Jefferson, St. 
Louis. Louis C. Kreh, 323-324 Wain- 
wright Bldg., St. Louis 1, Mo., secre- 
tary. 

Mountain States. Hardware and 
Implement Association convention, Jan. 
9-10, 1947, at the Cosmopolitan Hotel, 
Denver. John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary. 


National Housewares Show, April 
27-May 2, 1947, at Convention Hall, 
Philadelphia, Pa. Exhibit sponsored by 
the National Housewares Manufac- 
turers Association, 1402 Merchandise 
Mart, Chicago. A. W. Buddenberg, ex- 
ecutive secretary. The «sociation is a 
new group formed by the merger of 
The Housewares Manufacturers Asso- 
ciation of Chicago and the New York 
Housewares Manufacturers Association. 


National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

Nebraska Retail Hardware Associa- 
tion convention and exhibit, Feb. 25-27, 
1947, at Omaha, Exhibit at the City 
Auditorium; convention headquarters 
at Paxton Hotel. C. A. McCoy, 325 In- 
surance Bldg., Lincoln 8, Neb., secre- 
tary. 

New England Hardware Dealers’ 
Association convention and _ exhibit, 
Feb. 20-22, 1947, at Hotel Statler, Bos- 
ton, Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, Mass., secretary. 


New England Housewares Show, 
Feb. 10-14, 1947, at the Parker House, 
Boston. Sponsored by the Housewares 
Club of New England. 


New York State Retail Hardware 
Association, annual convention and 
trade show. Headquarters at Seneca 
Hotel, exhibit at Convention Hall, 
Rochester, N. Y., Feb. 4-6, 1947, N. H. 
Kiley, 508 Hills Bldg., Syracuse, N. Y., 
secretary. 

North Coast Retail Hardware As- 
sociation convention, Feb. 2-3, 1947, at 
New Washington Hotel, Seattle, Wash., 
D. D. Stewart, 714 American Building, 
Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation convention and exhibit, March 
25-27, 1947, at the Municipal World 
War Memorial Bldg., Bismarck. Miss 
Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., secretary. 

Northern Wholesale Hardware 
Co., Inc., convention and exhibit, Feb. 
23-25, 1947, at the company’s office and 
warehouse, 805 N. W. Glisan St., Port- 
land, Ore. 


Ohio Hardware Association conven- 
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_The kiddies love the 


LITTLE WONDER SHOVEL 


in both 
SNOW AND SAND 


You'll be 
surprised 
HOW 
THEY 
SELL! 


They are in 
stock 
for immediate 
Shipment 





Wire your order today to 


RUGG MFG. COMPANY 


Greenfield, Mass. 


Manutacturers of the 
Famous KLEEN SWEEP LAWN RAKE 




















Cellulose acetate case with 
binding on two sides and 
opening for insertion of 
atiFicATe - automobile registration. The 
RATIO metal spring goes around 
1 the steering post of the ve- 
hicle and is claspnd in the 
metal eyelets. 


Erk | & 
== 


World's Largest 
Manutacture; of 






Contact Us For 


Complete Details PLASTIC 
ACETATE 
EMPRESS etutose 
ATHE 
NOVELTY CO. | tearnererre 
501-507 EAST 171st ST. Low Priced 


BRONX 57, NEW YORK 2 QVELTIES 
LUDLOW 3-1940-1-2 TIONS 







AVAILABLE NOW 


| in B.A.B. finishes 
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«To Our Customers 


we express appreciation 

for your thoughtful consideration 

during the reconversion period 
and 


we wish for you a new era 


of good will and good business. 





HAMPION HARDWARE COMPAN 














ANDIRONS, FIRESETS & SCREENS 


Contact us or your nearest 
ROYAL FIXTURE JOBBER. 


CHATTANOOGA IMPLEMENT & MFG. CO. 





| CHATTANGOGA 6&6, TENN. 
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The NEW 
SENSATIONAL 


Lip Pressure Plunger 
For Cleaning All Drains 


Guaranteed 
to Keep All 
Drains Open. 
A quick, 
profitable 
seller for 
Kitchen, 
Bath, 
Laundry 

& Basement 

















Drains and All Industrial Traps. 
Easily Stored. Simple to Operate 
Users are delighted with it and rec- 
ommend it to others. More sales 
for you. 


LIST PRICE 
$1.38 Complete 


if your Jobber canzot supply you 
Order direct from us. 


SYMONDS and COMPANY 
1414 Se. Michigan Ave., Chicage 5, It! 























( wERE'S waar 
FOLKS NEED 


faraitare, 

plaster. This plastle 
repait material comes 
da powder form...jast 
ala with water aad 











The PLASTIC Repair Material 
in POWDER Form 


SELL MORE 4 ib. CANS 


Alert hardware dealers sell one 
case of 4 lb. cans to every two 
cases of 1 Ib. cans. Be sure to 
display the 4 lb. size of Durham's 
Rock-hard Water Putty. It’s the 
big seller to carpenters, painters, 
plumbers, electricians and home- 








craftsmen. 
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tion and exhibit, Feb. 4-7, 1947, at the 
Cleveland Public Auditorium, Cleve- 
land. Sessions and exhibit at Audi- 
torium; convention headquarters at Ho- 
tel Cleveland. John B. Conklin, 175 So. 
High St., Columbus 15, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association convention and _ exhibit, 
Feb. 4-6, 1947, at the Municipal Audi- 
torium, Oklahoma City. R. K. Thomas, 
711 Wright Bldg., Oklahoma City, Okla., 
secretary. 

Pacific Northwest Gift, Toy and 
Housewares Show, Feb. 23-27, 1947, 
at the Olympic and New Washington 
Hotels and the Terminal Sales Bldg., 
Seattle, Wash. Sponsored by the West- 
ern Merchandise Exhibitors Association, 
323 Geary St., San Francisco 2. 

Panhandle Hardware and Imple- 
ment Association convention, Feb. 10-11, 
1947, at the Herring Hotel, Amarillo, 
Tex. Mrs. C. L. Thompson, Canyon, 
Tex., secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Association conven- 
tion and exhibit, Feb. 10-13, 1947; at 
the Wm. Penn Hotel, Pittsburgh. W. 
Glenn Pearce, 400 N. Broad St., Phila- 
delphia 30, Pa., secretary. 

South Dakota Retail Hardware As- 
sociation convention and exhibit, March 
18-20, 1947, at the Coliseum, Sioux 
Falls. Earl Erlandson, Cottonwood, 
S. D., secretary. 

Southern California Retail Hard- 
ware Association convention and ex- 
hibit, Feb. 18-20, 1947, at Long Beach. 
Sessions at Hilton Hotel; exhibit at 
Municipal Auditorium. A. C. Kammeier, 
112 W. Ninth St., Los Angeles 15, Cal., 
secretary. 

Southern Wholesale Hardware 
Association, 56th annual convention 
meeting jointly with the 92nd semi- 
annual convention of the American 
Hardware Manufacturers Association, 
April 14-17, 1947,’at the Palm Beach 
Biltmore Hotel, Palm Beach, Fla. T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the manufacturers’ association. 

Tennessee Retail Hardware Associa- 
tion convention at the Andrew Jackson 
Hotel, Nashville, Feb. 24-25, 1947. Mor- 
ris Jones, 501 Republic Bldg., Louis- 
ville 2, Ky., secretary. 





Texas Hardware and Implement As- 
sociation convention and exhibit, Jan. 
28-30, 1947, at Houston. Sessions at the 
Rice Hotel. Exhibit at the Municipal 
Auditorium. Ray M. Souder, 814-15 
Texas Bank Bldg., Dallas 2, Tex., secre- 
tary. 

Triple Mill Supply convention, May 
| 11-14, 1947, at the Hotel Traymore, At- 





lantic City, N. J., will be headquarters 
for American Supply & Machinery Man- 
ufacturers’ Association, Inc. The Na- 
tional Supply & Machinery Distributors’ 
Association and the Southern Supply & 
Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa., is general manager 
of the American association; Henry R. 
Rinehart, 505 Arch St., Philadelphia 6, 
Pa., is secretary-treasurer of the Na- 
tional association. E. L. Pugh, Volun- 
teer Bldg., Atlanta 3, Ga., is secretary- 
treasurer of the Southern association. 


Virginia Retail Hardware Associa- 
tion convention Feb. 24-26, 1947, at the 
John Marshall Hotel, Richmond, G. T. 
Omohundro, Jr., Scotsville, Va., secre- 
tary-treasurer. 


Western Gift, Toy and House- 
wares Show, week of Feb. 9-13, 1947, 
at the Civic Auditorium, San Francisco, 
Calif. Sponsored by the Western Mer- 
chandise Exhibitors Association, 323 
Geary St., San Francisco 2. 


Western Retail Implement and 
Hardware Assn. convention and exhibit, 
Jan. 28-31, 1947 Municipal Auditorium, 
Kansas City, Mo. Frank H. Spink, 322 
Scarrit Bldg., Kansas City 6, Mo., sec- 
retary-treasurer. 

Western Winter Mart, Feb. 3-8, 
1947, at the Merchandise Mart, San 
Francisco, Calif. Frank K. Runyan, 
Mart president. 

Wisconsin Retail Hardware Associa- 
tion convention and exhibit, Feb. 46, 
1947, at the Auditorium, Milwaukee. 
H. A. Lewis, Stevens Point, Wis., secre- 
tary. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 106) 

1—Answer. (a) Insist on no refunds 
without cash sales slip; (6) know your 
customer; (c) have customer sign re- 
fund slip; (d) be sure merchandise 
returned is merchandise carried by the 
store, that it is complete and in good 
condition; (e} sanitary items should 
not be returnable. 

2—Answer. Claw, head, wedges, neck, 
poll, face, cheek, adze eye, and handle. 


3—Answer. Salesman should not dis- 
agree with customer. He should try to 
switch customer to a lower priced item 
or agree in part with him and then 
point out the features of the higher 
priced article that makes it worth the 
price. 

4—Answer. Sales are as follows: 
(a) $600; (b) $500; (c) $650, and 
(d) $400. F 

5—Answer. Top hinge 5 in. from top 
of door; bottom hinge 10 in. from bot- 
tom of door; and third hinge centered 
between the top and bottom butts. 
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GOVERNMENT OWNED SURPLUS PROPERTY 











GENERAL MAINTENANCE AND INDUSTRIAL FINISHES 
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Although this material has been pre- 
viously offered to priority claimants, 10 
per cent of the merchandise has been > 
aye further needs of 
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Boston + Charlotte - Chicago - Cincinnati 
Cleveland - Dallas - Denver - Detroit - Fort 
Deuglas, Utah - Fort Worth - Helena - Houston 
Jacksonville - Kanses City, Mo. - Little Rock 
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available now 


EVER before has there been the opportunity to 
buy good quality general maintenance and in- 
dustrial finishes . . . at such bargain prices. Included in 
this close-out sale of war surplus stocks are a wide 
range of specifications in gloss, semi-gloss and flat 
finishes, air-drying and baking enamels, paints, lac- 
quers . . . in fact, practically every. type of maintenance 
and industrial finish. 
And they are easy to buy! Orders may be made up of 
one or more items. Containers usually range in size 
from one to fifty-five gallons. 


Don’t delay—act at once. Ask your nearest Regional 
Office of the War Assets Administration for prices, 
locations, quantities, types and colors today. 


DMINISTRATION 


‘GOVERNMENT 
OWNED 
SURPLUS 













Los Angeles - Louisville - Minneapolis 
Nashville + New Orleans + New York 
Omaha - Philadelphia + Portland, Ore. 
Richmond - St.Lovis + San Antonie 
Sen Francisco + Seattle - Spokane + Tulsa 
563-4 











Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9% by 12 inches over all; writing area 
Bl/, by 11'/_ inches. Sheets printed on both sides 
white paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
as design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bend paper, this means yeu really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


Daring the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 


HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 

Sentlemen: 
Here is my $ . Please send me......... 


charge). Also send me 


NAME ore TEULUTETERTEREL YY 
— on sae EA ee 


ADDRESS 











































the best ever—they are even meso chimps, ners conventént ond 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 


+ sands of dealers who reorder their Inventory Skeets from us 


year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 


HARDWARE AGE 
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THE NEW Streamline 
“SIMPLEX” SPRING BUTT-HINGE 


Double Acting Type BUT9O0! 
Trim ond Streamlined . . . the "Simplex" S$ Hinge Is ined 
to harmonize with the most modern pn a my builders’ Ra. = . 
Applicotion direct to door — without the use of a henging 
= Is aot simple and economical, requiring a mortise cut In the 

oaly. 

Here is o product that maintains our tradition for quality ...a 
exacting 


tradition that has guided us th h more than 60 years 
bp concaments. — 


@ Combines every important 
feature of proven advan- 
tage with the beauty o/ 
modern design and sim- 
plicity of application. 


@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 




















Vhicago Spring Hinge Co. 


CHICAGO U.S.A. NEW YORK 




























Protects lambs and pigs 
from being tramped or 
laid on. 


Maintains even heat de- 
spite severe weather 
changes. 


Assures a cozy, dry, 


warm bed from birth to 
weaning. 








A PROFIT MAKER FOR FARMER AND DEALER 


Fully automatic, thermostatically controlled from above. 

with closed’ type ring type heating element, or germicidal 

infra-red bulb heating element. Heavy gauge steel con- 

struction, insulated top—42” front, 32” sides, 12” depth. | 
Triangle shape fits any corner neatly. Pilot light attracts 
pigs, lambs, to warmth. Operates on 110-120 A.C. Current. 
Complete, separate heating units for use with home-made 
brooders or for individual farrowing houses are availabi« 
in all styles. Each separate unit comes completely equipped 
with plug in cord, heating element, ready to plug in. Write } 
for further information. 


H. D. CAMPBELL CO., ROCHELLE, ILL. § 
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FOR MYERS DEALERS 


A valuable new book packed with 
sound merchandising ideas. 
® Store Arrangement and Display 
@ Indoor & Outdoor Identification 
® Retail Advertising 
© Customer Records 
@ Merchandising Materials 
Ready now — Delivered by the man 
Mi who calls on you for Myers. 


THE F. E. MYERS & BRO. COMPANY ©* Dept. H-44, Ashland, Ohio 





THE RIGHT TOOLS 


For Hard-To-Get-At-Places!* 









K-D 20 
RATCHET 
WRENCH 
SET. Tough 
alloy steel 

es in 
4 populer 
i - No 















> 


Ti cciemaeatl 
oS 


“CUTS AROUND CORNERS” 


K-D 99 CONVERTIBLE SAW 
FRAME saws in narrow places, 
and spans obstructions with short 





versible 
ratchet. 
Close teeth permit short stroke. 
Box socket construction holds 
screw or nut for starting in close 
laces. Sizes 3” to 414” long. 
acked as shown. 











K-D 5B TOOL 


blades. Improved locking device KIT. Good uni- 
features quick blade changes, as- versal eather. 
sures correct tension. Frame ac- TwoK-D Pliers 


comodates 3”, 444”, 6”, 10”, 12” 
blades. One 3”, one 12” blade fur- 
nished. All steel, one piece frame. 
No loose parts. Ideal for Electri- 
cians, Plumbers, Engineers, etc.! 


plus 3-in-1 


loy steel pliers, 
brass screw- 
driver, all cor- 
rectly tempered. Not a toy. Handy 
for everyone! 


*K-D TOOLS 
64 





K-D 10K 
PLIERS 
KIT—al- 
steel 











tempered to 

ilt to last. 4 ty 
milled jaws as illustrated, les 
knurled. Packed in pocket size 
roll. Handy for Craftsmen, Model- 
makers, Electricians, etc. 


K-D MFG. Company 


Pa Hamilton, Ont 


Loncaster 
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de ’ vt re 
A pe bh IN ACTION 
E DO R CLOSERS - NO COMPLICATED PARTS 
EASY TO INSTALL 
4 Ne OSA ZEPHYR No 014 O1L-FLO 


For a low-pri I This latest addition to the 
the 006-A ” e screen and stor Newell line operates in an 
features of hi - 4, pel t inside door oil bath. Smoothest oper- 
closers. A really pro —— ating closer yet presented. 
fastseller jg- ——— carton 


Two ‘BEST SELLERS ° ~ EE LATCH 
. events damage 
— ad Ors are = c 








nee” WANDLE-TIGHT CLAMP 


AVAILABLE NOW TO 


ay 
x i MINUTE MOP USERS! 


Se 


ro Ev 223se-St. 
e CHICAGO 16 ILI 








THE Stor-per TOY LINE 


vy ¥ TOYS THAT ARE DESIGNED 
FOR inl PROFITABLE SALES—WRITE FOR CATALOG 


Pia eo. Cz Knight ¢0. 


409 GRISWOLD STREET 
DETROIT 26, MICHIGAN 





Irder tub-a-Spray Today! 
en 
ae Lub-a-Spray.-- 


GENUINE 
GRAPHITOID LUBRICANT 


PANE MANUFACTURING CO. 








® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING e SALT WATER FISHING 











MILWAUKEE 1, WISCONSIN 
HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 
GRINDING WHEELS 
SHARPENING STONES 


ABRASIVE FILES 
cae, fo  .f GS 


2666 W. PIERCE STREET 


GENERAL 


tWaunsy wis 


Manufacturers of 
A 
Quality 
— Hardware 
Bey from your regslar jobber 


HARDWARE 





VISES 
SKATE SHARPENERS 
LAWNMOWER SHARPENERS 
and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


MILWAUKEE, WISCONSIN 





HARDWARE AGE 





( Wd || BR ogecpe; CO > | 














THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 


ROPE - BINDER TWINE - BALER T TWINE - 


TYING TWINE —- PLYMOUTH, MASS. 








Increased Store Tra omg 


BUILDS SALES . 


Se ee nee ee ae ee ee 

tial customers are passing your doors daily. Wake them up. _ 
ee Sk ee Oe ee a ee Pep up sales 
im every department with bigger store traffic. 
A copy of the Hagn Merchandiser ic yours for the asking . . . Full 
of Volume Values in modern Giftwares and Household Specialties. 
Send fer your copy teday. 


{fF 35th Analversery 
GS JOSEPH HAGN ‘CO. 


WHOLESALE DISTRIBUTORS SINCE 1913 
217-225 W. MADISON STREET « CHICAGO 6 











Add these profitable 
new Swartwout 
House Louvers to 

your building supply 

line 


**Millions of new houses'’ means thousands 
of dollars profit in ventilating louvers 
alone. Swartwout Louvers are all steel 
welded construction with style for the cus- 
tomer and easy installation for the builder. 
All necessary sizes. Write for bulletin. 


The Swartwout Company 
18511 Euclid Ave., Cleveland 12, Ohio 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 











* MARSHALLTOWN, IOWA 











For 


BUILDERS HARDWARE 


Ask Your Jobber to See 
Our Complete Line 





HARDWARE 
CORPORATION 


328 Grand Avenue 
Brooklyn 5, N. Y. 


PILDER SRUARU ARLES 








FINE TOOLS 


MAYDOLE Machinists’ Ball Pein Hammers as well 
as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
judged. With MAYHEW Chisels, Punches, Screw Drivers, 
Bit Extensions, etc., they carry complete satisfaction to the 
user and full profit satisfaction to the Dealer. 


“Ask your Jobber Salesman’”’ 


MAYHEW STEEL PRODUCTS, Inc. 
Shelburne Falls, Mass. 





Secewansee 





— AND AFTER ALL OF OUR 
ADVERTISING, TOO! 


DECEMBER 19, 1946 


} IT’S SO EASY TO USE 
FRANKLIN GLUE 


If Blondie had used 
Franklin Glue the 
joint would have 
been stronger than 
the wood itself. 
Franklin is genuine 
hide glue in liquid 
form, ready-to-use. 


THE FRANKLIN GLUE CO. 
COLUMBUS 15, OHIO 

























Sturdy Twist Drill Stands 


Made of die cast metal. Can be hung on wall 
ov Cnet aa ae et 














#10 #11 #12 through hardware and mill supply 
for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Soles Agents —John H. Graham & Ce., Inc. 
1/16 to 1/4” inc. #1 to 60 inc. 1/16 to 1/2" by 64ths 105 Owene Street, New York 8, NM. Y. 
iL) Thee So” Siades 
AIDACO” nue "mne, ae” EE 





\ 
| 
fete 
et tli 


No, 56E—came as shove, mo Saw Back...............00006 "* 5.00 Per Dez. 
Ne. G5GE—came as SBE, with Groove. .......ccccscccececeus 16.80 Per Dez. 
Ne. GSGE CAP OPENER—GAW BACK............6cccceens 16.80 Per Dez. 





Ne. AC — Saw Blade Cuts Metal & Wood. 
4%” Biade, Has Safety Catch—Knife Closed 
“”°—Open 15%". All Black to prevent rust. 
$27.00 Per Doz. We also carry a complete 
line of Pocket Knives, Hunting Knives and 
Write Dept. HA 









No. AC 
AIR CORPS 


KNIFE Surf Fishing Equipment. 


for Catalog. 


BERNARD GOLDWEBER 
1133 BROADWAY, NEW YORK 10, WN. Y. 




































MASTER BOXES 


FINEST Line 
of Master Boxes 
Ever Made! 


Handled by 

more jobbers 

than any other 
line. 


Available in 
restricted 
quantities 


Master Meta! 
Products, Inc. 
_ Baffalo 4, N.Y. 



















A. 








Keg. U.S. Pat. Of 


CAN OPENER 


$925 


SuyinG AWAY 


LINDEMANA & HOVERSON COMPANY 
MILWAUKEE 7, 











When You Know 
The Trade-Name— 





of a certain product and want to know “Who Mekes it?” 
the Section of the “Who Makes it?” 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 



















sh 


Pres-to Canvas and Fabric Cement 
EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically repeair- 
Ing rips and tears in canvas and other fabrics— 
clothing, upholstery, etc. Unequalled for thousand 
ond one wes. Cement both perts—let dry—press 
Seams 


in strong and waterproof when 





es 


washed, bolled or lroned. Available in 2 e:., 4 o., 
8 ot., quart and gallon sizes. 


ADURAL CO., INC. 






day! 
MILWAUKEE 4 
WISCONSIN 







HARDWARE AGE 

















on Treen | 





















Rad Devily 


ey eno 3 ouees t es 











THE W. BINGHAM COMPANY OF CLEVELAND SAYS— | 


every hardware store that 
puts Strip-—Seal in the window, 

uses a Strip-—Seal streamer, and 
displays Strip-Seal on the counter, 
sells twice as much as expected. 














Are you cashing in on 
cold weather with Strip—Seal? 


Write for free displays 
and streamers today! 


TREMCO QUALITY PRODUCTS 


FOR HOMES AND FARMS 
facturing Co.. 8701 Kinsman Rd., Clev 












eS 
Adjustable T ype 

FITTED WITH 6 CAT'S BYB VIALS 
emmmmm=z OTHER LEVELS FOR EVERY USE =m 


HALL LEVEL & MFG. WORKS 
1119 E. 4th ST. — AUSTIN, TEXAS 























ewe 
PRECISION LEVELS 
se pee et 








ustrem also ideal for farm machine 
all marine and industria! & 


metal must be protect 


STOPS RUST © NO SCRAPING © NO WIRE BRUSHING! 


Rustrem (Rust Remedy) is a sensationally new paint which ean be 
applied over rust! ideal for under fenders, chassis, battery holders 
.. at metal work 
@ Netion-wide distribution 
@1 


diet. ‘Sel, 


PaP—1001 


SPECO, Tuc. 


3142 Superior Ave. © Cleveland 14, Ohio 





@ Temptingly packaged 
@ Notionally advertised 






























| Always In Demand— 
n?” ® Farmers like and buy them be- 
Kh?” jcause they are so easy to put on 
fad ithe calf ... merely snap on. Made 
Pm of pressed steel, rust-proofed. 

|They’re effective, humane, and 
home inexpensive. 
#2" Ask your hard- 
jelly. ware wholesaler Me P . 

+. oe, BEEeS MFG. co. 

Y Box K-8 Beatrice, Nebraska 
vies Distributed Through Wholesale Hardware Trade 

















A Fast Selling, Profitable Line yor 


Is Consumer Products of Long Established Quality (Q2Uthes 


1 EE 
CONSUMERS CRACK FILLER DAISY BRUSH CLEANER 
or Wood Putty. Mixes smooth, dries hard and Cleans paint brushes perfectly and conditions 








Crack 





Mange 












= 

















AGE 





DECEMBER 19, 


stays put. Will not chip, crack, shrink or peel. 
Fille holes, cracks or breaks in wood, stone, 
etc. 5-oz. and 1-ib. cartons. 


TIGER GRIP LINOLEUM CEMENT 


Ready for use for laying and patching. Also 
used on drain boards and stair treads. Packed: 
pints, quarts, gallons. 


CONSUMERS GLUE COMPANY — since 1906 —ST. LOUIS, MO. 


1946 


them for work. Makes them last longer. 3-oz. 
cartuns 10¢; 12-oz. packages 25¢. Packed 1 
gross to the case. 


DANDY WALL PAPER REMOVER 


Easily applied—soaks old wall paper off walis 
in a jiffy. Pint sufficient for average size room. 
Also quart and galion size cans. 
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assified Aduerising Rates 











Business Opportunities 


or Your Address 





Help Wanted, Accounts Wanted 


Representatives Wanted, etc. 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











$5.00 
10 Cuts or special borders not allowed. 
“DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more lasertions. 
No Agency Commission allowed on Classified 
$2.00 Adv 


Allew Seven Words for Keyed Address 


HARDWARE AGE is every other 
Thursday. Classified a close 15 days 
geovious to dete of publication. 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















a Help Wanted 


a | 





IALUGUE MAN WANTED: PERMA 
NES t PUSITION in Well Established Whole 
sale Hardware Firm in Middle West. Address 
Bos K-02], care of Hanpwase Aoz, 100 East 


42nd St.. New York 17, N. Y. 





PRODUCTION SUFERINTENDENT, MUST 
BE THUKOUGHLY FAMILIAR WITH ALL 
DETAILS OF PRODUCTION, ASSEMBLY, 
ETC., particularly in the hardware or kindred 
field. State in detail your experience and salary 
desired, also references. Address Box K-910, 
care of Harpware Ace, 100 East 42nd St., New 

we 


York 17, 





WANTED — EXPERIENCED HARDWARE 
MAN IN METROPOLITAN DISTRICT. Good 
at Figures in Office of Long Established Hard- 
ware Firm as Price Clerk. ns Position 


for the right person. State experience and 
expected. Best 


of references required. Address 
Box K-837, care of Hanpwane Acz, 100 East 


42nd St., New York 17, N. Y. 





SIDE LINE SALESMAN WANTED. Calling 
on Hardware, Electrical, Housefurnishing Jobbing 
Trade. for Fast Selling Line of Switch Pilate 
Wall Shields. Address Box 31, Station X, New 


York 54, N. Y. Dept. H. 





WANTED SALES REPRESENTATIVE 
CALLING ON PLUMBING AND HEATING 
CONTRACTORS, HARDWARE ACCOUNTS 
AND BUILDING CONTRACTORS. All terri- 
tories open. Fast Selling Line Top Quality Brass 
Items; Plumbing Specialties and Supplies. Good 
delivery. Commission basis. Address Box K-911, 
care of Hanpware Aceg, 100 East 42nd St., New 
York 17, N. Y. 





WANTED EXPERIENCED RETAIL HARD- 
WARE AND SPORTING GOODS SALES- 
MEN for territory west of Mississippi River. An 
unusual article and more coming soon. Protected 
territory and fine commission. Real money 
maker to right man. Give territory covered and 
other details. Address Norman Ward Beecher 
cs 332 Wealthy St.. S.W., Grand Rapids 3, 

ich. 


WANTED: SALESMAN WHO WILL CALL 
ON HARDWARE, NOVELTY AND CHAIN 
STORES TO SELL OUR LINE OF FOUR 
IMPROVED HANDY GARDEN TOOLS FOR 
LIGHT GARDENING. State experience, give 
reference, mention territory coverage. Address 
Florida Improved Garden Tools Co., Box 966, 
Deland, Florida. 





WANTED EXPERIENCED SALESMAN. TO 
SELL OLD ESTABLISHED LINE of House 
wares and Cutlery to jobbers and chains, etc 
Protected, exclusive territory. Liberal commis- 
sions. Several territories open, including Iowa, 
Missouri, Kentucky, Kansas, Nebraska. Address 
Box K-904, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








REPRESENTATIVES WANTED BY 


LEADING PLASTIC MANUFACTURER 
of Injection Molded Household Articles and 
Novelties. All Territories (except West Coast )— 
Straight Commission. Write full details, stating 
age, territory covered and other lines carried. 
Strict confidence assured. 
Box K-903, care of HARDWARE aes 
100 East 42nd St., New York 17, WN. 























SIDE LINE SALESMEN 
WANTED 
by National Distributors of Housewares, Kitehen- 
Hardware Specialties, selling te jobbers 
Chain Stores enty. Liberal profit sharing proposi- 
tion. Unlimited earnings. State fully: experience, 
of trade and territory covered, lines now handled. 
ANCO CORPORATION 
PITTSBURGH 22, PA. 


FFey 





SIDELINE SALESMEN WANTED 


We Offer immediate Shipments on Tubular 
Steel Products, including “'S" Chairs, a 
Stools, Kitchen and Bar Stools, Hassoc 
Smokers. Good territories available. Titerel 
Commission. Write for details. 


Address Box K-907, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 























Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, CASTERS, 
MOP WRINGERS, DRYERS, LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIRRORS, 
RUGS, SMOKERS, WASTE BASKETS, SNOW 
SHOVELS, HIGH CHAIRS, IRONING BOARDS, 
KNIVES AND FORKS, FOLDING CHAIRS, 
ANDIRONS, VENTILATORS, LAWN TABLES, 
WIRE, BREADBOXES, LIGHTING FIXTURES, 
CURTAIN RODS, ROLLING PINS, DISH 
CLOTHS. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








SALESMEN 


Calling on wholesale hardware with our 
self-centering punch spring action appear- 
ing on Page 171. A few states open. 


STELRAY METAL PRODUCTS, INC. 


SHELTON, CONN. 











SALESMEN WANTED 
By oo Manufacturer and Distributor Pres- 
ently ling on Store Fixture Manofactur- 
ere, Hardware Dealers, Restaurants and Ho- 
tel Equipment 8u Houses and Architects 
to Handle Fast Selling Miscellaneous Hard- 
ware and Allied Lines. State experience and 
territory. 
Address Bex K care of HARDWARE AGE 





MANUFACTURER DESIRES 
SALES REPRESENTATIVES: 
MIDWESTERN MANUFACTURER DESIRES 
SALESMEN COVERING ANY PART OF THE 
TWELVE WESTERN STATES TO CARRY 
AS A SIDELINE OR FULL TIME A LINE 


STORES. PROMPT SHIPMENTS. 


Adi Box K-015, care of panewang Leoue 
00 East 42nd St., New York 17, 

















APPLIANCE SALESMAN 
WANTED 

Experienced, protected territories. Irons, 

toasters, fans, hot plates, broilers, heaters, 

accessories, flashlights. 


Address Box K-882, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















SALESMEN WANTED 
NATIONAL MANUFACTURER 
ALUMINUM HOUSEWARES 


One of America’s low cost manufacturers 
is reorganizing entire sales force all ter- 
ritories. This is wonderful opportunity 
for aggressive salesmen used to earning 
big money. We have been shipping large 
volume to leading Hardware and House- 
hold Jobbers, Chains, Dept. Stores, Pre- 
mium Buyers. Accounts will be turned 
over to our men. Outline briefly expe- 
rience. Executive will interview appli- 
cants soon. 

















100 East 42nd Rew Vert 17, HN. Y. 





Write Box K-894, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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Classified Opportunities Section... 











[Sales Representatives Wanted ] 


SALESMAN WITH FOLLOWING, OWN 
CAR AND BEST REFERENCES FOR OUR 
VERY LARGE GIFT AND SOUVENIR LINE 
WANTED. Addiess S. & A. Sternklar Company, 
2-4 Payson Avenue, New York 34, N. Y. 





SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARUWARE HOUSE to cover retail hardware 

in Eastern Fennsylvania, Maryland, Dis- 
trict of Columbia, Connecticut, Massachusetts, 
Maine, New Hampshire, Vermont and Central 
New York State on 5% Commission Basis, no 
objection to non-conflicting side lines, write Chas. 
os Inc., 149 Chambers St., New York, 





HOUSE FURNISHING SALESMAN: GOOD 
SIDELINE OF HAMPERS. HASSOCKS, UN- 


PAINTED FURNITURE. Commission. Address 
Box K-901, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 

MN. &. 2nd A Miami 38, 

















Distribution—Present and Postwar 
Established—Reliable—Aggressive 


Selling Agents 
ANCO CORPORATION, Pittsburgh. Pa. 
Branch O. 


ffices 
Now York - Philadelphia - Detroit - Cticage - Cleveland - Louisville 
Covering all classes of jovbers. We will carry the 
accounts or you can bill direct. 
Write for further information and references. 

















YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes 

the shape of additiona) domestic sales trans- 

actions. You are relieved of all details and 
BETTERBY'S 


DISTRIBUTORSHIF FOR QUALITY 
Lae gg ol eg cM oy oy Ea and 
Building rade in Virginia, 

D. C. and Maryland. The “United” Supply 
Company: Office—306 Victor Building, W 

ton 1, D, C., Warchouse-4202-4204-—37th St.. 
Brentwood, Maryland. 





SALESMEN: EXPERIENCED, WANTED 
TO CALL ON JOBBERS WITH LEADING 
LINE OF SCREW DRIVERS AND HARD- 
WARE SPECIALTIES. Must know trade. 
State experience, territory thoroughly covered 
Commission basis. Address Box K-898, care of 
one Aaz, 100 East 42nd St., New York 
17 





SPLENDID OPFORTUNITY FOR AGGRES- 
SIVE MANUFACTURER’S AGENTS. Fast 
volume seller for established sales organizations 
calling on hardware, paint, building trades. Na- 
tionally advertised product now expanding mar- 
kets. Heavy promotional support. Permanent 
connection. Write full details regarding business 
history. All inquiries answered. Address Office 
of the President, Box D, 5234 St. Clair Ave., 
Cleveland 3, Ohio. 





ACTIVE COMMISSION SALESMEN AND 
AGENTS COVERING JOBBING TRADES 
TO SELL INDUSTRIAL CHALKS AND 
CRAYONS. Protected Territories. Write Union 





LINES WANTED FOR NEW ENGLAND 
ANY NEW YOKK SIATE By Experienced 
sales Organization. Well Acquainted with Hard- 
eare, e—Y Electric Supply Jobbers and 
= Boston Showroom and Warebvuuse. Dun 

Bradstreet rated. Address Perkins Sales 
S 610 Newbury St., Boston 15, Mass. 





LINES WANTED. SALESMAN RESIDENT 
OF BALTIMORE OPEN FOR FAST SELL 
{ING ITEMS; calling on Department, Hardware 
Stores, etc., in Baltimore, Washington and Sur- 
rounding Territory. Address Box K-908, care of 
“— Ace, 100 East 42nd St., New York 17, 
ie 





EXPORTER— WELL EQUIPPED AND 
KNOWN AMONG LATIN AMERICAN COUN. 
CRIES AND EUROPE for over fifteen years 
with more than two hundred accounts will handle 
vour lines on an exclusive basis or distribute your 
merchandise. References on request. Apply 
a Gonzalez, 434 Broadway, New York 13, 








LONG ESTABLISHED FLORIDA 
WHOLESALE HOUSE eae 
ADDITIONAL LINES 
Wholesale Distributing House in Miem! Serving the 
Florida Hardware and Locksmith Trade Desires an 
Additional Line of Staple Merchandise. We have an 
efficient office and stock room force and an e pevtenced 
hardware salesman who has covered this trode ever 20 
years. A consignment or direct shipment p-o>osition 

















Crayon Co., Lowell, Mass. is preferred. Fstahliched 20 years in Miami. 
. M. COLLOT SUPPLIES 
i 221 N. W. 8th Avenue. Miami 36, Florida 


IN THE U.S.A. THERE 


SOMEWHERE is A 
ROWARE 6 


pre add: th LT OF A GOOD HA 


N 
K-908, CARE OF HARDWARE F aed 100 EAST 








42ND ST., NEW YORK 17, N. Y 








NEW ENGLAND 
SALES ORGANIZATION 


Traveling three men for a period of 20 years, is in- 
terested in a volume line. Personally known to auto- 
motive, hardware, covering and toy jobbers 
and chains. Boston showroom. Amp'e references. 
Address Box K-902, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














EXPORTS CAN CUSHION 
DOMESTIC RECESSION 


Well Equipped Export Organization with Excellent 
Nay Connections rE Services as Sales Agents 
to Limited Number of Man ngineer— 
executive leaves shortly for extensive trip to S. Amer- 
lea, &. Africa and Middle East to select best 
qualified distributors. 

INTERCONTINENTAL DEVELOPMENT CORP. 














27 William Street New York 5, N. Y. 








| Accounts Wanted —| 








SOUTHERN SELLING AGENTS 


Let us SELL it and you get a full selling ser- 
vice. Our six men are SALESMEN. We have 
no order takers. Following in Hardware and 
sporting goods dealers. 


P. O. Box 130, Monroe, N. C. 

















worries. 
tives abroad promote your sales and ‘its staff 
of expertly trained export personnel compe- 
tently handles all correspondence consular 
and other documents for shipments all over the 
world. BETTERBY also eliminates your credit 
risks by paying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N. Y. 














ATTENTION MANUFACTURERS! 


Do you wish te sell your products throughout CANADA? 
We have excellent connections with all distributors, 
chain, department, retailers. What is your proposi- 
tion? 
Write Box K-916, care of HARDWARE me 
100 East 42nd St., New York 17, N.Y 











EXPORT SALES 


Distribution in Northern India and Other Coun- 
tries is offered to Manufacturers of Hardware, 
Furniture Fittings, Cutlery, Housefurnishings 
and Appliances. We attend to all export re- 
quirements and pay cash in New York on usual 
domestic terms. 
Address Box K-893, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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Accounts Wanted || Business Opportunities | 





1946 CHEVROLET! 


give faster New 


ACCOUNTS WANTED. 
MINE IS HERE. Now can 
York State Coverage of my buyers 
line. If it’s new, I'll introduce it. College, Off 
cer Training, 7 years’ Selling. For real Volume 
to Robert R. Cluse, 1031-A 


Sales, write today 
Sibley Tower Bldg., Rochester 4, N. Y. 


WESTERN CANADA ESTABLISHED MAN- 
JFACTURERS REPRESENTATIVE with offices 
in Winnipeg and Vancouver, giving complete and 
intensive coverage from the Head of the Lakes 
to West Coast, calling on Hardware and Electrical 
Jobbing Trades, also detail work with Denrart 
mental and Chain Stores, desires One Additicnal 


Line of Merit, (on commission basis). Address 
Box K-913, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


MANUFACTURERS!! 


with your | 


MANUFACTURERS’ AGENTS DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mill Supply Houses. 
12 years in territory. Aggressive coverage. Cum- 


| thission basis. Will carry stock. Address Box 


K-883, care of Hanpware Acz, 100 East 42nd St., 
New York 17, N. Y. 





WANTED BY FACTORY REPRESENTA- 


| TIVE QUALITY HARDWARE LINE for 


YOUR MECHANI. | 


CAL, ELECTRICAL, AUTOMOTIVE, PLUMB. | 
ING AND TOOL PRODUCTS, sold by our or- 

ganization of former design Engineers, will assure 

you greater dividends. Established jobber and | 
dealer accounts on the West Coast. Commission 

basis. S. Gilbert nee, 1017 South Alfred 

Street, Los Angeles 35, California 


AGENT, SEVENTEEN 
YEARS COVERING Pennsylvania, Maryland, 
Delaware and Washington, D. C., wants Lines for 
Wholesale and Retail! Hardware and Mill Supply 


MANUFACTURERS’ 


Trade. Address Box K-918, care of Harpware 
Ace, 100 East 42nd St New York 17, N. Y. 
MANUFACTURER’S AGENT IS_ INTER- | 


ESTED IN EXCLUSIVE SALES RIGHT ON 
PRODUCTS OF MERIT to Manufacturers, Job- 
bers and Dealers in Western New York, North- 
western Pennsylvania, and Northeastern Ohio. 
Can handle additional territory if desired. Give 
full information on products, prices, commissions, 
etc. Address Box K-914, care of Harpware Acr, 
100 East 42nd St., New York 17, N. Y. 


Dealers in Texas and Oklahoma to supplement 
one 1 have sold for eleven years to the same 
trade. Commission basis. Present line on allot- 
ment. Address Box K-875, care of Hanpware 
Age, 100 East 42nd Street, New York 17, N. Y. 


ELECTRICAL APPLIANCE MANUFAC- 
TURERS: Your opportunity to place your mer- 
chandise into the finest stores in the country 
We are well established national distributors seek- 
ing Additional Items to fit into our present line 
of nationally advertised appliances. All 
tories considered. Address Box K-899, 
Harpware Ace, 100 East 42nd St., 
17, N Ly 


MANUFACTURERS’ REPRESENTATIVE 
ESTABLISHED FOR OVER TWENTY 
YEARS with the Wholesale and Select Retail 
Trade in Indiana, Kentucky and Tennessee is ex- 
panding sales force, and desires additional lines. 
Sporting goods and tools preferred. Can furmish 
A-1 references by nationally known manufactur- 
ers. Address Box K-905, care of Hanpwarz Acs, 
100 East 42nd St., New York 17, N. Y. 





| Positions Wanted || 





terri- | 
care of | 


| 


New York | 


| 


GOOD LINE OF HAMPERS OFFERED 
STOCK JOBBERS ONLY, AND EXPORTERS, 
Samples on request. Address Box K-900, care of 
Harpware Acz, 100 East 42nd St., New York 
17, N. ¥ 


HARDWARE FILES AVAILABLE. _ 1500 
DOZ. EXCELLENT RESHARPENED FILES 
AVAILABLE FOR IMMEDIATE DELIVERY, 
Domestic or Export. Considerable saving over 
new prices. Samples and pricelist sent on re 
quest. New England File Co., 44 Cook Ave. 
Meriden, Conn. 








FOREIGN DISTRIBUTOR LISTS: Have 
prepared during 25 years traveling abroad for 
first-class American Companies Controlled Lists 
of over 900 Excellent Importers susceptible be 
come distributors hardware products throughout 
world. Will cede same for 3% commission on 
initial and subsequent orders obtained. Address 
Box K-897, care of Hanpware Ace, 100 East 
42nd St., New York 17, N. Y 








STEEL BALLS WANTED 
Ve" AND ¥%" DIAMETER 
HARDENED STEEL BALLS. 
ADVISE PRICE, QUANTITY, 
GRADE, AND AVAILABILITY. 


Address Box K-912, care HARDWARE AGE 
100 East 42nd Street, New York 17, WN. Y. 











FOR SALE 
20,000 GALLONS BARN PAINT 


IN LARGE OR SMALL LOTS; REPLACEMENT 
OIL FURNISHED; IMMEDIATE DELIVERY. 
BECKER PAINT & VARNISH CO. 
P. ©. BOX 54, BAY CITY, MICH. 








AVAILABLE — EXECUTIVE ASSISTANT 
TO MANAGER, PURCHASING AGENT, 7 
years old, single, veteran, B.S. in Marketing, 5 
years’ experience in purchasing, production, wants 
responsible position with progressive manufacturer 
or wholesaler in East or Midwest. Willing to or- 
ganize effectively Export Department through es- 
tablished connections abroad. Address Box K-909, 
care of Harnpware Ase, 100 East 42nd St., New 
York 17, N. Y. 








PLUMBING - - - HARDWARE 
LINES WANTED BY THE SOUTHWEST'S LIVEST 
MANUFACTURER'S AGENTS. WE COVER AR- 
KANSAS, TEXAS, OKLAHOMA AND LOUISI- 
ANA WITH 8 TOP FLIGHT SALESMEN. 

Address Box K-87!, care of HARDWARE AGE, 

100 East 42nd Street, New York 17, N. Y. 














CATALOGUE, SALES AND PURCHASING 
EXPERIENCE 16 years with small manufacturer 
wood and metal products well known to national 
hardware wholesalers and mill supply trade. Back- 
ground includes costs-to-sales price 

inside and outside selling, wartime purchasing. 
co-ordination of shop and sales. This advertiser 
seeks connection with small manufacturer New 
England or Atlantic Seaboard. Further details 
upon request. Address Box K-876, care of Hazp- 
a Acz, 100 East 42nd St., New York 17. 


| 
| 
| 











FOR SALE 


MIAMI, FLORIDA BBall. Be HARDWAEBB BUSI- 
NESS ESTABLISHED YRS. BY PRESENT 
WNER. Sales Now 220.000 08 Monthly. Can be 
doubled. Almost Building 50° x90 qo long 
term lease. Heavy . Geod 
location. $80,000. 

Address Box K-854, care of HARDWARE AGE 


100 East 42nd St., New York 17, M. Y. 











MANUF. Fg ee ot BUSINESS 


Old Established Insecticide Business loested in Ohio 
has plenty of good live accounts. Profit record is 
excellent. A very attractive propositin. Cam > 
moved or kept in present location. Owner wishes to 
retire. 
Address Box K-879, care of HARDWARE AGE 
100 East 42nd St., New York 17, M. Y. 














ployer and employee. 





FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 


"Want Ad" 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising. 
Follow the leader. 


HARDWARE AGE  crawmifes opportunities vee. 100 East 42nd St., New York 17, N. Y. 


ADVERTISING — 
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DOUBLE 
LOCKING 


Dealers — Don't Miss the Extra Sales 
advantages—the “Double Locking” CHICAGO LOCKS 
give you... assure more sales, Good Will, Repeats... 
Investigate. Ask your Jobber. 


Tame 14 


CHICAGO LOCK CO. *7:.0.2:5°10" 











Product Wanted 


To market through building supply, 
hardware and paint trade 


A client of ours has one of the finest national 
sales and distributing organizations with 
warehouse facilities in all key trade areas 
throughout the country. This company’s prod- 
uct is now sold through approximately 35,000 
retail outlets, is advertised in full pages each 
month in the Saturday Evening Post and full 
pages in all leading trade publications cov- 
ering architects, building contractors, build- 
ing supply, hardware and paint dealers. They 
are prepared to add one, possibly two prod- 
ucts. They have ample finances to distribute 
and/or manufacture and nationally advertise 
a new product. If you have an exceptional 
product, a really worth while one that needs 
only a top flight manufacturing and sales 
organization to place it on sale throughout 
the country, write us and your letter will be 
placed in our client's hands immediately. 


HICKS & GREIST, Inc. 


Advertising 
420 LEXINGTON AVE., NEW YORK 17, N. Y. 
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“MAKE YOUR OWN” 
CARPENTERS’ SAW-HORSE SET 
























| 














4 a 


A portable home work bench with novel SWINGING 
TOOL TRAY ¢ HAS MANY USES. Complete hardware 

and ted instruction 
sheet for easy assembly. 
Lumber is not included. 
Packed in attractive dis- 
play carton. See your job- 
ber or write direct to 


CHAS. O. LARSON CO. 
Sterling, Illinois 























PCOLVMBIAN 
Homes Moja 





9017 BESSEMER 
AVENUE 
CLEVELAND 
4, OHIO 


tamer VISE MFC. CO.) 
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Liberty 


Histribulor 


PHILADELPHIA 


CINCOLN 


LUBRICATING EQUIPMENT 
"It's The Finest That Money Can Buy” 
Model 1035 Lever Gun 















Lincoln makes a complete line of Labri- 

Equipment and (Grease Fittingy— 
Operated Grease Guna, High-Pres- 
sure and Volume Type Hucket 
Kleensen!l and Hutton 
ttings in a full range of 
types and sizes for tractors, trucks, 
farm implements and 


Write jor Complete Information. 


ENGINEERING COMPANY 
Bridge 
























Ondex Je 


KAdwenrtiserns 





Ferry Cap & Set Screw Co....... « 
AE A Mile, Giiscccccciccssccccas 171 | Fidelity Systems, Inc............. vd] 
Abesto Mfg. Corp. ........00++-- 147 | Filer-Allen Mfg. Co.........+..- 161 
Acme Steel Co..........cceceeee 38 | Filter-Kleen Mig. Co............. 193 
Adirondack Chair Co............. 158 | Florence Textile Products......... 178 
Admiral Corp. ........cccccevees 4 | Formica Insulation Co............ 2 
Advance Glove Mfg. Co........ 116 | Franklin Glue Co...........see0. 188 
iam GO Gag Bi Rec scsancssccoces 145 | Fuller Tool Co.............ceccene ‘84 
Allied Hardware Corp........... 185 | Fulton Bag & Cotton Mills...... ile 
Aluminum Company of Americo.. 67 
American Grease Stick Co........ 157 
American Mfg. Co...........-+65 141 
American Shearer Mfg. Co....... 158 S 
Archer-Daniels-Midiand Co, ..... 66 at Capiisese Manchatees Ae 
Armstrong Bros. Tool Co.......... 148 General Electric Co. (Bldg. Mate- 
Arvey COMP. ...--2-.0seseeeeeees 49) rial & Wiring Div.}............ Te 
Auto Arc-Weld Mfg. Co......... 174 | General Hardware Co............. 184 
Automatic Products Co........... 169 | General Paints, Inc., Cutlery Div. 52 
Automatic Washer Co............. 137 | Gepliart Mfg. Co................ Isa 








AN OUTSTANDING ASHTRAY SELLER 
#4667Z OUR CONVEX GLASS ASHTRAY 
VERY UNIQUE AND BEAUTIFUL 
Between two convex glasses is a pampas plumes design, 
made of colored feathers. 
The two convex glasses, clamped to- 
yether with a brass metal band, form- 
ing the ashtray. 
Very striking leoking 
$4.80 per doz. pieces 
Weight 3 lbs. to the doz 
Send for our complete set of 2 illustrated price 
tremendous assert 
GOODS. Price lists available to amy Hardware 
Dealer on request. 














LEO KAUL 

















Genuir® DOMES °?/ SILENCE 
SLIDE SILENTLY - SOFTLY-SMOO 
SOc SET -15c SET-10c SE FURNITURE 
“CREATE QUIET 


sats Bi 


DOMES of S$ 








8 
Boker Mfg. Co. .........000:. 146, 147 
Bane Ca, We. .ccccccccessocivoss 123 
Barcalo Mfg. Co.........c.eeee. 47 
Bennett-ireland, Inc. .........+++ 155 
Billings & Spencer Co............. 69 
Blackstone Corp. .........++eesess 197 
Boston Woven Hose & Rubber Co. 49 
Brooks & Sons, M. S...........++. 158 
Cc 
Comillus Cutlery Co..........-.++ 133 
Campbell Co., H. D..........+.+ 183 
Carborundum Co. ........06000- 10-11 
Carison & Sullivan............... 194 
Carroll Products ............-+4s- 109 
Casco Products Corp.......... 53, 194 
Champion Hardware Co.......... 179 
Chott Impl t & > 
Co. pe nschapncieins tabi sess 179 
Chicago Lock Co..............00+- 191 
Chicago Spring Hinge Co....... 163 
Chicago Wheel & Mfg. Co....... 166 
Clemson Brothers, Inc............ 1s 
Cleveland Chain & Mfg. Co....... 127 
Columbian Vise & Mfg. Co...... 9 
Columbus-McKinnon Chain Corp. 147 
Congress Die Casting Div....... 173 
Consumers Glue Co............. 187 
og RO Re 1% 
a eS a ee 46 
Corning Giess Works............ 12 
Crescent Bronze Powder Co....... 4 
Crescent Tool Co................ 48 
D 
Oe Ne OO vincdcscvexcestesen 158 
Detroit Lubricator Co. ........... 143 
Diamond Calk Horseshoe Co.... 72 
Dobbins Mfg. Co................. 70 
Domes of Silence................ 192 
Dominion Electrical Mfg., Inc..... 25 
Dow Chemical Co................ 57 
Dri-Seal Products, Inc............ 122 
Dunton Co., M. W..........0005- 177 
Be Mn Wc cdcaccintesocuces 186 
Durham Co., Donaid............ 180 
E 
Edison Cooling Corp.............. 158 
BE GUO Snss cones Sebasoadcuticn 4 
Elkins-Ewall Co. ............0005 56 
Ellwood Co., The........ccecceees 135 


Gibraltar Household Products Co. 6&2 
Globe Sporting Goods Mfg. Co. 20 


Goldweber, Bernard ............. 186 
Goulds Pumps, Inc............... 42-43 
Grand Specialties Co.............. 17% 
H 
Hagn Co., Joseph............... 185 
es OE ociniencotntenbbadtue 1% 
Hall Level & Mfg. Works........ 187 
Hodeli Chain Co................ 44 
Hoyt & Worthen Tanning Corp.... 158 
Hudson Mfg. Co., H. D......... % 
Hutaler Mfg. Co., L............6.. 50 
i 
ideal Novelty & Toy Co.......... 16 
Ideal Rubber Co................. 169 
Independent Lock Co.............. % 
Indiana Steel & Wire Co.......... a 
Industrial Management Corp...... 16 
International Steel Wool Corp... 176 
Island Garden Tool Co.......... 175 
J 
Jackson Mfg. Co................. im 
* oe ee 16) 
K 
MD Nidy. Geis ....s.ccisedsseese 163 


Kaul Importing Agency, Inc., Leo 192 


Bae Gee cccccccccnccessvecves x” 
Keen Equipment Co............... 7] 
Kees Mfg. Co., F. D...........65 167 
Kennametal, Inc. ........---.00+05 » 
Kinney Aluminum Co............. 15 
Klein & Sons, Maothias............ 74 
Kler-Vue Knife Rack Co., Inc..... 112 
Knight Co., George C............. 184 
Kwikheat Soldering Iron Div., 
Sound Equipment Corp.......... 126 
L 
Landen Putty Works..........-.. 193 
Landers, Frary & Clark........... 3) 
Larson Co., Charles O.......... iv} 
Lavelle Rubber Co............... 68 
Leipzig & Lippe, inc.............. 1s! 
Lennox Metal Mfg. Co..........- 23 
Lewis Engineering & Mfg. Co., 
WB. chiscesescadss ccchattadecneps % 
Liberty Distributors ............. 192 
Lincoln Engineering Co........... 192 
Lincoln Metal Products Co....... 2 


Lindemann, A. J., & Hoverson Co. 18 





Federal Tool Corp. ............ . 163 


Lockwood Hdwe. Mfg. Co........ 8! 
Lofstrand Co., The...........00+ 167 
Lurie Hardware Co., Inc., The... 174 


HARDWARE AGE 
























































































| 
pera | Ondex SJo Adwenrktiserwa | SPECIAL OFFER 
— M-L's Switchless Handle Droplights 
Cisne: © } Soya Electric Co., Inc........... s | 
iin. ” M. L. li <—: sececeesesee 199 | Rubberset Co. a Se CATALOG NO. 1775 
bay Melestic C 54 a Mfg. Co 179 Reflector guard for maximum protection 
eevceccess 16 afeatS Ce... isi ccsscscccccessese ugg ig. bs oscecescccgapeses ot all times. Equipped with extra durable 
ee eeseese 19 BEE - WOE: Geass ccccnccissscecsce WO -y ae & Ward Bolt fase rubber handle with 25 ft. of 18 S.J. Jute 
nbeesvess 172 Malleable iron Range Co....... 14 ut seescvocccooseseceess Felt Wire. (Underwriters Approved). 2% 
sebdvntiecs D Manning, Bowman & Co.......... HII Russell & Erwin Mfg. Co........ 28 —1!0 days. $1.50. 
eecccecess les Maremont Automotive Products, Also the M-L Switch Handle proeit 
ces ae Sb chasccdetbetovitaccocssvece  W | No. 1774 with same attachments as No. 1775. $1.75. 
rey ie Marshalitown Trowel Co......... 185 All sockets are Underwriters Approved. 
‘? Master Lock Co...........0eee0 5 5 CATALOG NO. 1776 
rat ar aging ns eceeree es Sager Lock Works............ ope 1 peak one Wi entice tn bandle and plug 
aster Rule Mfg. Co., Inc....... St. Louls Cordage Mills.......... 141 
Mayhew Stee! Products Co....... 185 | Samson Cordage Works......... 187 Feary Sy any SB nip Hd ar yarn rapes 
rs As- “ ce pc ——— Co....... = Samson United Corp...........++ 13 — Jove ohans “es Pecilable NOW, —_ 
aap oi, 6g enay Lompany, 'R@........--. Schlueter Mfg. Co..........-s0-+- 18 
oo ee n McKee Glass Co.......eserseees Si dhaphigh Mardeuse On.......--. 1% M-L SUPPLY COMPANY 
Deir Ds ~ ~ ora nag mt tee neeeeeeeees - Sharon Bolt & Screw Co.......... 158 | 222 West 16th Street, New York 11, N. Y. 
tH - rchandise Mart ..............- Shopmaster, Inc. .....+se.seeeees 7 ) 
tai ot. 2 Merit-Made Products ............ 152 | Simplex Mfg. Co............06. 164 
duties Go. Meyercord Co. .....-.-..-eeesees 131 | Sisley Products, Inc............+. 177 
mn Gn Miller, Inc., Robert E............ 192 | Slaymaker Lock Co..........000+8 1 
os bs r = Minute Mop Co................... 184 | Smith & Son, Inc., Seymour....... 177 | 
CR ‘om — Corp. ...---0.eseeeeeesese+ 194] Spar-Tex Co., The..........-.158, 176 AOL Aaa v : : 
le nite lonroe Stove Co................ O68] Speco, Inc. ........cececceeeeeees 187 ‘ 
tt teeees : * 
oat Moore Enameling & Mfg. Co.... 5! | Speedway Mig. Co...........4. 144 pap tae PRODUCTS—Every Landen itm 
Mortell Co... J. Wen. cccccoccccses 170 | Spradiing'’s, Inc. .......sseseeees 170 A vob hgy proguc r its purp 
ee ae Si loeiy Map fing Sam... © © SUPERIOR PACKAGING—Metal Containers 
. ee ae Standard Pressed Stee! Co....... , that stand up, attractively labelled to give 
eee es 185 Stanley Tools ........+-.secseeese 24 eye-appeal to aid sales. 
sheesh 1% Stelray Metal Products, Inc....... 17! © EFFICIENT SERVICE—Even during wartimes 
teeeeees 187 N Stevens Level Co., E. A.......... 177 Landen Customers were able to get prompt 
Saas 44 Stewart Iron Works Co., Inc...... 70 delivery in quantities. 
“orp... 158 Matenal Leck Co........2.-0.0. 163 | Sturdy Tool & Hardware Co....... 186 © COMPETITIVE PRICES—Every effort hes 
wees % National Mfg. Co..............-+ 61 | Superior Plastics ........0...s00-. 153 been made to give you highest quality at 
ava 0 amg gure rie Co....... . Swartwout Co. .......csseeeeeees 185 prices that will bring in profits. 
elson 9- op be Ree eee eeene Swing-A-Way Steel Products Co. 186 
Newell Mig. Co....cccccseee A temend GB Ode o...ac-pscsnsane oat... MB 
Nichols Wire & Steel Co.......... ca) W 
Noblitt-Sparks industries, Inc.... 113 LANDEN PUTTY ORKS 
Pinas 16 Norwich Line Co., Inc............. 144 45 Irving Street Malden, Massachusetts 
apa we 169 T 
soeeee % Taylor Co., David B............. 176 
teens al ° Tel-O-Post Co., The........0.0.. 165 
gee ek eee 199 | Templeton, Gent On.....0+ Oe EVERY FAUCET 
hos lated Mar- 
ou Oakland Engineering Co......... 21 | Tennessee Valley Assoc 
ns Otters, chosing: Co....... 7] Micscape tentremmerto «|| IN EVERY HOME 
' — Ohlen Bishop Mfg. Co............ WE nan ae tae a NEEDS ONE! 
O'Malley Valve Co., Edward...... 15' he - ta dae eee 121 
Orchard Industries, Inc........... Bios. S- vagy Seana cil at ios This scientifically de- . 
he 71 Oxford Engineering, Inc.......... 165 : cig ch & aeS By ee signed water filter elim- KLEEN 
vipa! 161 inates dirt, rust and mi- T re) 
| | eroscopic organisms and Fit RETAIL 
P v becomes as indispens- 1.28 
Paine Co., Wb cesbasicccccbccas 17% Union Hardware Co............. 167 able aoa faucet itself! Complete with | Pag 
ie Panef Mfg. Co..........0.c0e0008 194 | Union Pacific Rallroad............ 8 P Specially d designed tome melded tebe 
ee Paragon Utilities Corp............ 55 | Union Steel Products Co.......... 175 And FILTO-KLEEN is repeat be business with refill 
- Parker Mfg. Co...............++: 132| U. S. Electric Home Product, not only popular with pode (Retail 6 
oe MD BAS, cvcscvcetcctpsantenscvesseds ed See your jobber immedlotely for delivery, 
=. Peck, Stow & Wilcox Co.......... 194 Utica Drop Forge & Tool Corp... alert stores but also or write fo: 
1. 10 Fenn Supply & Metal Corp....... ae profitable FILTER-KLEEN MFG. CO. 
“ Perma-Jack Corp., The............ 149 EVERETT 49, MASS. 
15 Phoenix Mfg. Co.............5.55 173 
Pittsburgh Plate Gloss Co. 
(Store Front Div.)............. 125 v 
- 12 Plomb Tool Co. ................. 6 Vaco Products Co........6..++-.: 0 
. 14 Plymouth Cordage Co............. 185 Vaughan & Bushnell Mfg. Co...... 16 
bs | Popular Mechanics Magazine... 4! Watad: Teak Give sscsccscsesecs 162 
9 w 
Ge DONS Ries tsisiscccces | wer Assets Administration...... TT 
- 9 Westchester Brickote Products Co. 52 
_ 3 Witt Cornice Co.........seeccseee 7 
- Im R Wood Shovel & Tool Co......... % 
, & Rain-Beay Products Co........... 117 | Wooster Brush Co............... 2 
18h Red Devil Tools...............-+- 187 
2 Red Jacket Mfg. Co............. 136 
= Reel-Line Corp., The.............. 4 
Reflecto Letters Co.............. 146 Y 
192 Remington Arms Co., Inc.......... 105 | Youngstown Manufacturing, Inc. 78 
ve Requa Mfg. Co...........c000000 178 
2 Reynolds Metals Co.............. % 
186 Riegel Textile Corp................ 159 
» Rieger Mig. Co.................. 32-33 z 
= Rival Mfg. Co...........0..0000- 150 | Zim Mig. Co............ceceseee 184 
193 
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IN OUR 
4™H HALF-CENTURY 


PEXTO 


—— S(t es = 


Before many of the others| 


|had even begun, this really old| 





reliable factory was supplying| 


TOOLS 


Iwhich enabled your kind of | 
[business to enjoy a PROFIT! 


AND WE'RE STILL GOING STRONG | 


| “Theres +€ Reason 
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- $e s Headqu $ 4 
ASK OUR WHOLESALE DISTRIBUTORS A ae 22 ND 3 | 
secinanisinserecsindnegineeatinatnasiniiaaiiiaiiaainaiediita Riaintiametainiicinentens ‘DETROIT 2, MICH NEW YORK 17, N j 
| 
— 
RE co 
RULES Zcduce YOUR | 
| 
| 
A WHOLE SHOPFUL OF TOOLS IN 
| ONE... FOR HOBBYISTS, CRAFTSMEN, 
| MACHINISTS ... WORKS WOOD, METAL, 
a | PLASTICS, GLASS 
Tue CARLSON line includes o | Bigger profits than ever are coming 
steel tape rule for every use. : your way with this great tool that 
By stocking the Carlson line, broke all sales records, for Casco is 
you meet all customer's require- recognized as the leader, with more $9950 | 
ments with one supply of rules. | exclusive features than any other tool 
Write for nome of your local om the market. Sold only in retail 
jobber stores, Casco is nationally advertised— Exclusive finger- wm de a 
CARLSON & SULLIVAN to bring customers to you—in maga- grip brings hand Trae steel 
$01 W. Foothill Blvd. zines of every type: general, voca- — $33.75 
tional, arts-and-crafts and mechanical F vatue if 
trades. This means business! Searetony. 
DELIVERIES STILL ARE LIMITED and based on cilocations, but production } 
| is impreving rapidly. Casco Products Corporation, Bridgeport 2, Conn. ‘ 
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Here’s the Way 


HARDWA 





Wood Screws 

Stove Bolts 
Machine Screws 
Machine Screw Nuts 
| Carriage Bolts 
Machine Bolts 

Lag Screws 

| Cap Screws 





Set Screws 
Semi-finished Nuts 

} Castle Nuts 
Cold Punched Nuts 

{ Wing Nuts 


Sheet Metal Screws 
Phillips Screws 
Cotters 

Rivets 

Cut Tacks 

Spokes and Nipples 
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“National Screw” is the only company 
manufacturing a// of the staple 
fasteners listed here. 

Now, due to shortages of materials, 
we may not be able to supply all types and 
sizes immediately, but we are making every 
effort to take care of our jobbers as 
promptly as possible. 

Phillips Recessed Head Screws have 
gained wide popularity. The demand will 
become greater. Why not plan now to 
stock these better screws. 

And look to your dependable 
hardware jobbers regularly for 


your fastener requirements. 


ALL OF US 
Jo 
ALL OF YOU 


Shapleigh al Series No. 2450 
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